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“Immediate deliveries 


from U.S. Steel Supply 


says John Ziemba, 
Cook Technological Center, 


Morton Grove, Illinois 


“Our highly important research program on 
Intermediate-Range and Intercontinental Bal- 
listic Missiles must follow a rigid timetable,” 
says Mr. John Ziemba, Materials Estimator 
for the Cook Technological Center of Cook 
Electric Company. “Consequently, the im- 
mediate availability of materials—highly spe- 
cialized materials—is absolutely essential. 
“Certainly, our critical missile program can- 
not afford even temporary stoppage. That’s 
why we rely on U. S. Steel Supply’s Any 
STEEL, ANYWHERE, ANY TIME SERVICE to meet 
our strict time and material requirements. For 
example, their Chicago warehouse carries more 
than 400 different varieties of sheet stock 


U. S. Steel Supply 


Division of 





Here’s what Any Steel, Anywhere, Any Time Service means to Cook Technological Center 





alone. As a result, we can literally get same 
day delivery on sheet steel in any size and 
quantity. In addition, we can draw on the varied 
stocks maintained at 17 other U. S. Steel Sup- 
ply Warehouses located around the country. 
ANY STEEL, ANYWHERE, ANY TIME SERVICE 
is our guarantee against costly work delays.” 
Here’s how this service can work for you! If 
you would like to see how other steel users are 
saving money and increasing profits as a result 
of ANY STEEL, ANYWHERE, ANY TIME SERVICE, 
write to U. S. Steel Supply at the address be- 
low. There’s a good chance that our representa- 
tive can help you eliminate idle equipment, 
increase production, and cut inventory cost. 


USS is a registered trademark 


United States Steel 


Mailing Address: P. O. Box 1099, Dept.B5, Chicago 90, Ili. - General Offices: 208 So. LaSalle St., Chicago 4, II. 
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is at a critical crossroads 


The full potential of the national transporta- 
tion system cannot be fully achieved until 
all carriers —highway, rail, water and air 
use their facilities and provide services to 
the shipping public as though there were 
a single transportation system. Ryder Sys- 
tem maintains that the only durable solu- 
tion lies in greater coordination of service 
within the industry. 

We have already proved to ourselves that 

this can be accomplished successfully. by 
(1) pioneering rail-trailer “piggy-back™ 
service in the South between Jacksonville 
and Miami, 
(2) interchanging freight with various air- 
lines at several points in our system, and 
(3) conducting pilot experimental land-sea 
operations. 

There dPFe some who advocate rate 
Increases as an answer. Others hope for 
higher government subsidies. Actually, our 
problems can and should be solved without 
any more governmental regulation than ts 
necessary In the publie interest. 

We believe in healthy competition. We 
believe each segment of the industry should 
develop its most profitable potentials. How- 


ever. rather than work towards a= coor- 


dinated. cooperative transportation plan, 
some segments of the industry sometimes 
have allowed competition to degenerate into 
bitter, fruitless quarreling. 

\nd while this feuding goes on. more and 
more freight moves by private and unreg- 
ulated carriage... endangering the health 
of our public transportation system. 

Now, more than ever. when the country 
needs a strong transportation system. the 
industry should bury the hatchet and work 
together to provide the American shipper 
with the kind of service to whieh he is 
entitled. Coordination —of facilities. rates. 
and services — is the only way. After a per- 
hod of successful coordination of SCIVices. 
and with proper safeguards of the public in- 
terest. common ownership can follow. And 
we believe that the regulatory statutes can 
and should be amended to permit and 
encourage this development. 

Ryder System is convinced that it is along 
that road that the solutions to most of our 
problems will be found. and we vite the 
entire transportation Industry to join with 


us in this endeavor. 


America’s transportation system 


ee 





Siac G_- | 
| James A. Ryde 


President 
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Ryder System is a fast-growing. publicly- 


owned transportation network. Ryder 






Truck Rental branches are located in 56 
key cities in the U.S. and Canada. The I, a ¢ ‘STEM / Vo 
Common Carrier Division, operating In PR) DER 5S) a? | e . } &. 
20 states from New England to Texas. 
consists of Great Southern Trucking Co., 
T.S.C. Motor Freight Lines, Rvder Tank 


Line. 


General office . Engle Bldg., P.O. Box 771 Miami 33, Florida 
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Editorial 


SURVIVAL OF THE FITTEST 


SEVERAL GLUM-VISAGED economists have expressed 
the opinion that the productive capacity of American fac- 
tories is 40 per cent idle. That kind of statistic can be 
misleading in its total implication. Presumably, the 40 per 
cent includes many “lame duck” factories, living on bor- 
rowed time, whose high costs are hidden in averages and 
justified only by the expansion of business in a lush period. 
These must be repk iced by plants designed and equipped to 
compete in a market w here no company can afford the lux- 
ury of obsolescence. 

Now let's look at the other side of the question. What 
proportion of the 40 per cent consists of up-to-date facil- 
ities fit to meet competition? Nobody knows the answer, 
because the only available evidence of efficiency or obsoles- 
cence is the profit margin. The individual factory operator 
can better assess his own position by a rapid inventory of 
tools and an imps artial appraisal of his plant facilities. A 
period of recession brings some blessings if we have the 
courage and imagination to make the most of the oppor- 
tunity to re appraise our products, equipment, location, and 
personnel. * 

There is a right way and a wrong way to go about the 
job. In a lean era, we ought to be selective about people, 
methods, and machines. But if we attack the problem like a 
cane-cutter with a machete, swinging wildly at high-expense 
items, we may damage morale. The typical employee is 
aware of the situation and extremely sensitive to its con- 
sequences. The more he knows about his company $s pro- 
ductivity trend, the quicker he relates it to profits and his 
pay envelope, and the more readily he will pitch in and 
help. 

When a plant closes down briefly for inventory study, or 
for retooling, it usually chooses a slack season. The present 
lag can offer the industrial manager a chance to measure 
the individual value of men and mahtnes, Where efficiency 
and productivity are high, the fact will stand out in bold 
relief. Where there is ineptness in supervisory management 
and sluggish machine performance, the disease and the 
remedy will be equally apparent. 

It is not so important whether or not 40 per cent of our 
plant capacity is idle. What should be significant to the 
individual manager is the proportion of his own facilities 
that is lagging in the competitive race. He can't waste senti- 
ment on obsolete factories or facilities. The price of obsoles- 
cence is often failure—which is a higher price than capital 
investment for new tools and factories, even at currently 
inflated values. 


The Editors 
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PORCELAIN ENAMEL 


WHEELED GOODS CHEMICALS 


THESE ARE SOME OF THE INDUSTRIES 


EAGLE-PICHER 


Virtually all our customers are manufacturers. 
So are we. With this difference. We manufacture 
materials and component parts for other industrial 
companies, 

We have the capacity to meet unusual demands, 


the flexibility to fit smoothly into another manu- 


facturers program. Ours 1s a broad background of 


multiple industry knowledge and experience from 
the production viewpoint. This is our highest skill, 
the thing we know how to do best. 

As a “manufacturer's manufacturer,’ Eagle- 
Picher provides such basic materials and compo- 


nent parts as lead and zinc pigments and oxides, 


sulphuri acid, porcelain enamel fmts. molded and 
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STORAGE BATTERY PAINT AUTOMOTIVE 








POWER EQUIPMENT MATERIAL HANDLING 





GALVANIZED IRON & STEEL 





SUCCESSFULLY SERVED BY EAGLE-PICHER. 


MANUFACTURERS MANUFACTURER 


extruded rubber. plastics, waxed paper and cello- 





yhane food WraDppDer’rs, diatomaceous earth. indus- SINCE 1843 
PI} 


trial and commercial insulation, germanium, silicon, THE EAGLE-PICHER 


and many others. Our manufacturing and research COMPANY 


cil tivities SuC¢ essfully supplement those of our 
customers. Perhaps you may find our varied experi- GENERAL OFFICES: 


ence of value to vou. CINCINNATI 1, OHIO 























“...and we saved again this month with 
help on purchasing from Ryerson” 


More and more, cost-conscious man- 
agement is receiving reports like 
this—as a direct result of dollar- 
stretching planned purchasing 
from Ryerson. 

Buying cut-to-size steel the fast, 
convenient Ryerson way cuts your 
costs by making it safe to carry 
lower inventories. This, in turn, 
means reduced investment in equip- 


ment as well as materials—and cuts 
storage space, handling costs, scrap 
loss, taxes, etc. You’re never over- 
loaded ...you’re never caught 
short. You avoid jamming up 
smooth-flowing production lines... 


wrecking carefully calculated pro- 


/ 


duction schedules. 

A Ryerson specialist is as near as 
your telephone—prepared to rec- 
ommend the best types of materials 
and show you how Ryerson un- 
equaled stocks and facilities can be 
put to work for you. 


e RYERSON STEEL 


Member of the <«Qf¥y» Stee! Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, 
sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
* CHICAGO * MILWAUKEE * ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE © SEATTLE 


DETROIT * PITTSBURGH * BUFFALO * INDIANAPOLIS 
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SOURCE: U.S. DEPT. OF COMMERCE 


THE TREND OF BUSINESS 


RAIGHTY FEW business men are 
now expecting anvthing like a real 
upswing in the next month or two. 
\ctivity remains “bottomed out,” al- 
though at a higher level than we have 
known in most good times. 

To say that the recovery will come 
when consumers and business begin 
buving again is trite and something 
of an oversimplification, but it still 
sums up the most lnportant truth 
about our immediate economic fu- 
ture 

Briefly. the prospects now look like 
this: 

Consumer spending will weaken a 
little more and in the second quarter 
drop slighth below a vear ago. [1- 
ventory liquidation will continue to 
a limited extent, but toward the end 
of the second quarter a slight rise in 
manufacturers) orders may occur. 

Production will hit its low point 
some time this quarter and remain 
close to that level through most of 
the Summer. The moderate vear-to- 
vear dip In employment will con- 
tinue, and the number of jobless will 
remain sharply above — the 
earlier level. Total output of goods 


VCar- 


and services for the second quarter 
amount to about $420. billion. 
a decrease of 3 per cent from the 


will 


corresponding three-month period 
last Vear. 

\lore than CVOT, the consumer. 1S 
the center of attention in the business 
Business economists, 


picture, men. 


and Government officials are scruti- 
nizing consumer buving as a prime 
indicator of whether business activ- 
itv will decline further. continue at 
current levels for some time. or soon 


rise significantly. 


Consumers holding back 


Over the next month or so shop- 
pers \ il] probably be discouraged by 
continued high prices in many lines 
and by unpleasant business news. 
This was what happened during the 
lvaster selling season. Of Course, re- 
tailers attributed much of the slight 
lag in trade to 


vear-to-vear lag Keaster 
bad weather and this vear’s early 
Easter, but just now consumers seem 
to be a little more interested in add- 
ing to their savings and a bit more 
selective in their buy Ing, 

Most households are apparently 
well stocked with hard goods. When 
some manufacturers abandoned fair 
trade, the resultant retail price re- 
ductions boosted sales of small elec- 
tric housewares in some regions. But 


With the recent casing oft disp . 


| ’ 
sonal Lrerecaoie , retail sales Deval tO shov 


weakness. Figures are idjusted 


} 
seasonally 


» Consumer Buying 
» Prices 

» Production 

® Construction 


» Employment 


volume in major appliances, televi- 


sion sets, and turniture showed no 
improvement in) March and early 
April. The usual increase in sales of 
materials, and 


hardware, building 


garden implements occurred, but 
purchases did not match those of a 
vear ago. 

. some heartening news was found 
in reports on late March and early 
April auto sales. Although volume in 
hew passenger Cars was again sharp- 
lv below that of last vear during the 
last nine selling day s of March, over 
a span of one-third of a month sales 
were at the highest level so tar this 
vear. Ac cording to some industry of- 
ficials, extensive sales promotions ac- 
For the 


dealers 


counted for the increase. 
first quarter ot this vear, 
sales ran about 28 per cent below 
those of the similar 1957 period. Vol- 
ume in April, May, and June will de- 
cide whether or not 1958S will be a 
5-million-car vear. 

Since sales ot apparel did not come 
up to most retailers expectations. 
many stores planned to extend sales 
promotions on Spring merchandise 
throughout most of April. However, 
most stores were bustling during the 
final pre-Easter week, which offset 
In part the effects ot the bad weathe 
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. but it is a highly superior fabric 
with special qualities that make it 
ideal to do the tough jobs that other 
fabrics can’t do. 


We make no outlandish claims 
about Coverlight. It combines great 
strength with light weight. It’s water- 
proof, durable and resistant to acids, 
oils, mildew and rot. It is extremely 
difficult to rip or tear. It remains 
flexible at extreme temperatures. 


No, Coverlight is not a “miracle” 
fabric... but it is the fabric you 
should consider for the rough, tough 
jobs where these specific qualities 
can make a good cover a better cover. 


*neoprene-coated nylon 


Another 


REEVES 





ULCAN 


RUBBER PRODUCT 


REEVES BROTHERS INC. 
Vu/can Rubber Products Division 


54 Worth Street > New York 13 N.Y. 


8 











earlier in the Easter selling season. 

A more than seasonal decline in in- 
stalment debt halted a more than 
three-year rising trend. Much of the 
decline reflected sluggish auto sales 
during the month. 


High prices 


In contrast to the decline in over- 
all business activity, the cost of living 
continued to go up. Increased costs 
of food, housing, and home furnish- 
ings lifted the Consumers’ Price In- 
dex to 122.5 in February, a new high, 
3 per cent over a vear ago (1947- 
49—100; U.S. Bureau of Labor Sta- 
tistics Index ). Some Government of- 
ficials predict that consumers can 
look forward to lower food prices 
soon and turther reductions in costs 
of both hard and soft goods. 

As manufacturing and trade sales 
slipped, inventory liquidation con- 
tinued. Despite four months of very 
gradual reduction, the book value of 
manufacturers’ durable goods inven- 
tories was higher in relation to sales 
at the end of February than at any 
time since the reduction began last 
November. It was also higher in rela- 
tion to sales than at any time in 
either of the other two postwar eco- 
nomic setbacks. 

Manutacturers 
by reports that new orders have re- 
cently declined only slightly. A rise 
in contracts for electrical machinery 


were 


and aircraft companies offset small 
declines for major dur- 
able goods manufacturers. 

Bookings in the machine-tool in- 
dustry during the first quarter of this 
year will show substantial improve- 
ment over December's eight-vear 
low. Orders in February were 18 per 


some other 


WEEKLY BUSINESS SIGNPOSTS 





encouraged 


cent above January's total and 23 per 
cent over December's. March orders 
were expected to continue up, ac- 
cording to the Machine Tool Build- 
ers Association. Despite sharp year- 
to-year declines, many business men 
consider this an indication that many 
companies are planning either to eX- 
pand capacity or to replace old 
equipment in the months to come. 


Dip in capital expenditures 


The decline in plant and equip- 
ment expenditures that began in the 
fourth quarter of 1957 will continue 
into the second half of this vear, ac- 
cording to a joint survey conducted 
between late January and early 
March by the U.S. Department of 
Commerce and the Securities 
Exchange Commission: 
ally adjusted annual rate in the first 
quarter of 1958 was estimated at 
about $34.1 billion. In the 
quarter it is expected to be $32.6 bil- 
lion compared with the record $37 
billion for all of 1957. Except for pub- 
lic utilities, all major industries plan 
to reduce their outlays in 1958 com- 
pared with 1957. 


and 
The season- 


second 


Output sags 


Despite a moderate een 
in late March and early April in 
bookings from the comatiraction in- 
dustry, over-all volume of incoming 
steel lagged. Orders trom 
automobile producers and makers of 
major appliances were especially dis- 
appointing. Although some steel men 
anticipate a slight rise in May and 
June, no substantial gain in new or- 
ders is expected betore Fall. 

Steel producers have reduced their 


orders 





Latest Previous Year 

Week Week Ago 
STEEL INGOT PRODUCTION. . Ten thousand tons (a) 127. «:129~—Ss«227 
ELECTRIC POWER OUTPUT. . Ten million KW hours (b) 113. «113°—~=CO«W7 
BITUMINOUS COAL MINED. . Hundred thousand tons (¢) 70 62 99 
AUTOMOBILE PRODUCTION. . Thousand cars and trucks (d) —-90.3-«*101.2 141.6 
DEPARTMENT STORE SALES. . Index 1947-1949 = 100 (e) 103 125 122 
BANK CLEARINGS, 26 Cities. . Hundred million dollars (f) 24.2 19.3 22.0 
BUSINESS FAILURES. . Number of failures (f) 346 342 302 


SOURCES: (a) Amer. Iron & Steel Inst.; 


(b) Edison Elect. Inst.; 


(c) U.S. Bureau of Mines; (d) Automotive News, 


(e) U.S. Bureau of Labor Statistics: (f) DUN & BRADSTREET, INC. Steel data for the fourth week of April; auto- 


mobiles and failures for the third week; 
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all others for the second week. 
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-— £ If an adequate supply of water is most important in the manufac- 
al —__ ture of your products—set your sights on a plant site in one of the <= 

— nine midwestern states served by the Chicago and North Western - 

re. Railway. 

Let us give you the facts on the sources of abundant soft, cold 
and hot water readily on tap in the available sites served by our 
railroad. Let us show you, too, how, through our systematic in- 
vestigation procedure, we can anticipate your queries on .... 


Power and Other Utilities Markets 
———w * | Labor Supply Community Attitude 
| Transportation Tax and Zoning Laws 


.... and the hundred and one other factors that must be con- 
sidered before you choose a new plant location. Address: 


mail Gene F. Cermak 


Director of 





Industrial Development 
C. & N. W. Ry. 

400 W. Madison St. 
Chicago 6, Illinois 
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Csilety of Cessna parts tied on Bunn Tying Machine range from 


3 to 15 inches in diameter, 4 inches to 12 feet in length. 
Machine compensates automatically for varying sizes, shapes. 


better, faster 
by machine 


At Cessna Aircraft Co. — Bunn automatic tying beats 
hand-taping 5to1...cuts material costs 84 percent 


Formerly, the bundles you see above were hand-fastened with cloth-backed 


industrial tape. Today, 


this plant does the same job better, faster on an auto- 


matic Bunn Tying Machine. Result? An 80°7 saving in labor... coupled with 


an 84% reduction in 
Completely documented, these figures typify the savings your plant may 


well realize with 
tie by hand can be 


Bunn Package 


Operation is simple. 
tied. 


the object to be 


Bunn 
tied faster, better and at far lower cost on an easy-to-use 
Tying Machine. 


direct material costs (genuine Bunn twine vs. tape)! 


automatic twine-tying. For almost anything you now 


positive ...and completely safe. All you do is position 


step on the trip, and presto: you have a complete wrap 


) 


and tie—neat and secure—in 2? seconds or less! (About 10 times faster than 


ordinary hand-tying. ) 
makes no difference 
anything ... from ma! 

Why not learn 


anda reauce costs 


+ 









GET THE 
WHOLE STORY 


Send today for 
this fact-packed 
booklet, which 
illustrates the 
many advantages 
of Bunn Tying 
Machines. 

Or let a Bunn 
Tying Engineer 
show you. 

No obligation. 


hi 





B. H. BUNN CO., 7605 Vincennes Ave., Dept. DR-53, Chicago 20, Ill. 


And remember—size or shape of the item to be tied 


The e Bunn Tying Machine adjusts automatically to handle 


o machine parts... from cartons to laundry bundles. 


} 


ve “Bunn automatic twine-tying can speed production 
r you. Return the coupon today. 


PACKAGE 
TYING 
MACHINES 
Since 1907 





Export Department: 10406 South Western Ave., Chicago 43, Ill. 


MAIL COUPON NOW FOR MORE FACTS 


B. H. BUNN CO., pep:. pr-58 
7605 Vincennes Ave., Chicago 20, Il. 


Please send me a copy of your free booklet. 


Please have a Bunn Tying Engineer contact me. 


Name 
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8222 
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workweek, and some plants have 
been shut down. Ingot production 
during the first quarter of this vear 
was at the lowest level for a non-strike 
quarter since the second quarter of 
1946, and it dipped even further in 
early April. 

The total production of passenger 
cars in March was at the lowest level 
for that month since 1948. As a result 
of this and the sales improvement. 
dealer inventories on \pril l were 
down slightly from those of March 

Much depends, of course, on how 
dealers’ sales run this Spring, but 
in the second quarter passenger car 
production is scheduled to decline 
somewhat below the curtailed level 
of the first three months, and output 
for the vear Is currently set for 
slightly under 4.8 million’ units. 1 
sales continue to improve apprec. 
ably, production schedules will un 
doubte dly be revised upward. This is 
even more likely to happen if negoti 
ations between the leading auto com 
panies and the United Auto Workers 
are successful. 


Power ...FRB... houses 


While petroleum production held 
steady in March and early April, it 
averaged about 20 per cent below a 
Vear avo. During the last week in 


March, gasoline stocks fell from the 


prior week for the first decline in 
several months. The largest vear-to 
vear decrease in electric power out 
put in twelve vears occurred in the 
first week of April. 

In March the Federal Reserve 
Board's seasonally adjusted produ 
tion index tell two points, to 128 per 
cent of the 1947-49 average. This is 
a decline of about 13 per cent from 
the peak of December 1956. During 
the 1953-54 setback, the index hit 
a low point of 123 in March and 
\pril of 1954. rose somewhat in May 
and June, but returned to 123 in Jul 
and August, and then climbed steadi 
ly for the rest of the year. This was 
1() per cent below the peak reached 

uly 1953. The current decline 1) 
over-all output 1S more severe than 
in 1953-54. The index will probably 
slip further between now and July. 

In March there was evide nce of : 
Spring pick-up in consumers: lak 
buy Ing plans. March applications tor 
Federal Housing Administration 
mortgage insurance for new dwelling 
units rose to 24.968 from 23,368 in 
February and exceeded the 22.198 in 








3 NEW DITTO DUPLICATORS 


MAKE QUICKEST, SHARPEST, LOWEST-COST COPIES 
of anything you write, type, draw ortrace ona DITTO Master 
23 x5" to 9”"x14"...1to 5 colors at once 


DITTO D-31 
Electric 


From speed and precision to economy and widest useful- 
ness, these masterful new duplicators anticipate every 
business need. Any operator turns out 120 bright copies 
a minute, up to 300 copies per master, and on short runs 
the master may be filed and re-used until entire dye de- 
posit is exhausted. @ ‘‘Magic’’ Copy Control meters the 
correct fluid flow for all-over brightness of any size copy 
... Fingertip adjustment registers master-to-copy instantly 
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NEW 
DITTO D-3O0O 
Hand Operated 


...Copies are delivered face-up, flat and dry. @ If block- 
outs are used they attach instantly to the slotted drum. 
Stainless steel parts resist wear and corrosion. @ Fluid 
level indicator, and copy counter, keep constant auto- 
matic check on operation...and the handsome gray 
and green finish is pleasant to see and work with! 

Use the coupon, get samples of work, see a demonstra- 
tion in your office on your own work. 


low-priced—hand operated 
DITTO D-20 


...and here, reversing the price trend, is the new precision- 
built DITTO D-20. Priced so low that now every office can have 
one, can fully enjoy the administrative advantages of fine 
DITTO duplication. Makes up to 300 bright copies of anything 
you write, draw, type or trace on a DITTO Master...... on 
card or paper stock 3” x 5” to 9” x 14”...in 1 to 5 colors at 
once...at 120 copies a minute...up to 300 copies per 
master. ‘‘Magic’’ Copy Control meters correct fluid flow for 
all-over brightness of any size copy...wear and corrosion- 
resistant stainless steel parts...quiet, balanced operation. Use 
coupon for work samples, see demonstration in your office. 


ode anneal ll 


DITTO, Inc., 6812 McCormick Rd., Chicago 45, Ill. 


Ditto of Canada, Ltd., Toronto, Ontario 
Ditto (Britain) Ltd., 126/128 New King’s Rd., Fulham, London, S.W. 6, England 
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Tree ADVANCED MONROE 
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- operate than the advanced Monroe President. Beside the 
large initial savings, you also enjoy continuous savings 
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from payroll to receivables to payables with a simple 
flick of a knob. The Man from Monroe in your area is an 
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For big business accounting at a small business price... 


Monroe Calculating Machine Company, Inc., Orange, New Jersey 


ADDING, ACCOUNTING 
Offices for sales and service throughout the world DATA PROCESSING MACHINES 
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March 1957. Many consider this a 
prime indicator of the future pace of 
new house building. The total was 
the highest since August 1955. New 
housing in the months to come may 
be stimulated by end-of-March legis- 
lation abolishing the 2 per cent down 
pavment on GI home loans. Some 
Government officials expect this ac- 
tion to boost housing starts in 1958 
back up to about 1.1 million. 


The dollar value of new construc- 
tion put in place during the first 
quarter amounted to $9.7 billion, 
slightly above the same three months 
of 1957. However, due to higher 
costs, the phy sical volume probably 
showed no vear-to-vear Increase. 
Awards for heavy civil engineering 
construction contracts climbed 19 pel 
cent in March over February and 
were nearly 50 per cent higher than 
the low point reached in December, 
according to Engineering News Rec- 
ord. The increase was attributed to 
rises in public and private housing 
and in commercial construction. 


Employment edges up 


\ seasonal unprovement in agri- 
cultural employment oftset the ef- 
fects of the continued lull in indus- 
trial production, lifting total civilian 
employment to 62.3 million in March 
from 62 million in February. AI- 
though the number of jobless re- 
mained at 5.2 million, the seasonally 
adjusted percentage of the unem- 
ploved in the labor force rose to 7 
per cent from 6.7 per cent a month 
earlier. However, this increase in the 
March unemployment rate was no- 
ticeably less than the increases re- 
corded in the previous two months. 
Wage and salary totals, seasonally 
adjusted, are about 4 or 5 per cent 
below the late Summer peak, but em- 
ploy ment benefits and so on are mak- 
ing up about a third of these totals. 

For the rest of 195S. Government 
outlavs on all three levels—Federal. 
state. and local—are certain to ex- 
ceed noticeably those of last vear, 
Officials will probably wait to ap- 
praise business activity during the 
Spring months before suggesting ad- 
ditional stimulants for the economy. 





This is a report prepared in the 
Business Economics Department, 
Dun & Brapstreer, INc., by 
John W. Riday. 
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... making offices better for business since 1888 
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output goes up, space needs go down 
with Art Metal Modulars! 


With ‘‘Modulars’’, Art Metal solves completely the problem 
of furnishing attractive office work-stations while conserving 
costly floor space. Ruggedly built, handsomely styled, 
*‘Modulars”’ have no equal in the scope they provide for organ- 
izing work tops, desks, bases and in-drawer facilities for indi- 
vidual job efficiency. All parts are completely interchangeable, 
provide layouts in private, semi-private or open plan, or any 
combination of these three. Most users report floor space 
savings as high as 334% and some, considerably more. This 
modern idea in functional office planning is completed with 
Art Metal modular partitions, glass-panelled, readily movable 
to meet changing requirements. 

Your local representative is listed in the Yellow Pages, 
consult him now...or write for his address and helpful 
modular planning literature to Art Metal Construction Co., 
Jamestown 6, New York. 
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THE 300 GPH NOMINAL CAPACITY WASTE HEAT FLASH 
EVAPORATOR BUILT BY CLEAVER BROOKS COMPANY IS 
EQUIPPED WITH CUTLER-HAMMER THREE-STAR MOTOR 
CONTROL AS ORIGINAL CONTROL EQUIPMENT. 


— The Mark of 
Better Machines 
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THE DETROIT SCREWMATIC 750 MANUFACTURED BY THE GEAR 
GRINDING MACHINE COMPANY INCLUDES CUTLER-HAMMER 
THREE-STAR MOTOR CONTROL AS ORIGINAL FACTORY EQUIPMENT. 























THE S. A. WOODS MACHINE COMPANY 409M STREAMLINED FAST FEED HEAVY DUTY 
PLANER AND MATCHER COUPLED WITH THEIR 469M HEAVY DUTY BLANKER IS EQUIPPED 
WITH CUTLER-HAMMER THREE-STAR MOTOR CONTROL AND OIL-TIGHT PUSHBUTTONS. 


“(he Star Lead the Way 


Winning recognition as a leader in any industry is 
not an easy task, and holding this coveted position 
year after year is even more difficult. Leading 
machinery builders know this and safeguard their 
enviable position by a never-ending search for an 
improved product... new materials, new methods, 
new components. The stars lead the way. 

In recent years, the broad swing to Cutler-Hammer 
Three-Star Motor Control and Heavy Duty Ouil- 
Tight Pushbuttons by leading builders of all types 


of machines has been most significant. Such accept- 
ance only comes through careful comparisons which 
prove a definite superiority. Cutler-Hammer Three- 
Star Motor Control installs easier, works better and 
lasts longer . . . the stars lead the way. Now more 
than ever before, Cutler-Hammer Motor Control 
is the choice of the leaders . . . the mark of better 
machines. CUTLER-HAMMER Inc., 1436 St. Paul 
Avenue, Milwaukee 1, Wis. Associate: Canadian 
Cutler-Hammer, Ltd., Toronto. 


DUN'S REVIEW and Modern Industry 











FAILURES: Totals Continue to Climb 


SURGING UP 2] per cent in March. 


business failures reached a new post 


war high of 1,495. Only once in the 
last 25 vears, in January 1939, has the 
total topped this figure. But the rise 


is largely a reflection of the growth in 
population in the 1933-1958 span. 
The significance of the increase di 
the 
number of failures is related to total 


minishes considerably when 
concerns In Operation. 
Casualties occurring — this 
March at an annual rate of 60 per 
10,000 listed) enterprises, as shown 
by Duns Fatture INpex. While the 


current rate, the highest in the post 


Were 


war period, came close to the 1940- 
L941 level. it remained moderately 
below the rate of 72 per 10,000 COn- 
cerns in 1939 and was little more 
than half the rate of 109 in 1933. 
Dollar liabilities did not climb so 
sharply as the number of failures. 
but they reached a postwar 
peak. At $71.6 million. they bulked 
LO per cent above February. Mean 


also 


ingtul COMPAarisons W ith earlier vears 
require adjustment for the changing 
value of the dollar and appraisal 1) 
terms of total volume of business. For 
INDUSTRY 


FAILURES BY DIVISION OF 


(Current Niifles U Number Liabilities 
>? ns of dollars) } Months } Months 
1958 1957 1988 1987 
MIEEININ MIANL FACTURING TOS 6&4 7) 6 67 % 
Mining — coa vel, mas 2 21 3.48 4X 
bi gd at 7 ire 
products SO) 14 6 7 
Textile products. appare 147 149 94 10] 
Lumber, lumber products 116 Io 1023 66 
Paper, printing, publishing 14 t46 33 16 
Chemica illic rod 1 1S 0) 1.6 
Leather. leathe products Lf 17 $4 6 
Stone, clas ass products 19 17 s (8 
Iron, steel and products 40) ) 6 ing 
Machinery 79 71 47 7 6 
Iransportation ecgquipment Zi iS Q 3} i 4 
Miscellaneou |) 4 ys 166 76 
WHOLESALE TRAD! tN 3 eB. 1y 7 i176 
tood and tarm product XY 73 +9 6.> 
Apparel a 1S 1.3 OLS 
Drv won 6 0.4 0.1 
Lumber, blda. mats... hdwre S4 36! 4.8 19 
Chemicals and dr } {>! > 3! 
Motor vehicles, equipment 1Y 20’ 0.4 We. 
Miscellaneous 174. 156 oh, 7.1 
Rieran Trapt O88 1852? 67 sos 
Food and liquer 284 104 6S 6.1 
General merchandise S| x3 1.7 ®&, 
Apparel and accessories 378 33] 12.1 6.5 
Furniture, furnishings *Y | 278 1-6 10.0 
Lumber, bldg. mats., hdwre 14) 1>} S i 4? 
Automotive group 290 200 12.4 ‘ 
LEating. drinking places INN $3] 0.6 x § 
Drugstores 34 43 0.7 1.6 
Miscellaneo 00 1589 46 
CONSTRUCTION $55 S62 10.5 %”) § 
General bldv. contractors >35$ 224 17.7 17.0 
Building subcontractors 288 40] 10.9 9 § 
Other contractors Pe 37 19 , 0 
COMMERCIAL SERVIC! 978 6 tm 10.4 
Porat UNitep STATES 4012 3630 201 175.3 
Liabilities are rounded to the nearest million; they 
do not necessarily add up to totals 


"Revised 


failure liabilities of S615 
1957 are less tormidable 


instance. 
million in 
when measured against total manu- 
facturing, wholesaling, and retailing 
sales of $676 billion in the same vear. 


ln = March. all 


functions succumbed than In Febru- 


more concerns 1n 


arv. Commercial service and manu- 
facturing suffered the most severe 
While 
be- 
low the previous years level for the 
fourth other 
groups suffered more casualties than 
in March 1957. 


from 12 per cent in retailing to 


month-to-month increases 


construction tailures continued 


consecutive month. 


ranged 
99 


Increases 


per cent in services. 

Manufacturing tailures ran heavy 
ier than at anv time since 1939. The 
total climbed sharph in the leather 
industry, and appreciable increases 
the 
tries. In wholesaling, there was a no- 
ticeable jump in the building-materi- 
but slight change from a 
Retail fail 
ures edged up in all trades except 


also occurred in heavv indus 


als trade 
Vear ago in other lines. 
food. drugs and building materials. 
About a third 
group retailers failed than a vear ago 


more automotive 


THE FAILURE RECORD 
March Feb March 
1958 1958 1957 Che 

Diun’s Faittre INpdEx® 

madjusted 64 ba 63 3 58 7 ; 10 

Ad:usted,. seasonal! 60.0 54.1 $4.9 + 9 
NUMBER OF FATLURES 1.495 1.238 1.336 ~ 12 
NUMBER BY Sizt OF Dept 

Lnder $4,000 173 163 1X3 s 

$5_O00--$25_ 000 69) S86 698 | 

$25 000--$ 100.000 477 364 144 39 

Over SPEOO 000 183 15 tt} +. 3 
NUMBER BY INDUSTRY CGFROLUPS 

Manutacturing 28] 208 239 + IS 

Wholesale trade i4} }}> 12] 17 

Retail trade 750 662 672 12 

( Onstruction 202 177 204% 7 | 

Commercial service 12] 79 99 re2 

LIABILITIES Cn th 

CURRENT S7I.SSS $68,298 $55,833 +28 
TOrat 71.699 68.65) 56.175 + 98 

*Anparent annual failures ner 1O_O00 enterprises 
listed in the DUN & Brapstreet Reference Boo! 

Percentaze change. March !I988 from March 19587 

In this record. a “‘tatlure’’ occurs when a concern is 
involved tn a court proceeding or in a voluntary action 


liabilities 
athli- 


“Current 


banks 


likely to end in loss to creditors 


here include obligations held by officers. 


ated and supply companies, or the governments: they 


do not include long-term publicly held obligations 








This report Was prepared in the 


Business Economics Department, 
Dun & BRADSTREET. INC... by 
Rowena Wyant. 















...not 
_ just 7 
© nuts 
and 
bolts Q® 


Lie other binder jobs, your own 
may cail for new materials and 
methods, or a new application of 
loose-leaf or indexing principles— 
possibly even an invention. Heinn’s 
creative people often come through 
with a special product so different 
that “invention” is the only word 
you can apply 

Your request brings a practical 
id-a from the Heinn man in your 
area; your tentative okay starts 
experimenting and speculative 
work. Customer testimonials prove 
the end results — increased sales, 
better trade relations, greater oper- 
ating efficiency. 

Whatever your need in custom 
binders, Heinn’s creative approach 
will please you much more than a 
“price” offer ever could! 
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a ; 
Two binders in a ‘‘family” 
of five made for one company. 


Copyright 1958, 
by The Heinn Compony, Milwaukee 


Clip and mail this coupon: 


THE HEINN COMPANY, 310 W. Florida St., Milwaukee 4, Wis. 


We ore ting quantities of items on which wed like complete ormation 
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WASHINGTON. D.C. — The recession 
dominates the Washington scene. Issues 
that were in the forefront a few months 
ago have been pushed into second place. 
Naturally, some of the interest is stimu- 
lated by political considerations. Even 
so, the business situation has become the 
chief concern of Government, trade asso- 
ciations, labor unions, and professional 
societies. If every proposed anti-reces- 
sion measure were adopted, it would be 
inflation that would be just around the 
corner. Of course, many proposals are 
getting more support than they would if 
this were not an election year. But the 
Administration, which bears a heavier 
load of responsibility than the opposi- 
tion, has let it be known that it will not 
hesitate to use the veto. 

Despite the President’s belief that 
Government dollars cannot be relied 
upon to bolster the economy, he is ex- 
pected to approve various measures that 
will require large appropriations. But ex- 
cept for highway construction, he will 
probably insist on limiting public works 
expenditures to projects that are ready 
to go. Educational aid is regarded with 
favor, and so is an increase in unemplov- 
ment benefits. These outlays will prob- 
ably necessitate a further rise for the 
debt ceiling. 


Over-all, Congress accomplished more 
in the first four months of this session 
than had been expected. Because of the 
campaign, Congress would like to ad- 
journ early. But with reciprocal trade, 

education, 
relief, 


ganization of the Detense Department, 


taxes, toreign aid, aids to 


labor legislation, railroad reor- 
and other measures likely to involve long 
debate all on the agenda, the Ie gislators 
will probably spend much of the Sum- 
mer here. Relief for depressed areas will 
be debated even though final action is 
unlikely. Other measures with a chance 
of consideration before adjournment in- 
clude: statehood for Alaska and Hawaii, 
revision of the immigration law, and a 


postal-rate increase. 
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Politicians believe people in the 
United States react in about the same 
way as those in Canada. And in Canada, 
promises of tax reduction seem to have 
influenced few votes, but Prime Minister 


John G. Dietenbaker’s 


speeding up the development of the 


program tor 


northern areas is popular. “Go north, 
young man’ seems to have had as enthu- 
siastic a reception as Horace Greeley's 
analogous advice a century ago. 

Lack of support for tax reduction in 
Canada, plus Bernard Baruch’s advice, 
is seen as a factor in the growing Ooppo- 
sition to tax reduction in this country. It 
is apparent, however, that the opposi- 
tion does not extend to the excise taxes. 
Advocates of more public works spend- 
ing are also citing the Canadian elec- 


tions in support of their proposals. 





Many lawmakers realize that the re- 
cession was not caused by lack of buying 
power. They attribute the decline in de- 
mand to refusal to buy at the prices 
asked. If a tax reduction would result in 
more buying, the question of whether an 
increase in demand would delay price 
readjustments is raised. Most Congress- 
men, however, are willing to take a 
chance on that. In the meantime, busi- 
hess, caught between rising costs and 
inability to maintain sales volume at 
existing prices, is cutting back expansion 
plans. 

A well defined sentiment in Congress 
supports the view that the consumer 
benefit 
from increased productivity. Lawmak- 


should get more than he does 
ers know that most of these benefits are 
now going only to a highly organized 
segment of labor, but tew elected offi- 
cials think they can afford to say much 


about that. 


Restrictions on the railroads would be 
decidedly liberalized if the Administra- 
tion could have its way. But it is doubt- 
ful whether legislation can be secured 
despite the urgency of the need. The 


Administration is convinced that it is in 
the public interest for the railroads to be 
free to compete with other methods of 
transportation. The Interstate Commerce 
Commission, it is thought, should be al- 
lowed to alter procedures in recognition 
of the changes that have taken place in 
transportation. 

Even reorganization of the Commus- 
sion itself is favored. One suggestion 1s 
that the plan of organization of the 
The 
Maritime Administrator is also chairman 
of the Federal Maritime Board. This ar- 
rangement coordinates the Maritime Ad- 


maritime agencies be followed. 


ministration s interest in fact finding and 
operation with the policy matters han- 


dled by the Board, 





Failure to override the President's 
veto of the joint resolution freezing sup- 
port prices on certain farm commodities 
is further evidence that agricultural in- 
terests now have less political inHuence 
than formerly. Mechanization has_ re- 
duced the number of farm votes, and 


there is no enthusiasm for subsidizing 


a operations the 


bem) 


large low-cost farmil 
chief beneficiaries of price supports. As 
legislators learned while they were at 
home on their Easter vacation, the Presi- 
dent’s veto message made a deep Im- 
pression on the public. Secretary of Agri- 
culture Ezra Tatt Benson predicts that 
the President's veto will “prove sound 
from every angle—economic, legislative, 
and political because the growth of 
agriculture is promoted by “freedom to 
produce” and not by “Government re- 
strictions. 

There is a growing impression that 
conditions favor a decided improvement 
in the farm situation. Prospects for lower 
nonfarm prices are encouraging. A short- 
age in the good grades of cotton is being 
felt. Furthermore, controls are increas- 


ingly unpopular with farmers. 








UPSTATE,N.Y” 


| expanding indus- 
ow tries: Everything you need to 
Semana oreo _———e a “get down to business” is right 
a ee vila in this picture of Hudson, N.Y. 
: Starting at the bottom you 
see a part of Hudson’s bustling 
industrial family. Beyond that 
are her downtown section, the 
Hudson River and the Catskill 
Mountains. By road, rail or 
river it’s only 115 miles to New 
York City; the Massachusetts 
Turnpike to Boston and other 
New England markets is only 
minutes away. The Great 
Lakes are just 5 hours west on 
the New York State Thruway. 

Upstate, N.Y. advantages 
the artist couldn't catch: a tre- 
mendous force of skilled and 
unskilled labor, first class 
schools, low cost electricity 
and natural gas from Niagara 
Mohawk’s state-wide system. 
Like to know more about the 
healthful business climate in 
Upstate, N.Y.? Send for our 
illustrated fact book: Niagara 
Mohawk, Dept. D5, Syracuse 
2, New York. 
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Spanning Upstate N. Y., from the Hudson 
River to th Niagara Frontier, the New York 
State Thruway passes thr 
the Niagara Mohawk Systen 
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CONCEPT OF EXECUTIVE ENVIRONMENT 


... dramatically achieved through the tasteful inter- 
mingling of exciting new materials, colors and design. 
Limitless in variation, Italic Styling can be tailored to 
the precise character of the business — the personality 


} and taste of the executive. 
i To acquaint yourself with this magnificent furniture, the 
| . \ focal point of Italic Styling, and our complete interior 
\ design services, call your GF dealer or branch, 
or write for your full-color Italic Styling brochure. 


GF Studios, Dept. R-11, Youngstown 1, Ohio. 
Division of The General Fireproofing Company. 


: 2 Htalic Siylin€ BY GF STUDIOS 











OUTPERFORMS 
and Out Values 
all lift trucks | 

iInitsclass — 


Regardless of Price! 
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PRICE 
@ The Economy: 1958 Isn't 1929 ” $39750 
®@ Perspective on Interest Rates Royamnoi tess 


@ A Management Proposal to Labor 


@ Tax Cure for Education’s Ills 





TODAY’S RECESSION — 
HISTORY WON'T REPEAT 


ROBERT C. TYSON, chairman, Finance 
Committee, United States Steel Corp., 
before the Executives Club of Chi- 


CaAVO., 
en) 


\lany of us remem- 
ber what happened 
after the “New Era” 
of the 1920's came 


to a close. And 
manv who have 
looked back Over 





the long record find 
somewhat similar 
sequels to all our previous postwar 
reconstruction booms: what has 
come to be called a “secondary post- 
war depression. Are we again on 
the eve of repeating that which has 
been so regularly repeated in the 
past? 

We should first note that we have 
not had this time, as we did in 1929, 
a great speculative stock market 
financed on thin margins. It was the 
collapse of bank credit engendered 
by the stock market collapse in 1929 
which led ultimately to the great 
difficulties of the banks and agora- 
vated the difficulty ot doing business. 


MAY 1958 


It is true that we have had, as 
we did in the 1920's, a great post- 
war housing boom financed largely 
with mortgage money. But things are 
different this time. Much of the debt 
is guaranteed or insured by the Gov- 
ernment, and big lump-sum due 
dates have been eliminated. 

These two factors alone could be 
suthcient to guarantee that we are 
not headed into another nation-wide 
financial paralysis such as we expe- 


rienced in the 1930's. 


INTEREST RATES 


IN NEXT DECADE | 


E. SHERMAN ADAMS, deputy mana- 
ger, American Bankers Association. 
at New York University School of 
Business Administration. 


The levels reached 
by interest rates in 
L957 should not be 
regarded aS peaks 
unlikely to be sur- 
passed. Viewed in 
perspective, rates 
last vear were quite 
moderate for a pe- 
riod of active business. Thev look 
high only when compared with the 

















1500 Ibs 


LOAD 
CAPACITY 
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ENGINEERED YEARS AHEAD 


Complete bearing control throughout 


Synchronized 12-volt heavy duty system 


Feather-controlled stops 


Equipped with automatic charger and heavy duty 
industrial battery 


Self-aligning dual floor brakes 


OPERATES IN 28° AISLES 


APPLICATIONS 


e Hydraulic loading, unloading, stacking, moving, 
any type of material...in large or small plants. 
MORE THAN 40 BIG JOE MODELS 

e Range up to 2000 Ibs. capacity 

e Lifting heights to 130° 
NEW 24-PAGE CATALOG 


In-Between Handling is our business! 
Write for our new 24-page catalog. 


THROUGHOUT THE WORLD 


Export Division: 400 West Madison St., Chicago 


Bis 


A MANUFACTURING CO. 
Ralph Hines Road 


j Rydraulic Litt TRUCKS | 
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Wisconsin Dells, Wisc. 
© 1958 
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Consult 
COMMERCIAL 
CREDIT 





[f your company 
ism a night cash 
Position, 
Commercial Credit 


offers a fast 


solution whether 
you need $25,000 
or millions... for 
months or years 
Proven service for 
4) years 
Manufacturers and 
wholesalers used over 
a billion dollars 

last year. 


To supplement your cash working 
capital, contact the nearest COMMERCIAL 
Crepit CorporaTIon office listed and 
sav: ‘Send me facts about service 
offered in Dun’s Review & 

Modern Industry.’ 


BALTIMORE 2 ........300 St. Paul Place 
(CHICAGO 6 222 W. Adams St. 
Los ANGELEs 14.......722 S. Spring St. 
New Yor« 17 100 E. 42nd St. 
SAN FRANCISCO 6 .. 112 Pine St. 


Services offered through subsidiaries of 
COMMERCIAL CREDIT COMPANY 





Capital and Surplus over $200,000,000 
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most extraordinary period of de- 
pressed rates the world has ever 
seen, not when compared with those 
that prevailed prior to 1930. 

Instead of seeking sinister reasons 
why. interest rates rose as much as 
they did, we might better inquire 
why they stayed so low. The main 
answer is that the rise started from 
exceptionally low levels. Also, up to 
1951, the Federal Reserve's program 
of supporting Government bond 
prices at par was a major deterrent 
to rising rates. Another reason was 
the effect that the long period of very 
low interest rates had on the think- 
ing of the entire community. 

Interest rates will certainly not gO 
back to the starvation levels of the 
thirties. On the upside, given strong 
demands for credit, rates could eas- 
ily exceed their 1957 peaks. On the 
average, most rates, and especially 
bank lending rates, should tend to 
be somewhat higher over the coming 


decade than in recent vears. 


PRODUCTIVITY AS A 
MEASURE OF WAGES 


HAROLD J. RUTTENBERG, president, 
Stardrill-Keystone Company, before 
the National Industrial Conference 
Board. 


Labor unions and 
their policies are 
nothing more, nor 
anything less, than 
a mirror of manage- 
ment’s acts and pol- 
icies. The leaders 
of industry can 
have it different, 
and better, whenever they really 
want it. 

Management can begin to get the 
unions to change their collective bar- 
gaining program of more pay for 
less work whenever the leaders of 
industry are prepared to allow the 
unions and their members to par- 
ticipate with management in the job 
of increasing productivity. 

The leaders of industry should 
propose to their employees and their 
unions: 

|. To pay higher wages tor more 
production. 

2. To provide the maximum capi- 
tal that our resources permit for the 
purchase and installation of equip- 
ment to increase production. 

3. To provide the best manage- 
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ment that we can develop to increase 


production, 
4. To organize practical means for 


all employees to cooperate with 
management to increase production 
in such a way as to release the full 


inherent creativeness of every human 
being who is a member of our mana- 
gerial and operating organizations. 

and create 
the dual 


5. To enlarge existing, 


new, training schools tor 


purpose of (a) operating and main-— 


taining new equipment at maximum 
production and (b) retraining for 
new positions those whose old posi- 
have been replaced by new 
equipment or methods. 
~ 6. To negotiate a practical meas- 
urement of increased production so 


trons 


can pay productivity wage 
extent 


that we 
increases semi-annually to the 
that production has been increased. 
This ot 


should give the proper weight to the 


measurement production 
components of increased production. 

‘. To pay half of the 
annual productivity wage increases 
in direct w the 
other half in a separate fund to in- 


One SCITil- 


ages, and to place 


crease tringe benefits. 


AID TO EDUCATION 
—A NEW PROPOSAL 


As- 


ens 


ROBERT HELLER, Robert Heller & 
sociates, before the National Citiz 
Council for Better Schools. 


It becomes increas- 
ingly that 
strengthening of 
education is indis- 


clear 


pens ible to the ex- 





istence of an ettec- 
tive democracy in 
the United States. 


The follow In? pro- 
meeting 


should 


posal provide a 
ground tor advocates of greater sup- 
port to education. whether thev are 
for or against Federal aid. 
The Federal Government 
recognize future 
and state taxes by g 
for such increases against personal 


should 


increases in. local 


iving tull credit 


- and corpor: ate taxes. Todav the Fed- 


eral Government JIVeS the nation s 
taxpayers a partial credit for most 
state and local taxes by allowing 
their deduction from gross income. 
This arrangement should be contin- 
ued. But any increase in school taxes 
should be subtracted full by the 


taxpayer from his Federal tax bill: 
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You can answer inter 


from across the 
hing a button! 


COMPLETE PRIVACY 





FINE—ACCEPT 
HIS ORDER! 
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No one can 
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...only Executone 
combines 








IN THE WORLD'S MOST ADVANCED INTERCOM SYSTEM! 


@ For the first time in any intercom sys- 
tem you can answer calls from across 
the room—and at the same time enjoy 
positive assurance that no one can 
eavesdrop on conversations in = your 
ofhce. Executone’s exclusive “CHIME- 
MATIC’ & signalling announces every 


call with chime and signal light—warns 


that your circuit is open.* 


SAVE TIME—get more work done! 


Thanks to Executone’s “Remote Reply,” 
employees can now calls with- 
interrupting their work. You get 
without loss of work- 


answer 
out 
instant response 
time. You eliminate waiting and 
“call backs” when phones are 


No. 2, 


ing 
costly 


*U.S. Pat. 


144,966 





“privacy protection 


CCU, 


located 
in- 


busv. Roving emplovees are 
quicker. You give 
formation without delay, vet vou have 
at all times. Work 


hour 


instructions, get 


ows smoothly. Every hecomes 


more productive! 


haa lf in 


ke xecutone soon pays 


for many Ask for full 


details. 


ways. 


No obligation. 
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SYSTEMS 
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fe ting mii | 
| EXECUTONE, INC., Dept. K-2° 415 Lexington Ave., New York 17, N. Y. titans 
it 
| Without obligation, please send me Mewien | 
full data on Executone Intercom. (ee ae 
| | am particularly interested in: Tith 
] INTER-OFFICE COMMUNICATION — | 
| | INTRA-PLANT COMMUNICATION Firm 
| |} SWITCHBOARD RELIEF | 
| 1 LOCATING PERSONNEI a ne Oe City — 
Ses men ei ss seats: ss ie nme: ie iin ea eis igh gn: ii i linda i i cia: cei eds cians capa, ani, el 
In Canada—331 Bartlett Ave., Torento 





Here are the reasons why... 





Sylvania Fluorescents 
eive you more light— 


at Lo 


wer cost than all other brands! 


Superior engineering makes Sylvania fluorescent 


lamps better in many important ways 


makes 


every — a better tool of production and sales 


to incre 


‘Topas , good lighting 1s more than illu- 
mination... it 1s a basic tool of pro- 
duction and sales. Sylvania, with this 
important premise always at work, 
offers business and industry a complete 
line of modern fluorescent lamps that 
efficient lighting .. . provides 
performance that means maximum serv- 
ice from your present fluorescent light- 
ing system, and a higher return on your 
investment in the illumination of offices, 
factories or stores. 


assures 


Why Sylvania lamps are best 
It takes things to make better 
fluorescent lamps. That’s why ordin: ry 
fluorescents cannot match Svlvania 
lamps for light output, lamp life and 


dollar-for-dollar lighting value. 


Many 


The reason? Sylvania builds many im- 
portant major features into fluorescents 

. all contributing to superior lamp 
service and greater lighting economy. 

Check these many points of superi- 
ority. See for yourself why you get 
and save more. Notice, too, that 
Sylvania makes its most Important com- 
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e your profits. 


parisons with other brands... not with 
Svivania products of the past. 


Sylvania fluorescent lamps 
are as much as 14% brighter 
Tests in the laboratory and working 1n- 
stallations demonstrate that Sy lvania 
lamps consistently deliver more light. 
qually important, during the past 
two years, an actual comparison of 
~)\ lvania fluorescent lamp performance 
with that of other brands shows 
Sylvania to deliver as much as 14% more 
light, depending on the lamp type. 
Thus, you get the maximum light you 
expect... all the light you pay for... 
from the start. 


Sylvania’s greater maintained 
brightness means 7 lamps free 
for every hundred you use 


Sylvania fluorescents maintain their 
greater brightness —_" useful 
life. kor example, ‘ 3.000 hours, in a 
single-shift eaeaien 100 Sylvania 
lamps deliver the light output of about 
107 ordinary fluorescents. In effect, you 


get a dividend of light equal to 7 free 
lamps ... more light per-lamp from the 
power you pay for. 


Sylvania welds all bases... 
eliminates faulty lamp contact 
Svlvania welds the tube-to-base contact 
points in all its fluorescent lamps. Other 

brands use soldered contacts. 

By welding, Sylvania completely 
elimunates the corrosion caused by sol- 
dering. Faulty lamp contact so common 
with ordinary fluorescents ts eliminated. 
As a result, Sylvania fluorescents burn 
brighter far longer ... save dollars and 
time in lamp maintenance. 


Only Sylvania’s exclusive 
coating process homogenizes 
phosphors for maximum brightness 
Year after year, Syivania lamps have de- 
livered more light for a far longer time 
than ordinary fluorescents because of 
superior phosphors. In fact, only now 
are some other brands being introduced 
with phosphors of a quality which 

Sylvania has long since impro\ ed. 











In addition, Sylvania uses an exclusive 
coating process which more uniformly 
distributes these superior phosphors 
throughout the tube. This unsurpassed 
uniformity is made possible by homog- 
enizing the phosphors—and, in itself, 
contributes a minimum of 3°. greater 
brightness over other processes now In 


use. 
Sylvania lamps are 99.97% 
free of performance defects 


Every lamp that leaves the plant is 
subjected to the infallible scrutiny of 


electronic devices that test and inspect 
for every possible flaw. One unit, for 
example, is SO critical it can detect, ina 
fraction of a second, a lamp leak that 
would otherwise not become apparent 
until after many months of use. In this 
way vou are assured of the highest lamp 
quality and performance. 
Revolutionary VHO— 
first lamp to give 250% as much 
light as a standard tube 

The Sylvania VHO (Very High Out- 
put) lamp represents a major break- 


through in fluorescent lighting. It pro- 
duces 2'2 times the light output without 
changing the size or shape of the tube. 

The high intensity lighting “punch” 
of Sylvania’s VHO offers new lighting 
levels that make it practical for the first 
time to gain the advantages of fluores- 
cent lighting for High Bay installations, 
and for Outdoor illumination. 

V HO lamps cost less to buy —less to 
use, and maintain greater brightness 
throughout life than other types of very 
high intensity fluorescents. 








In Canada: Sylvania Electric (Canada) Ltd., Shell Tower Building, Montreal 
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These facts are presented in the interest 
of demonstrating how better lighting is 
possible at a lower cost . . . how it con- 
tributes to increased production and 
working efhciency, and supports the 
many factors that reduce operating 
costs to improve profits. 

We believe this concrete evidence of 


Sylvania’s superiority in fluorescent 


Signed, Cents Va > 


lighting deserves the serious considera- 
tion of every executive or purchasing 
authority. 

If you are planning new lighting, or 
are about to buy fluorescent lamps for 
your present system, let us demonstrate 
why you cannot afford to buy anything 
but Sylvania Fluorescent Lamps. Call 
or write us today. 


F. J. Hearty, President 


SYLVANTA Lighting Products 


A Division of SYLVANIA ELECTRIC PRODUCTS INC. 


Dept. 8L-8505, 60 Boston Street, Salem, Massachusetts 
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Here’s the insert that takes a pounding 


Fes Yet the really impressive thing 
about this unique material is its 
almost unbelievable range of uses. 
For example: impact-resistant rail 
joint insulation for railroads; circuit 
breaker arc chutes; hard, §glass- 
smooth shuttle armor and textile 
bobbin heads; dense, durable gears, 
cams and cutting blocks; lightweight, 
sanitary ligature reels; protective 
washers for hypodermic needles; 
flexible, tear-resistant backings for 
abrasive discs; oil- and _ solvent- 
proof parts of many kinds. 

We take our own medicine. The 
light weight, glassy smoothness and 
long life of Vulcanized Fibre make it 
ideal for use in our own shock- 
resistant, sound-deadening Kennett 
Materials Handling Receptacles and 
Lestershire Textile Bobbins. 

Among engineering materials, 
you'll find Vulcanized Fibre unique 
and surprisingly economical. It 
weighs only half as much as alumi- 
num. It has outstanding arc resist- 
ance, low thermal conductivity, ex- 
cellent resilience and high abrasion 
resistance. It absorbs sudden re- 
peated shocks and impacts without 
failure. And it can even be formed or 
deep drawn into intricate shapes— 
as well as machined, polished, 
painted, embossed and combined 
with other materials, such as lami- 
nated plastic, aluminum, wood, 


MEET A MATERIAL... 


rubber, asbestos or copper! It’s 


a> 4 available in many forms and sizes. 
$0 SHOCK- RESISTANT IT KEEPS Send for samples today—and ask 
about the use of Vulcanized Fibre in 


GOLF CLUBS FROM “LOSING FACE” [7f 2) product that's giving you 


trouble. Dept. I-5. 


Waggle...swish...wallop...250 yards. ..smile. Meanwhile, 
back at the “wallop,” a Vulcanized Fibre insert costing only a 
few pennies has saved the face of a $20 driver. Over and over 
again, this tiny wedge of cellulosic fibre takes the smashing 
2,980 pound blow of club against ball and comes back for more. 
A spectacular demonstration of the strength and stubborn 
toughness of Vulcanized Fibre, but even more eye-opening are 
scores of other applications which prove this material’s unique 
combination of properties. See for yourself. Send for our new kit 
of samples and give them your toughest tests. We’ll wager you 
find a product improving idea—as others have been doing for 
99 years 





_f 
(A NATIONAL 
} VULCANIZED FIBRE CO 
VNILMINGTON 99, DELAWARE 


in Canada: 


NATIONAL FIBRE COMPANY OF CANADA, LTD., Torente 3, Ontarie 
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4 Reasons to take 
a new look at 


rotary card filing 


2 REMOVE OR REFILE ONE CARD OR HUNDREDS instantly. Mosler Revo- 
e File holds cards without mechanical attachment. No wear on card 


or clerk. Ups efficiency. Gives real finger-tip control. 


PRODUCTION CONT; 


oem 
NCS 


ee 
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FILING IS FASTER, REFERENCE IS QUICKER with Mosler Revo-File as 
“‘cards come to clerk’ instead of clerk going to cards. Note auto- 


4, 


matic visual ‘“‘V”’ permits easy reference to any card. Revo-File 
available in manual or electric automatic selector models. 


* * * * * 


For big volume filing Mosler Roto-File can accommodate 
more than 80,000 cards . . . has all the exclusive features 
of Mosler Revo-File. Several clerks can work at same time. 
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USES PRESENT CARDS. With amazing Mosler Revo-File, no costly trans- 


e position is needed. You save an average of $200 in change-over costs 
plus big savings in time, space, money over old-fashioned filing. 


PR ROB EN ELIE TRIPLE, LIRICA PLIERS SS 





CARDS CAN'T DROP OuT. Mosler Revo-File is the only file of its 
type that doesn’t rely on notched cards that 
The patented, exclusive belt method of holding 


wear out 1n 


records in 
““lali-out or 


assures complete protection against card wear. 





Another fine 
product of 

The MOSLER 
SAFE Company 











HOW TO MODERNIZE AN ACTIVE CARD FILE IN MINUTES. 


If you have 3,000 or more active card records of any type 


or size (including tabulating cards) which are used con- 


7 


tinuously for reference and posting, mail this coupon foda} 


Department DR-558, REVO-FILE DIVISION, 
THE MOSLER SAFE CO., 320 Fifth Ave., New York 1, N. Y. 


c - > os » a . 
Please send me complete information on Mosler Revo-File an 
to modernize an active card file in minutes. 


NAMI POSITION 
COMPANY 

ADDRESS 
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This new Olin, Indiana, cellophane plant covers more than 5 acres under one roof. 


How New York Central helped Olin Mathieson develop 
655-acre site for new cellophane plant 





WHEN A SITE was being considered for a 20 to over 500 acres in or nearby the Cov- 
new cellophane plant, New York Central ington, Ind.-Danville, Ill. area. Hundreds of New York Central 
provided tactual and complete information other “Central” plant site locations are avail- can help you too! 
On several desirable sites. able on the modern water-level route of the ee 
New York Central. Site Consultants, ona 
' iy strictly confidential basis, 
> > ) ay . > “<> > ‘ , ™ , x 
cellophane plant. New York Central’s Plant 
Site Consultants, working with plant-site 


A location in Kern, Indiana (later renamed 


, harge 
develop a location for Olin Mathieson Corp., charge 


3 ‘rene its Plant Site Consultants can do for you. 
gineers ¢ cal co ' leaders, as- : a oe 
engineers and local community leaders, as let New York Central 
sembled a 655-acre site . . . conducted land 
evaluation and labor availability analyses... 


Plant-site appraisal reports 
; are tailored to your type 
be your source of of operation 


reference in locating a plant site to meet We assemble the necessary 
. and buil ed your needs. 

signed ¢ ) -eded spur line trac ) ™ tient 
de igned and bul t needed spul une track into Write to: Arthur FE 
the “world’s most modern cellophane plant. 


acreage 


rs —. Our staff aids in expediting 
Baylis, Vice-President, 
: plant construction in many 


Department E, 466 Lexington Avenue, New ways. 
We have several additional plant sites from York 17, N. Y. 











Large or small, there’s a ‘“‘Central’’ location on the modern 
11,000-mile rail network of the New York Central System that 
meets your piant-sile requirements. 
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Wonderful work-shrinker! 


...reduces day’s job to 40 min. 

































One girl used to spend all day Monday dating, 
coding and counting the guaranty cards received from 
new customers during the previous week...With 


a Tickometer, the same job is done in forty minutes! 


e Hand work is costly in the office as well as the factory. 
On such repetitive, mechanical tasks as counting, marking, 
stamping, numbering, dating, canceling, coding-—the 
Tickometer is eight times as fast as an experienced girl! 

e [It imprints and counts tags, forms, coupons, tickets, 
checks and labels up to 1,000 pieces a minute. With an 
accessory, it can sign checks, vouchers, authorizations. 
Has many applications. 

e As a counter, it is so accurate that banks trust it to 
count currency! Makes predetermined counts, records 
part or full totals and has an optional, consecutive 
numbering device. 

e Easy to use and set, the Tickometer doesn’t 
need a skilled operator. Can be bought or rented. 





Pitney-Bowes has 302 service points, including 
107 branch offices, coast to coast. Even 
for occasional use, the Tickometer , 
soon pays for itself in time saved. (iis. | 
Ask the nearest PB office to show 
you how the Tickometer can help 
in your office. Or send the coupon 
for free illustrated 
booklet, and user 
case studies. 
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PitNEyY-Bowes. INc. 
1532 Walnut Street, 
Stamford, Conn. 





Send Tickometer booklet and case studies 
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Made by the originator of the postage meter... 


branch offices in 107 cities in U.S. and Canada Address 


























Might Ute Gtoip- completely new line of chairs 


Superbly styled to complement the exciting 
new Flight Line desks, these handsome chairs 
were designed with a specific use, and user in 
mind. A brief trial in your own office will 
demonstrate the ease, the comfort and the 
convenience they afford. The Flight Line 
Group is available in a wide range of natural 
Sunshine-Styled colors to provide either 


Hattering harmony or bold emphasis. And the 


STEELCASE INC 
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surprisingly low price tag makes them an out- 
standing value. Ask your Steelcase dealer 
about his free 10-day trial offer. Steelcase Inc., 
Grand Rapids, Michigan. In Canada: Cana- 
dian Steelcase Co., Ltd., Don Mills, Ontario 


Ask your secretary to send, for our 
new full-color chair catalog. Address 
Dept. D, Steelcase Inc., Grand Rapids, 
Michigan, 
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THE PRESIDENTS’ PANEL 


Industry’s Leaders Size Up the 





DROFIT SQUEEZE 


e Fewer companies anticipate better profit margins this year 


e But a majority expects a business upturn in 1958's fourth quarter 


FOR MANY COMPANIES with a 
record of rising net sales in recent 
years, profits have been steadily slip- 
ping into a kind of economic skid 
row. And in a significant number of 
companies, profits are becoming the 
No. 1 dollar rehabilitation problem. 
Despite some significant exceptions, 
a majority of the more than LOO ma- 
jor industrial companies on DR&MIs 
Presidents’ Panel (which includes a 
cross-section of top-ranking U.S. com- 
panies) have experienced this 
familiar sliding proht pat- 
tern. And, in general, their 


KENNETH HENRY, Fxecutive Methods Editor 


age of net sales has slipped from 6.] 
per cent in 1956 to 5.7 per cent in 
1957—with a further drop to 5.4 per 
cent expected by the end of fiscal 
LOSS. 

Shrinking profits are pointed up by 
an analysis otf the size of net profits in 
the three-vear period. During this 
time, about six out of ten companies 
have earned (or plan to earn) net 
profits within a range of 2.5 per cent 
to 7.4 per cent of net sales. But al- 








problems have been made a. 


more acute by the recession. 

With a 5 per cent over- 
all increase in net sales in 
1957 over 1956. presidents of 


companies participating in JL. 


DR&MIs latest Panel SUTVCY 
show al) aggregate drop of ge 






_ AVERAGE 
NET PROFITS 














L.7 per cent in atter-tax net 





dollar profits. In 1958, among 
the companies projecting net 
sales, volume is expected to 
decline 5 per cent below this 
vear and about equal 1956 
levels—but with a further dip 
of 8.4 per cent in dollar prof- 
its. With roughly the same 
net sales volume in 1958 as 
in 1956, net profits are ex- 
pected to be 10 per cent 
lower. 

For the average Panel com- 
pany, net profit as a percent- 








MAY 1958 


$276,870,000 
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$291,041,000 
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$16,796,000 


$16,507,000 


though 22 per cent of the Panel com- 
panies reporting recorded net profits 
of 7.5 per cent or more in 1956, the 
number of companies in this top 
profit bracket declined to 20 per cent 
in 1957. And only 14 per cent of the 
Panel companies expect to do as well 
in 1958S. 

On the other hand. 15 per cent ol 
the companies recorded profits below 
24 per cent in 1956: 20 per cent 
tell in the same bracket in 1957: and 














$276,600,000 
























24 per cent of those report- 
ing expect to end up in the 
group this year. The tollow- 
ing table pictures this trend. 








‘, of net of Panel companies ~ 

profits 1956 1957 1958 cs 
(.2 or over 22 20 14 

~ - 2 ; a 
2.0 to 1.4 6:5 60 62 - 
0.0 to 2.4 15 20 24 
This analy sis excludes several companies 
reporting losses In 1956 oI LOS7: 1958 
hgvures represent expectations 


In 1957, exactly two-thirds 
of the Panel chalked up a 
smaller percentage of net 
profits than they did in 1956. 
Not surprisingly, the presi- 
this blame 
the proht pinch on the ta- 
miliar cost-price-productivity 


60 — 


dents in group 


squeeze. Despite the rising 
costs of material and labor, 
these companies report that 
growing competition forces 
them to hold the price line at 
present levels, with the result 





WHEN PRESIDENTS 


EXPECT AN UPTURN 
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that profits suffer. 
Rising labor costs are an 


old chapter in the squeeze 
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storv. Nation-wide. industry 
paid $69 billion to its work- 
ers ten vears ago. Last year, 
pavrolls had more than tripled, and 
stood above $215 billion. Labor costs, 
for many companies, are intensified 
when they become part of the three- 
Way squeeze reported by many Panel 
companies: “Lower sales, lower ratio 
of output to capacity, and higher la- 
bor and materials costs.” 

A number of 
two out of ten—attribute the profit 


pinch to overcapacity or past capital 


presidents nearly 


expenditures. In the process of gear- 
Ing Operations to a longer-range fu- 
ture, in which confidence is still un- 
shaken, these companies have in- 
vested substantial sums in plant and 
equipment. 

And new products, often consid- 
ered a cure-all for the profit pinch, 


AMONG THE DR&MI PRESIDENTS’ PANEL MEM- 
BERS ARE THE PRESIDENTS WHOSE PICTURES 
APPEAR ON THESE PAGES. 


also take their toll. especially durit 
the changeover period. Some compa- 


(J 
a4 


nies blame the recent slip in profits 
the ot 
products, including engineering, pre- 


on “costs introducing new 
production, and marketing training.” 
Increasing competition, declining 
sales, changes in accounting practice 
(from average-cost to LIFQO), strikes. 
inventory adjustments, stretch-outs 
in defense contracts, and rising re- 
search and development costs come 
in tor scattered mention. A few men 
attribute reduced profits to the reces- 
sion, “which has halted the growth 
for which we were manned.” 

Among the 24 per cent of the Panel 
with improved profit ratios in 1957 
over 1956, a better profit showing is 
attributed primarily to new products, 
a better product mix (with low- 
margin items pruned out), increased 
operating efficiency, reorganization, 


[Note: Eight per cent of the presidents decline to make specific predictions or ‘‘don't know.”’| 


and a more effective control of costs. 


Pinpointing the Upturn 
When will the U.S. take 


the upward turn that signals an end 


CCOROTLY 


to the current recession? There is no 
more urgent question today in the 
minds of business men, Government 
No 


body. of course. knows for sure. and 


officials, and average citizens. 
sharp disagreement has developed 
among informed economists—even, it 
the 


nomic advisers. Company presidents 


seems, among President's eco- 
mav not be better informed than any- 
body else. but since they live daily 
with the profit-and-loss facts of busi- 
ness lite, their opinions count, 

Kight out of ten presidents on the 
Panel expect business to get better in 
1958S. and one out of ten predicts an 
upturn some time in 1959. Confidence 


ranges from one president's opinion 
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WHAT SHOULD WASHINGTON DO 


ABOUT THE RECESSION? 


Here is what the members of DR&MI's Presidents’ panel think the 
Administration should do. Though panelists’ views vary considerably, 
a significant 43 per cent favor a tax cut, and 8 per cent think the Gov- 
ernment should cut its own expenses as well as taxes. 


Cut taxes now or if the recession 
GOES 6s i eee oe il say 35% 

“This is an ideal time to initiate 
long-needed tax reforms to stimulate 
capital investment. These should tin- 
clude eliminating the double taxation 
of dividends and allowing depreciation 
deduction which will enable plant and 
equipment replacements at inflated 
price levels.” 

“Across-the-board tax cut of 5 per 
cent.” 
Cut costs of government. ..say 5% 

“Conduct its own operations more 
economically and over-all 
budget.” 


reduce 


say 8% 


“Reduce wasteful and unnecessary 


Cut taxes and expenses... 


schools, and universities).” 

“Accelerate Government construc- 
tion programs; reduce income taxes; 
but do not raise tariff barriers.” 

“A broad tax cut would be the best 
and least inflationary method of stim- 
ulating business activity. After tax 
cuts, it is possible that the Govern- 
ment will then learn to tug in its 
belt a bit to adjust to the lowered re- 
venues. I think it is also in order to 
carry on needed Government public 
works in depressed times, but it is 
ridiculous to make work. Another fac- 
tor that could well be looked into ts 
an examination of the tariff structure 
to see if quotas or increased protec- 
tion in some areas would not stimulate 
business activity in this country.” 


Leave the economy alone. . .say 9% 


that business is already in an up- 
swing, “but [it] wont show up sta- 
tistically for three or four months.” to 
that of an out-and-out pessimist who 
foresees no change “for several vears.” 
Of those expecting an upturn in the 
U.S. economy this vear, most of the 
men pinpoint the fourth quarter as 
the turning point. A significant num- 
ber name the specific months of Sep- 
tember and October. 


Spurs to Profit 
Accordit 
profits over the next few years will 


ig to the panelists, gross 
be improved primarily by three fac- 
tors: new products (cited by 65 per 
cent ), expanding U.S. population (30 
per cent ), and increasing export mar- 
kets (14 per cent). Another 13 per 
cent of the panelists expect all these 
factors to contribute to a 
stronger gross profit showing. But 


sales 


only 7 per cent look tor gains due to 
increased selling prices. Since many 
men name two or more factors, the 
figures add up to more than 100 per 
cent. 

The importance of new products to 
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BETTER HIGHWAYS 


BOOM 


A cloverleaf 


intersection on. the 





Dallas Expr SSWAN 


RAYY MITTEN 


gives the city easy 


TOMORROW’S BUSINESS 





evrTress-INnYVTess., 


It’s in the works right now, and its effects may give your sales curve a 


boost you hadn’t counted on. Here’s the probable timetable of the Federal 


multi-billion-dollar highway program—and what it will mean to industries across the nation. 


44 , . +) 
Gi\ EK us two more years 


By then the impact on the econ- 
omy of the multi-billion-dollar Fed- 
eral-aid road-building program will 
be obvious, savs Bertram D. Tallamy. 
administrator of the Federal Bureau 
of Public Roads. 

Modern highways will vigorously 
stimulate the areas they serve. Al- 
ready, dynamic projects like the New 
York Thruway. Route 128 in the Bos- 
ton metropolitan area—sometimes 
called “the Golden Avenue”—and the 
Gulf Freeway at Houston are having 
a tremendous economic impact. For 
example, about $500 million worth of 
industrial development is already un- 
der way in areas served by the Thru- 
way. And it is probably no exaggera- 
tion to say that, on a nation-wide 
scale, the Federal-Aid Highway Act 
of 1956 will have almost the effect of 
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another industrial revolution on the 
economy. 

At present. the over-all program 
carries a $100 billion price tag. Be- 
cause of uncertainties, no one 
can be of the final figure. 
But one thing is certain: the highway 
generate other 
business. In testifving before a House 
Maj. Cen. Louis W. 


Prentiss. executive vice president ot 


cost 
Sure TOW 


dollar is bound to 


subcommittee. 


the American Road Builders Associa- 
tion, cited studies showing that every 
highway dollar spent in a project area 
produce s $4 to $5 of business. 
Other made a few 
back. show that each dollar spent on 
road building generates $3.15 worth 
of secondary business for those out- 
side the highway 
dustry. | 
But the dollar isn’t the only yard- 


studies. vears 


construction = In- 


stick for measuring the programs po- 
tential efbects. 
lives. set—or reset—the pattern Of in 


It can save motorists’ 
dustrial expansion for years to come 
alter the face of whole metropolitan 
areas. and save money all along the 
line for business and consumers. 
The 1956 Act initiated the 
sweeping highway program in world 


most 
history. In comparison, — ancient 
Rome's famed Appian Way would 
seem only 

The Act authorized a 41,000-mile 
interstate system to connect 90° per 
cent of U.S. cities with populations of 
50,000 or more, all to be accomplished 
over a period of sixteen years. The 
Federal Government pa’ avs 90 per cent 
of the cost. Also. mileage for the exist- 


a side street. 


ing program (known as the ABC Sys- 
tem) for primary, secondary. and 
urban roads was increased. ABC Svs- 
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When the New York State can 
pand Phe Beechnut Packing ¢ OOTPEP UTES 


Phruway 


tem costs are shared equally with the 
States. 

\s an anti-recession measure, Con 
gress has just passed a bill authoriz 
Federal 
speed up work on the interstate svs 
tem in fiscal 1959. 1960. and 1961. 


All Federal funds come trom a new 


additional monev to 


Ine 


Treasury trust fund. except fon the 


extra monev authorized this vear for 


the interstate svstem, which will be 
taken the 
fund. Certain Federal excise revenues 
that are earmarked tor highway use 
vo into the trust fund. The ABC Svs 
tem gets first call on trust fund money. 
Altogether, 741.823 


how eligible for Federal aid and that 


from Treasurys) general 


road miles are 


figure is likelv to gO up. 

There is pressure in and on Con 
oress to expand the ABC Svstem, a 
move that would be particularly im 
portant to 
dominantly rural areas, because the 
ABC S\ stem includes farm-to-market 


roads. Sue h ad WOVe IS NOW unde) COT) 


Congressmen from pre 


sideration 


More Money Needed 


But completion of the brightly 
spotlighted interstate program will be 
stretched out bevond the specified 
vears unless Congress 


sixteen pro- 


vides still more monev. Actual costs 
are running sharply above original 
estimates. The program could take 


eighteen to twenty vears to complete. 


But Congress may prevent a 
stretchout. Sen. Albert Gore (D.. 
Tenn. chairman of the Senate's 


highway subcommittee, has already 
indicated as much ina speech before 
the recent convention of the Ameri- 
can Road Builders Association 


MA 
iy 


to 
tbove, left 





the Mohawk Vallev. industry began to ex- 
added 80.000 squal feet to its plant 


Costs—and these plague the states. 
too—are 37 per cent above the 1954 
estimates on which the 1956 Act was 
The 


WialS figured to cost $27 billion. Now 


based. interstate svstem alone 
the estimate runs trom $37 billion to 
$40 billion. In 1956 Congress author- 
with the bal 

LO per cent) to be paid by the 
With the additional interstate 


funds voted this vear. Federal author 


ized almost $25 billion 
ahce 


states 


izations to the states will continue to 
rise until fiscal 1962. 

The chiet reasons for the price-tag 
jump are: 
@ A 12 per cent increase in highway 
construction costs 
@ lhe original trafic forecasts for 
1979 were 15 per cent too low. ( The 
present outlook is for 100 million reg- 
istered vehicles by 1975—more than a 





Part of the new interstate svstem. the twentv-mile Schuvlkill Expresswa' 
from the Pennsylvania Turnpike at Vallev Forge into the downtown section 


onto 


50 per cent increase over this vear s 
67 million.) As a result, more traffic 
lanes and other facilities will be need- 
ed than were originally planned. 

unantici- 
the 


They will Increase the total work rC- 


@ Congress wrote some 


pated specifications into law. 
quired by 15 per cent. 

Despite cost troubles, authoriza- 
tions and trust-fund income were 
about balanced for the first eighteen 
months of the program, and no diffi- 
culty is foreseen tor the near future. 
As of last December 31. interstate ob- 
ligations were $118 million ahead of 
ABC Svstem obliga- 


tions were equal to it. Although there 


schedule. and 


are complaints from some industrial 
ABC 


+4 hedule. 


sources, both the interstate and 
ovstem programs are on 

Some of the industry complaints 
mav be the result of the expectation 


that spending would start as soon as 


the bill was signed Actually. in the 
initial period of the interstate pro- 
oram. most of the time and money 


was spent on planning. Road builders 
sav there is an average spread of 2] 
months between the start of planning 
and the beginning of construction on 


The Interstate procraih Was 


a proje 
t] roy ct 


2] months old in March. 

Although the program s timetable 
1S subject to change at this point. Its 
potential unpact is certam. It should 
provide a solid economic prop this 
vear. The forecast is tor total high- 
wav spending of $5.5 billion in 1958— 
SSOO than 


Those who build the roads will spend 


million more last vear. 


n estimated S2 billion for materials 


_ 


4 


; 


CORMEIILE. (ii pa r¢ . ) 


pill a 


> 
lt 


$ es <x 
, _— 3 
> a 
S Ss SS 
: ; 
- be 


teeds trath« 
I Philads Iphia 
33 





SEAT OS 
: 








ll 











SN ee EN SRA STR 
SRP ARES HON. EY Re 


eee 3 Se ae 
SS Seer oe SORE: 


Lo toondy 
ae’ 








WILLIAM B. GIVEN, JR. 


Se Se ae 
eo Ss a me 
: » 
y 
q ¥ 
‘ Sees ; : 
: ae 3 
sa t . a 
PR 
. » 
c ‘ 
3 : ee 
, 
of 
& - 
S — aoe 











Chairman of the Board, American Brake Shoe Company 


No company asset is more precious to a company than a healthy stock of 


management timber. Yet waste is shockingly prevalent in this area today. 


A distinguished industrialist tells why—and what we can do about it. 


E ACH JUNE, U.S. companies both 
large and small bid against each other 
tor the cream of the crop of college 
graduates. (And despite some reces- 
sion drop-outs and cutbacks, recruit- 
ing will still be heavy this vear. ) Once 
the : | 
move into elaborate management de- 
velopment programs. Others, includ- 
ing a good many who went out and 


auction is over. some. recruits 


found jobs tor themselves instead of 
waiting to be recruited, start out in 
“beginners — jobs. In either case, the 
objectiy e is the same. The recruit in- 
tends to get started up the manage- 
ment ladder, and the company hopes 
to add to its vital future stock of ex- 
ecutive personnel. The long-range 
opportunities for potential executives 
seem unprecedented today. Never in 
history has the need for skilled busi- 
ness and industrial managers been so 
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pressing. Never has the door to ad- 
vancement stood so wide open. 

Many trainees succeed, Many re- 
cruited only a few vears ago already 
hold important jobs. Yet, too often. 
we find a disconcerting gap between 
promise and performance. 


“No Place to Go” 

One clue to the reason for this gap 
is discernible in the increasing num- 
ber of job applications we receive at 
American Brake Shoe ( and this is also 
true of other companies ) from men 
in their late twenties and even mid- 
thirties—the graduates of six to twelve 
years ago. I talked recently with one 
such applicant. He has a high-sound- 
ing title in a large company. Yet he 
wants to move out, even at a financial 
sacrifice. 

“Tve reached a dead end,” he told 


DUN'S REVIEW 


me. “Ive got to go some place where 
there’s a chance to move ahead. I 
there was any chance whatever of 
advancement in his present company, 
he certainly seemed unaware of it. 

This situation has become so com- 
mon that some smaller firms make 
a practice of recruiting not among 
college seniors, but among disen- 
chanted management trainees. 

What goes wrong? Why do vears 
of apprenticeship and training so 
often end in discouragement? 

Some recruits, of course, just dont 
have what it takes to make the grade. 
But this is not true of the majority. 
These young men are chosen for their 
character and intelligence. Much time 
and money are invested in their train- 
ing. They are badly needed. More of 
them ought to succeed. 

Why does a recruit lose faith in 


Modern 


Industry 


anda 











himself « 
company executives become dissatis- 
fied with a recruit? We at Brake Shoe 
have come to feel that the basic prob 


1 his company? Why do 


lem is unrealistic expectations on both 
sides. We see a gap between what the 
recruit hopes to get from and give 
to the and what the 
pany hopes to get from. and give to 
him. 

My purpose 


COMPAany, COT - 


in writing this article 
is to help bridge the gap and_ pro- 
better better 
counseling. | want to persuade some. 
at least. 

look 


mote recruitment and 
in management to take 


at the 


a few 
a new handling of their 


JUITILORS., 


What Does the Trainee Expect? 
To the college senior, getting a job 


means the start of adult responsibil 
itv. Hes been sitting in classrooms of 
one sort or 


Now 


* rs" . 
eager tor 


another for sixteen vears. 
he’s on his own. and often he's 


a chance prove himself 
by concrete accomplishment. 

The college senior is sold perhaps 
glam 
high 


It he is married. he 


oversold—on the prospect of 

our job. quick success, and a 
salary right away. 
sells his wife on this prospect too. If 
he hits 
ture 


“the right company, his fu- 


cant wait to 
ladder. 


spend little time on the 


SCCTIIS assured. Hle 
feet on the 
expects to 


get his and he 


bottom rungs 


But the recruits first supervisor 


may see matters differently. In fact. 
mans first boss may be quite a ak 
to him. 

One of our present district sales 
managers almost quit during his first 
vear. A former fighter pilot, he felt 
he was being treated like a child. His 
immediate boss met every suggestion 
with “Dont waste mv time, or “What 
makes you think vou can do it better?” 
Happily. this voung man was urged 
by friends in the company to ride out 
Also. he 
saw his 
Vian, 


given up. 


was a born fighter 
chal 


good Lhe dh) would 


the vear, 
who supervisor as a 
lenge. other 
have 

Fortunately, hidebound supervis- 


but there 


though not excuses—tor 


ors are becoming scarcer. 


ware Teasons 
their behavior. 
In the first place. the “hard-boiled” 


supervisor sees the recruit as a unit 
of manpower rather than as a trainee. 
He has work to get out, and he wants 
the recruit to help get it out without 
troublesome questions and comments. 
Second his concepts of supervision 
Irhet\ have been shaped during the de- 
pression \\ hen jobs were scarce and 
executive development WiaiS unheard 
of. 

“LT jumped when my boss cracked 
the whip. Nobody) bothered to ‘train’ 
me, one supervisor complained. a 
had to fight to get 
Now along COTES a college 


lot of book knowledge. 


as far as I have. 
hov with 


expecting 


success on a silver platter. He knows 
nothing about our 
learned the 


posed to 


operations. I 
hard way, 
pass it 


but Im sup- 
all on in six easy 


lessons so he can move ahead and 


be 1h\ boss. 


Interest Pays Off 


This same unwillingness to teach 


can be tound, unfortunately, in the 
higher echelons of management. too. 
And nothing is more discouraging to 
the recruit. A young man with poten- 
tial can take 


mands his best. 


a tough boss who de- 
but its hard to take 

boss who grudges instruction and 
withholds appreciation. The “hands 
off attitude is the 


managers are 


worst. Too many 


atraic to show interest 
in their subordinates. 
Management s 


eftective 


failure to provide 
training is one of the rea- 
Another is 


exvecuti ¢ 


sons recruits get restless. 
the habit of “stockpiling” 
timber. far in excess of anv foresee- 
able need. This results in a situation 
men in the ranks have 
about as much prospect of getting a 


‘ the 


}U) 


where junior 
top job as thev have of winni 
lrish Swee pst ike ‘Ss 

“Tm just one of acres of engineers, 
one job applicant said. “They 
us to dratting. keeping cost records 
anything to keep us busy till the next 
along. It that 


doesnt happen soon. out we go!” 


assign 


ng contract comes 


{ Oneciniti a (ii pace y {} 


A SLOWDOWN IN RECRUITING? Here’s what current surveys show... 


How is the recession affecting indus- 
try s recruiting programs and future 
hiring plans? Despite an expected 
recruiting 
this Spring, a survey of 223 business 


slackening-off in college 


and industrial concerns indicates no 
expectation of a sharp cutback over 


the next two or three — In tact. 
only thirteen of the 225 companies 
their needs will de- 


estimate ~ 
crease an@ only two that starting sal- 
aries will decline. This report is part 
of an annual survey made each Fall 
by Dr. Frank S. Endicott, director of 
placement at Northwestern Univer- 
sity, on trends in employment. of 
gradu: ites by business and industry. 

Prospe cts for this June are less rosy. 
Most forecasters see an over-all de- 
cline in the number of job openings. 


in degree. For 
instance, the companies surveved by 
Dr. Endicott expect to hire 8 per ce nt 
fewer June graduates than they did 
last vear. The nontechnically trained 
men will bear the brunt of the cut- 
back, with 14 per cent fewer open- 


Predictions v: ry only 


ings. But the demand for engineers 
and scientists is expected to hold 
steady. 

According to later surveys, busi- 


ness is now expecting to make still 
heavier recruiting cutbacks in June 
—as much as 30 per cent for non- 
technical graduates and 25 per cent 
tor the technically trained. Big com- 
panies seem to be cutting back the 
hardest, some by as much as 50 to 60 
per cent. But most smaller enterprises 
plan to hire about the same number 


of men as last year, and in some in- 
stances even more. 

Starting 
tendency to drop along with the fall- 
off in recruiting. In fact, 
expecting to pav the voung men who 


salaries are showing no 


industrv is 


are hired i 1 June as much Or more 
than they pi aid last vear s recruits. Dr. 
E ndicott S survey shows an expecte cl 
4.6 per cent increase over 1957. The 
main 
the continued competition for techni- 
cally trained men, the shortage of 
good men, and the upward trend of 
negotiated wage rates. Dr. Endicott 
also points out that in past vears com- 
pany recruiters have always offered 
higher starting salaries when hiring 
actually got under w av in June than 
they anticipated in the Fall. 


reasons given tor the rise are 
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As the shopping centers 
take hold as a major force 
on the U.S. retailing scene, 

changes unguessed at 

a few years ago have been 
shifting marketing 

patterns from the 
manufacturer level on down. 


FOR J. C. Nichols, 1927 was a very 
fine year indeed. It was the year 
he saw the climax of a story begun 
twenty years earlier when he had 
launched an integrated development 
of fine houses, christened the Coun- 
try Club District, on a 10-acre tract 
south of Kansas City. During those 
twenty vears the development had 
mushroomed into a m: ajor suburb, a 
suburb in which each house was 
hand-tailored to complement every 
other structure in the area. 

But it was in 1927 that Nichols saw 
the real flowering of his efforts in his 
Country Club Plaza, a planned retail 
center conceived to serve the resi- 
dents of the Country Club district. 
Pride engulfed him as he surveyed 
the park-like rest areas, the tree-lined 
sidewalks, and, above all, the novel 
off-street parking facilities. 

The Kansas City developer was 
fully aware that in the Plaza he 
had created something unusual. Of 
course, he didnt know that he had 
set the pattern for a retail revolution. 
It took two decades for the revolution 
to shift into high gear. 

For, though quite different physi- 
cally, the Country Club Plaza was in 
many ways the prototy pe of today's 
suburban phenomenon—the planned 
shopping center. 
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About 2.500 of these centers. in 


many shapes and sizes, are doing 


business today. It is estimated that 
they gross around $35 billion annu- 
ally. Some experts expect as many as 
1,400 additional centers to appear 
within the next two years, bringing 
total shopping center business up to 
an annual $71 billion gross. As the 
population grows, economists foresee 
still more shopping centers sprouting 
over the countryside. 

In a relatively short period of time, 


the centers have brought many 
changes to the business scene. Most 
obviously, they have forced mass 


facelifting of old, established stores. 
The eye-appeal of the new centers 
has made the inade ‘quacy of old store 
fronts, poor display f facilities, and bad 
lighting abund: intly clear. 

To some degree, the shopping cen- 
ter m: ay be a thre ‘at to the economic 
future of that national stalwart, the 
independent retailer. 

Because the shopping center is a 
Johnny- -come-lately, dependent on 
immediate-need., impulse buying, it 
has become a stronghold of the barman 
name. As a result, it has provided 
manufacturers with a specific market 
for their branded. higher-quality 
merchandise. 

Although developments like the 
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WEATHER NO PROBLEM: Overhangs protect shoppers in new Bergen Mall, Paramus, N.]. 


Country Club Plaza began cropping 
up as early as the 1920's. the modern 
shopping center is really a postwar 
product. In the first peacetime years 
millions of ex-GI’s, eager to make up 
for lost time, got married and started 
rearing .children. An explosive in- 
crease in the number of U.S. 
holds was a result. 

Prompted by dreams of a great new 
fresh-air utopi: i—and by the sheer ne- 
cessity of finding space to live—the 
new families settled in suburbs that 
builders rushed to prepare for them. 
These families needed a lot of things, 
and the shopping centers sprang up 
to meet their needs. So, in a way, you 
might say that GI mortgages were re- 
sponsible for the modern shopping 
centers existence. 

The centers have about as many 
physical variations as the people they 
serve. Some cover less than 40,000 
square feet; some cover more than |] 
million square feet. Some serve only 
a small neighborhood; others supply 
a vast region. Some have but ten 
stores, and some boast 80. 

But they all have one thing in com- 
mon: planning. Virtually all are bal- 
anced collections of stores designed 
to meet the needs of a specific market 
area. And, of course, they have lots 
and lots of parking space. Every facet 


house- 
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TELLING THEM APART 


Shopping centers don't always fit | 
neatly into clean-cut cat Fores. | 
Three 7 show individual variations 
and di parture S from thre ave rage. 
Nevertheless. neopl concerned 
with their deve lopme nt and oper- 
ation generally agree that three 
major types are ide ntifiabl by 
certain broad characteristics th y] 


] : 
more Oo} l SS S7iidre;: 


CONVENIENCE OR NEIGHBOR- 
HOOD CENTER: 





Serves 5.000 to 10.000 tamilies 
Has 10 to 20 stores 10.000 to 
7O.000 square teet of sales space 
Parks an iwerage O! 60 auto- | 
mobiles 

Hlas a supermarket is top tenant 
Is most often laid out in a strip 


pattern 





COMMUNITY OR DISTRICT CEN- 
TER: 


Serves 20.000 to 40.000 families 
Has 20 to 40 stores and 75,000 to 
200.000 SQuUar treet Tt Sale s space 


Parks in averadce t | 300 iuto- 


} 


] 
TMODLLES 





Has a junior department store as 

COUNTER-STRATEGY: This is one of six multi-story parking units erected in Oklahoma top tenant 

( ity to encour! Lue downtown shopping \ bridge links the Liberty National Bank building I , t ft la | , t " | 
S nos OTlLClh icti€ ul lik AD} j 


( |e tt) with new sixteen-story unt Wide-anglk Camera produces toppling ettect. 
S pattern 


| : | OO REGIONAL CENTER: 
is planned. An economist, an archi- opened, Chicago’s Evergreen Plaza 
tect, and a traffic engineer go into a achieved a $35 million to $40 million 
huddle. Together, they determine the | volume. Also in 1954, San Francisco's 





Serves LOO_000 t ) 500 000 people 


Has about 40 to 80 stores, 400,000 | 





| , ; a rans to 1 million square feet of sales 

market potential, design an appropri-  Stonestown garnered a $38 million sat 
ate plant, figure out the traffic flow — gross. dls in average of 4.000 to 5,000 
from all points, spot access roads. and Ines itably the centers have tormed antomohiles 
work out the internal parking and — their own trade association, the Inter- Has a major department store 
traffic pattern. national Council of Shopping Cen- branch as top tenant 

Centers today are obviously big ters. Is most often laid out around a 
business. For instance, Northland, on Chain store organizations recog- - mnigeren though many have a 
the fringe of Detroit, has hit at least nize the shopping center as their tick- One Se SINISE 
an $85 million gross annual volume. — et to profitable expansion. Thecenters | 





In 1954, only two years after it continued on page 93 _ | 
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NEW LOOK: Community shopping centers are often L-shaped. But in San Jose, Calif., shown above, is a recent example of this de- 
a pinwheel pattern with an L on both sides is rare. The Pala Center sign. Opened in 1954, the center was designed by Victor Gruen. 
| - ‘ ; 
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RECESSION SPURS PRODUCTION COST CUTTING 


»— 


Less overtime, fewer late shifts... improved tooling and controls... 





COMPANY PRESIDENTS are al- 
Ways open to attack from many di- 
rections. But when the president of 
that 


factures electrical goods was sudden- 


a medium-size concern manu- 
ly ousted earlier this vear in favor ol 
his controller, a cost-cutting expert, 
the signal was clear: Cut costs or face 
the consequences. 

Bolstering 
during a recession, of course (DR& 
M1, March 1958, page 37). But while 


youre cracking the whip over your 


sales is the big worrv 


‘ 


sales department. a Tew lashes at pro- 
hurt. When a 


pany is operating at full production, 


duction wont com- 
extensive improvements and repairs, 
even to cut costs, are often difhcult 
to initiate except at the price of 
downtime. But the current recession. 
with attendant 
duction, represents for many com- 
panies an opportunity for instituting 
certain types ol 
grams that—paradoxically—would be 
too costly to organize and put into 
ettect 
theres always the fat, accumulated 
in good times, that needs the sharp 
edge of a recession to trim it down. 

To find out what industry is doing, 
as a result of the recession, to cut 
production costs, DR&MI has con- 
ducted a nation-wide survey of large 


slowdowns in pro- 


cost-cutting 


pro- 


during boom times. Then 
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and small manutacturers, through 
visits to several plants and by ques- 
tionnaire. The survey shows the at- 
tack moving along two main lines: 

e Immediately 


like the elimination of overtime--an 


effective measures, 
almost unanimous move. 

e Long-term measures, like greasing 
creaky, overworked joints and the 
initiation of cost-cutting and efhcien- 
cy-promoting programs that cannot 
be easily introduced when a plant is 
running full blast. 


No Fixed Pattern 


Of course, not all cost-cutting 


measures fall into these two cate- 
gories. As policy decisions, they are 
governed by a complex of manage- 
ment concerns, such as cutting in- 
ventory or strengthening sales. For 
example, many manufacturers, like 
Pleasantville (N.Y. ) Instrument 
Corp., revised “make-or-buy policies 
not only to save money but to avoid 
laying off workers they had trained 
at considerable expense. 

With the twofold objective of cut- 
ting costs and meeting foreign com- 
petition, other companies go off in 
exactly the opposite direction by con- 
tracting out parts they formerly 
made. Sometimes the parts are im- 


ported trom Germany or Japan, 


where they can be made tor less than 
similar parts in the United States. Of 
course, this does nothing to increase 
the amount of purchasing power here 
in the United States. 


The Pause That Refreshes 


With every machine in a factory 
running, it’s often difficult to shut 
down to make needed repairs and 
realignments: every production unit 
lost means fewer sales. But when the 
plant is on a three- o1 four-day week, 
there's plenty of time to get things in 
top condition for the next production 
push. Most plants are catching up on 
needed maintenance, but a few, like 
Smooth-On Manufacturing Company 
in Jersey City, N.]., are actually shut- 
ting down partially or completely tor 
major overhaul and repair, Despite 
a need to conserve capital as much 
as possible, other companies, such as 
the Garrett Corp., Los Angeles, are 
continuing a policy of replacing ex- 
isting machinery with heavier-duty 
types. A big Midwest air-condition- 
ing fabricator is thinking of introduc- 
ing a completely new materials- 
handling system. 

Although the electronic controls 
associated with big milling machines 
are as costly as the machines them- 
efficiency-promoting 


selves. many 
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more pressure 


on suppliers...... 


redesign to cut production costs... 





electronic controls are more modestly 
priced, and some companies, includ- 
ing a large Eastern fasteners manu- 
facturer, are adopting them. 

\ handful of companies surveyed, 
including Weber Engineering, Cin- 
cinnati, have also called in engineer- 
ing consultants to help them = cut 
Weber, which went through a 
private depression in 1956 and 1957, 
has also introduced a new incentive 
Blower Company, Day- 


costs. 


system. Lat 
ton, Ohio. 
duction-control system. 
American Machine & 
consolidating 


is introducing 


oy 


a hnew pro- 


Foundry, 
Inc., is some of its 
smaller plants into larger, more. effi- 


client units. 


Fast-Acting Cost Cutting 


Some companies were hit hard ear- 
ly in the recession by, tor instance, 
Armed Forces contract cancellations 
and “stretch-outs.” For them, long- 
term cost cutting was not the answer. 
They had to act fast to introduce im- 
mediate savings. A controls manufac- 
turer in Pennsylvania, for example, 
asked all executives to take a “volun- 
tary) 20 per cent cut in pay. Oliver 
Corp. simply shut down one of its 
smaller, less efficient .farm  imple- 
ments plants in South Bend, Ind., a 
that, in effect, raised over-all 
company efficiency and cut freight 
costs. A giant met: ls producer is also 
shutting down some of its less effi- 
cient plants. 

Purchasing agents are putting the 
screws on parts suppliers tor bigger 


move 


MA Y 


1958 


or faster de- 


discounts, lower prices, 
livery (to hold parts inventory 
down). A Midwest camera manufac- 
turer, for instance, not long ago 
torced one of his suppliers to cut the 
cost of a sub-assembly by nearly 10 
per ce nt. This pressure on suppliers 
is applied not only to cut costs but 
to meet similar pressure from cus- 


tomers. 


Selling to Suppliers 


That hush-hush word 
crops up more and more. Reciprocity 
purchasing has long been practiced 
in the machine-tool industry, but 
other hard-goods manutacturers are 
now taking steps designed to encour- 
age buying of their products by sup- 
pliers. This doesn't cut production 
costs, but it helps sales. Some com- 
panies have bought up 
pliers hard pressed by the recession, 
usually by stock trades. 

A majority of the manufacturers 
tightening production 
controls to cut down on spoilage and 
rejects—one of the quickest ways to 
Improved inspection 
also helps, but doesn't save as much 
as making the part right in the first 
place. Because a recession is a spur 
to better workmanship, management 
will experience 


“recipr city 


eve;)n sup- 


surveved are 


reduce costs. 


resistance to 
tighter controls than it would in nor- 
mal times. 

When layoffs are necessary, many 
companies are getting rid of dead- 
wood, if seniority rules permit selec- 
tive layoffs. And one company presi- 


less 


dent frankly admits that he is letting - 
his workers think more layoffs are in 
store to needle them into doing a bet- 
ter job, even though he doesnt ac- 
tually foresee more layotts. 

Reacting to the 
concerns are simply intensifving or 


recession, many 
“speeding up” their regular and con- 
ventional cost-cutting techniques 

like improving tooling and eliminat- 
ing unnecessarily high 
Substitution of eCPOXxy tor 
short-run dies is one example that is 
frequently mentioned. Another man- 
ufacturer is giving bigger suggestion 
awards to workers who come up with 
good ideas for cutting production 


tolerances 
steel in 


costs. 


Designing for Production 

Since engineers frequently design 
with ease of operation in mind rather 
than ease of production, its no sur- 
prise to find that many products can 
be redesigned to eliminate produc- 
tion steps—without sacrificing per- 
formance. Substituting printed cir- 
cuits for wiring in electronic gear is 
one popular way of cutting produc- 
tion costs. metal-working out- 
fits are turning to new high-strength 
aluminum casting alloys to cut down 
on machining time. 

Many companies, such as Daven 
Products, Livingston, N.J., and 
Townsend Company, New Brighton, 
Pa., are also keeping their engineers 
hard at work expanding the line, 
either with new low-cost items or 
with high-end goods. Result: market 
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Many companies are taking advantage of the current business lull to send unoccupied ex 


ecutives and ke \ produc tion men to COTM Pan OT outside s( hools where the, Cithi le arth ew 


brush up old OES, 


production skills on 


penetration is increased and the slack 
in unused production capacity is 
taken up. 


No Frills, 


Davstrom 
Pa.. has decided to standardize 


No Extras 
Worcester. 


what 


Transicoil. 


was forme rly a partly standardized 
line of precision motors, generators. 
and gear trains. By keeping the plant 
working steadily producing off-the- 
shelf 


down. 


items. production costs are 
making 


prices. and 


possible a cut in 
customers can get 24- 
hour delivery. 

Instead of offering only compo- 
nents and design services on pneu- 
matic systems. U.S. Hoft- 
man | Syracuse. N.Y., is 
taking complete responsibility tor the 
Revis Steven- 
son, executive vice president for in- 
dustrial This not 
provides more work for the plant, but 
results in 


COnIVEVeT 
Machinery. 
system, according to 

operations. only 


use ot the 
engineering 


more efficient 
companys: sales and 
forces. 

When a company's sales threaten 
to bump against the break-even point 
(or even slide cost cutting 
takes on an entirely different aspect. 
In the A. W. Hartogensis 
chief methods consultant for Ebasco 
New York. 
times, cost — usually means fat- 
ter profits. | 
the only way to provide the 


past it ). 
words of 
good 


Services. Inc. 


may be 
vital 


1 bad times. it 


margin for survival.’ 
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Holding on to a trained workforce 
is as important to certain manufac- 
turers as cost cutting. It keeps future 
training 
panv executive puts it. 


dow 1}. \s One 
“Once 
they 


costs com 
vou let 
the good men go. hever come 
back. Some concerns, like 

Union Electric Corp.. Erie, Pa 
retaining skilled production workers 
by switching them to 
work, such as repainting the plant 
machinery. Others, like Heli. 
Corp.. Danburv, Conn., are 


men to school to brush 


Penn- 


mamtenance 


and 
Coil 
sending key 
up old production skills or learn new 


Ones 


Spreading Out the Work 


\iany 
work by making parts they former] 
bought. Although this often 
costs, as in the case of companies 
that are buying up suppliers, it can 
have the opposite effect. But 
manufacturers consider the 
worthwhiie 


companies are mcreasing 


cuts 


some 
sacrifice 
if it gives more work to 
their own people. 

Many plants are giving all or part 
of their workers early vacations rath- 
er than lay them off. For example, 
when St. Joseph (Mo.) Lead Com- 
pany, was forced to cut production. 
it offered the union a choice of work- 
ing a four-day week for fifteen weeks. 

r taking a three-week fully or par- 
tially paid vacation in March. The 
union latter, which will 
enable the company to make certain 


chose the 


DUN 


Summer none of the 
workers will take 
that the 


obliged to hire 


savings. This 
vacations, which 


means company wont be 
part-time or 


temporary workers to maintain pro- 


costly 


duction levels or tend smelters. 
Resolite C OY p.. Zelienople, |] 2. 
Pittsburgh Steel Company also gave 


and 


workers early vacations. 
Keeping key people on retainer is 


taken by Fluor 
Angeles. While laid-oft 
and supervisors are on 
10 to OO per cent retainer, they 
work for says J. 
Simon 


the unusual step 


Corp.. Los 
technicians 
can 
other companies, 
president, but 
must be ready to come back to F luor 


on short notice. 


Fluor. the, 


Cautious Spending 


The current downturn has mark- 
edly affected capital expenditures, 
too. Building 


stretched out 


programs are either 
although 


courageously 


canceled or 
many 
sticking to 
Some 


rebuilt machine 


companies are 
earlier, building plans. 


concerns are buving used or 
tools instead of new 
such as In 
vincible Metal \lanito- 
Wis.. are rebuild- 


Ing present plants rather than con- 


ones, Many companies. 
Furniture, 
Wwoc, considering 
structing new ones 
Although that re- 
duced capital Pees are any 


nobody claims 


Wath to pull the S. CCONOMN out of 
the doldrums. a ‘se companies have 
their individual and particular prob 
solvent. Their top 
all reluctant to say 


lems of staving 
men are not at 
that it is the 


stimulate capital spending and pump 


CSovernment s job to 


more purchasing power into the 


of the 
presidents surveved has gone 
as the head of a machinery plant who 


economy. But none companv 


as far 
has suggested that the Government 
should capital spending 
by lending hard- 
pressed textile-manufacturing indus- 


encourage 


monev to. the 


trv. 


R&D Not Hit 
One very encouraging trend tor the 
economy as a whole is the resistance 
to all cuts in the research, develop- 
ment, and design departments. Bv 
holding its research and development 
budget to last vears level despite a 
decline in sales, Union Carbide 
Corp. has. effect. 
centage of gross sales allocated to 
research, says Dr. A. B. Kinzel. 
president of research. Practically all 
continued on page 81 
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SIMPLIFIED DRY FOGGING at lowest cost 


You need only the drum fogging unit sketched above and compressed air to dry fog 
100,000 cu. ft. of space with insecticide. The unit has been specially designed for high 
potency West Insecticides and is loaned without charge to purchasers. It fits any 
container from five to thirty gallons. 


This is an example of how simple insect control can be with a scientific West Program. 
No special labor force is required. One man easily maintains the program in addition 
to other duties. 3 


The West Insect Control Program offers a complete selection of equipment 
and insecticides: 


Equipment includes everything from permanent installations to portables. All fogging 
units have exclusive suction spray nozzles that produce a dry fog of droplets 

within the optimum range of size for maximum kill and coverage. 

Insecticides range from the highly economical Vaposector for space and contact 
spraying to residual sprays, other specialized contact sprays and fumigants. 

Quality and effectiveness are insured by chemical controls and insecticide testing 

in West’s Entomological Laboratory. 


A West Specialist will be glad to make a survey and suggest an Insect Control Program 
tailored to fit your needs. No obligation. Just mail the coupon. 





WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Island City 1, N. Y. 


a } ; : Branches in principal cities « In Canada: 5621-23 Casgrain Ave., Montreal 
| a y 


e5 [] Please send your 32-page booklet, ‘‘Industrial Insect Control.” 
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GEARING YOUR SALES 
TO THE EUROPEAN COMMON MARKET 


ALEXANDER O. STANLEY 


Customer potential in this new mass market is tremendous. But 


to turn it into profits for your company, you'll have to key 


your international operations to the ECM and its timetable. 


THE ADVENT of the common markets 
on the 1958 scene of international trade 
will create many-sided problems for U.S. 
banagement, During the coming months. 
firm and far-reaching decisions will have 
to be 


rrncacte 


market 


not only for the Kuropean 


COMMOn burt also fo) several 


other areas where an integrated market 
is cither under development or in the 
bliaeprint stace Phis rash of “mergers 


1S probably only the be Vibiiibig-—-more alt 
likely to come 

Phe term “common market’ is a new 
one to TTRtTaN business Theda, although its 
a sate bet vou ll be hearing more of it in 
the davs to come By simple definition. 
a COMTIOT market IS lh CCOTMOMIC part 
nership, or merger, of a group of coun 
tries for the purpose of fostering trade 
Within the bloc and dealing as a mass 
market with countries outside the bloc 
Here is a rundown of a few of the com- 
markets the 
works: 


e TheECMo luropean (Common Mar- 


mon now in effect or in 


ket involving France, Germany. Italy. 
the Netherlands, Belgium, and Luxem- 
bourg. 
@ lhe 
of the ECM proposed by the United 
add Britain. 
Sweden, Switzer- 


ree Trade Area. an extension 


Kingdom, which would 


Denmark. 


land. and Austria to the combine. If the 


Norway. 


Free Trade Area plan is adopted, Ice- 
land, Ireland, Portugal, Greece, Turkey, 
Spain, and Finland will be incorporated 
later. (This version will be referred to 
here as FTA Expanded. ) 

@ ODECA or Organization tor Central 


KA A Y 
v 


Development, a 
the 
market plan. It includes Costa Rica, E] 
Salvador, Guatemala. 
Nicaragua. <A treaty 
readv been worked out and is up for 


LDRAMEI, September L957. 


American Economic 


more modest version of common 


Honduras, and 
program has al- 
ratification 
page QT 

@ The British West Indies. a political 
this 


how has a COPIOT CUPPehCY and hopes 


entity inaugurated early vear. lt 


to develop a CUSTOMS UntoOn., It iInchides 


Barbados. Trinidad, Tobago 


the Wind- 


Jamaica, 


thre Leeward Islands. and 
Islands 


e | he United 


ward 


Arab Republic, 7 politi- 


cal concoction of Kgvpt. Svria. and 
lately Yemen whit h contains some eco- 
nomic ingredients. 


@ The Jordan-[raq combine, a political 


answer to the United Arab Republic, Ol 


Nasser bloc, with some economic over- 
tones. 
& Other COMINOT) markets are tt the 
talking stage 1) South America and 
\frica. 


Because these CODTOT markets Vall \ 


Im economic and political scope, a 


successtul formula for operation in one 
1 
the 


mav not alwavs apply to all. But 
pattern 1S 


market 


her OOLNIES 


Tide thie COTTIINOT) 


studied the more it evident 
that tor the 


depe nding upon direct 


most part U.S. companies 
exports for mar- 
ket retention will face progre ssively in 
Creasing problems In th long rulri, CN 
cept fon specialized products and SECT\ 


ices. the outlook for the direct exportet 


SAMPLING THE AVERAGES 


Here is how a few kev products will be affected by th 


f 4 ei , 
regulations tvinge tit 


tariffs of the countries in the European Common Market to ECM averages. 
For a report on the rules, see page 45, °°External Tariff Calendar.” 


ECM 
Product average 
RI cx che 582 f toe Se 12% 
Commercial vehicles. .......... 28% 


Inorganic chemicals............ 
Metal-working machine tools... . 
Motors, electrical............. 
Pigments and paints............ 
Printing, binding machinery... . . 
Punchcard machines........... 
Radio transmitters............. 20% 


1S% 


Steam-generating boilers. . . 


13% 


souRCE: Howard S. Piquet, Library of Congress 


Country Rate Country Rate 
Germany free Italy 13 33% 
Germany 21% Italy 35.40% 
Benelux 5% France 23% 
Germany free 6% Italy 7-28% 
Germany free 8% France 31% 
Benelux 8% Italy 21% 
Germany free 8% Italy 15-25% 
Germany free France 22% 
Benelux; 

Germany 12% Italy 23-45% 
Benelux 6% France; 


Italy 18-22% 
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HOUSANDS of shippers and receivers are getting 
the extra benefits of B&O Freight Service. Thanks 
to freight efficiencies—all along B&O lines—vital mer- 
chandise gets an extra measure of careful handling. 
These features support such service: 
On the Spot Attention through a crew of ‘“‘trouble 
shooters” who solve difficult handling problems. 


istomer Assistance... by cooperation with shippers to 
wnt the most efficient loading and stowing procedures. 


by communicating to B&O personnel good 
shipping practices through the use of posters, bulletins, 
coarts and motion pictures. 


with use of “impact register’? to determine 
vale switching speeds plus evaluation of loading and 
agin methods. 


— 


i rniques...the latest methods in freight 
aden are continually introduced to B&O operating 
and traffic people. 


Careful handling is only one aspect of better freight ser- 
vice. Millions of dollars have been spent in new facilities, 
equipment and motive power to provide speedier, safer 
and more dependable B&O service. Ask our man! 


Baitimore & Ohio Railroad 


Constantly doing things —better! 














is gloomy. The alternative is obvious: 
local participation through branches, 
affiliates, and licensees. The problems 
need to be sorted out within the frame- 
work of each company’s operations. 

Managements largest immediate 
stake is in Euromarket, also called the 
ECM or European Common Market, 
because it is a combination of indus: 
trially advanced and sophisticated mar- 
kets seeking to make mass distribution 
viable. Let’s examine how ECM’s pro- 
gram and time schedule for develop- 
ment as a mass market will effect U.S. 
companies, 


It Could Happen 
Here are a few immediate examples: 
Some U.S. airlines fear a common 
transport policy that may cut into their 
freight 
shunting it to the European 


intra-Europe passenger .and 
volume, 
carriers. Some office equipment manu- 
facturers build components In one coun- 
try, asse mble the equipment In a sec- 
ond, and e xport it to a third. They fore- 
see the need to reshuffle assemblvy-line 
and distribution patterns to stay within 
the competitive picture. The expense In 
time and money makes management 


blanch. 


items. both durables and nondurables 


And producers of consumer 
are concerned about intensified compe- 
tition in areas where they formerly had 
tariff protection. 

These examples indicate the prob- 
lems that some U.S. companies are al- 
ready having in trving to evaluate their 
immediate and future prospects for 
dealing with the common market. And 
with rumors of impending mergers of 
French, Italian, German. and Benelux 
companies, it is no wonder that some 
U.S. international executives take a 
grim view of the common market pro- 
gram. At the other extreme many Euro- 
pean business men look to the mass 
market as the source of a huge customer 
potential. Here is a rundown of the 
figures that support the latter view: 


Plus Plus FTA 
ECM FTA Expanded 





Pi ypulatic n 


(in millions ) 165 243 32] 
Gross domestic product 

(in billions ) $131 $216 $240 
Private consumption 

( per capita ) $503 $567 $580 


These calculations are based on esti- 
mated 1956 levels. By 1970, the gross 
domestic product of the ECM plus the 
FTA Expanded countries is expected to 
hit a level of some $400 billion. 

These prospects presuppose: (1) no 


severe backlash from our recession and 

















(2) no serious interna! hitch in setting 
up the intricate machinery of the ECM. 
Speculation on these two points is rife, 
but most observers believe that (1) the 
current U.S. recession may tend to slow 
down, but will not stop eventual unifi- 
cation and (2) the experience cained 
by the six ECM countries in operating 


within the european Pavments Union 


and the European Coal and Steel Com- 
munity will he Ip them in setting up the 
common market program. 

But the problems of adjustment ar 
compounded hy the timetable. Let's see 
how heavily that timetable heures in all 
calculations, 

All reference below to duty adjust- 
ments applies only tO those imposed hy 
member countries on each other s prod- 


ucts from basic levels prevailing Janu- 


internal Tariff Calendar 


@ By December 31, 1958: a cut by at 
least 10 per cent of basic 1957) duty 
rates on each Common market product 
entering intratrade channels. 

@ Ending between January’ 1, 1962 
and December 31, 1965: a cut by at 
least 25 per cent of basic rates. 

@ Ending between January 1, 1966 
and December 31, 1968: a reduction in 
the basic duty by an additional 23 pel 
cent to be achieved in three stages, the 
first and second lasting eighteen 
months, the third, one vear. 

@ Ending between January 1, 1970 
and December 31, 1973: abolition of 
the remaining 30 pel cent of existing 
duties 

@ By December 31, 1963: elimination 
of all duties on exports to membe 
countries. 


These deadlines are subject to 


change 

\t first vlance the tariff schedule ot 
revisions may seem to give American 
management ample planning time, but 
the dates are maximums, the percent- 
ages, minimums. This community. ot 
states can accelerate the rate and move 
up the date of duty adjustments. Now 
they seem rather enthusiastic about 


slashing tarifts to speed trade. 


External Tariff Calendar 


In realigning tariff schedules to 
achieve uniform levels for all items im- 
ported from countries outside the per 
imeter of Euromarket, the = significant 
factor is that equalization, not elimina- 
tion, of duties is the objective. It is this 
equalization that will critically affect 
U.S. companies now exporting directly 


to i¢ M, 
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Your 








owns it 
now... 


¥ 


customer | ae m 


When you ship, title passes, 
and your credit risk begins 


At the time of shipping, you create an account receivable... and 
unless you have credit insurance . . . your insurance protection 


ceases. You lose control of the asset because title of the merchan- 
dise has passed. It is sound to insure your product while you own 
it... it is equally sound to insure it when your customer owns it 

. and owes vou for it. Aggressive executives, through American 
Credit Insurance, continue protection of their working capital 
and profits invested in receivables. [It is an important tool for 
constructive credit management. Our booklet on the many ways 
credit insurance contributes to financial security and sales progress 


should interest vou. Write AMERICAN CREDIT INDEMNITY Co. of 


New York, Dept. 50, 300 St. Paul Place, Baltimore 2, Maryland. 


Protect your capital and profit 
invested in accounts receivable 


with American 
Credit Insurance 





ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 
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New Teletype Set 








REMOTE APPARATUS 








PAYROLL PLANNING 
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PRODUCTION 
PLANNING 
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SHIPPING ACCOUNTING AND 
\ TABULATING 








INVENTORY 
CONTROL 








SALES 
OFFICES 








DEALER AND 
DISTRIBUTORS 











46 DUN : - E Vit VW ana Modern ndustry 





ties them together 


At 100 words per minute 








New Teletype Model 28 ASR Automatic Send- 
Receive Set . . . for your communication and 
data processing needs. 


Here is a “packaged” set—a single, compact 
console with a complete array of facilities—to 
serve as a center for your message transmission 


and paperwork simplification systems. 


Facilities for typing . tape punching . 
tape transmission .. . tape reception . . . send- 
ing and receiving “‘page’’ copy on message paper 
or multi-part business forms . . . tape as a by- 
product of both incoming and outgoing mes- 
sages ...a host of remote controls. All custom- 
ized to your requirements. 


Operates like a typewriter for preparing in- 
voices, shipping papers, etc.—but at the flick of 
a switch it goes “‘on-line’”’ to tie together all your 
departments, all your ame — individually or in 
combination. 


The Teletype Model 28 Automatic Send-Re- 
ceive Set is NEW in every way: 


@® New Compactness. Never before so 
many facilities in so small a space. Console 
measures only 39 inches high, 36 inches 
wide, 18!» inches deep, with keyboard pro- 
jection of 4!. inches. 


@ New Speed. Typing, transmission at 100 
words per minute. Off-line tape punching 
at higher speeds. 


MAY 1958 


® New Features. Feature-packed for [DP 
and communications operations . . . The 
Teletype Model 28 ASR offers NEW ap- 
proaches to more efficient applications: (a) 
for the first time, all your punched tape 
can have the characters typed right on it 
—so it can be read and handled easily, by 
anyone in your organization; (b) “robot 
brain”? Stunt Box—a miniature unit that 
is actually a built-in switching and remote 
control system; (c) facilities for translating 
electronic impulses from business machines 
into printed messages for office use or trans- 
mission to other locations. 


Requires less maintenance, too. De- 
signed, like all Teletype equipment, for 
dependable ‘“‘round-the-clock”’ service; the 
Model 28 ASR is equipped with all-steel 
clutches that need oiling only twice a year, 
plus other features that assure low mainte- 
nance. This is important to operating eff- 
ciency whether you prefer to buy or lease 
your Teletype equipment. 


For more information, write to Teletype Cor- 
poration, Dept. 11E, 4100 Fullerton Avenue, 
Chicago 39, Illinois. 


TELETYPE 


er" = . ’ ' x 
CQ mr? °e A TIGg NJ . 
: Taga 


CC tae Se > . s > : : < 


SUBSIDIARY OF Nosgees Electric Company iNC, 
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Magcoa 
MGGmesiwan 
Dockboards 




















end congestion... 
speed loading! 


Light enough for one man to position 


M In seconds a Magcoa Dockboard is 


in place . . . ready to use 


M Quickly locks into place—no slip- 
page, no shifting 

Portable, easy to re-locate 

M™ Non-slip tread allows safe, full-speed 
loading 

lightest weight—yet durable and 
strong 

uw 


Engineered to your dock requirements 





For full details 
use the coupon below. 


MAGNESIUM COMPANY | 
OF a Materials Handling Div. 
magcoa a/ East Chicago 5, Indiana 


Representatives in principal cities 


File 


Name ond Title 





Company 





Address__.____ 





: 
| 
I 
l 
l 
: [] Please send special Dockboard Facts 
| 
| 
| 
l 
l 
| 
lc 


City-Zone-State - 





Copyright, 1958, Magnesium Company of America 
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Lets examine the formula that has 
been devised and how it attects the 
time schedule tor revision of rates on 


individual products. All imported com- 
modities have been separated into two 
ot 
individual 


ot 


arithmetical 


groups. Category I consists items 


with no tariffs set by an 


member in excess 15 


the 


member 


country per 


cent above or helow 


average tariff of the countries 
in effect on the base date of January 1, 
1957. Category 2 comprises all 
tariff of 15 per 
above or below the group arithmetical 


items 


with in excess cent 


average. Each category has a different 
calendar of adjustment. 
1961. 


| products will be 


By December 31. duties on all 


Category adjusted 


up or down to vield the same amount 


on the same product in all the six mem- 


ber countries. 


Long-Term Adjustments 


y 


— 


Category adjustments will take 


pli Ce Ore slow ly. 


@ By December 31, 1961: 30 per cent 

of the discrepancy between the individ- 

ual and common market duty is to be 

eliminated. 

e By renege 31, 1965: a further 

adjustment of per cent in the dis- 

parity of pve is scheduled. 

@ by December 31. 1972: the final 40 

per cent differential will be eliminated. 
(At this writing, there are certain ex- 


ceptions, but most of them involve raw 
materials and agricultural products. ) 
Whether of the 


vour particular case can be initially re- 


time iS CSSECTICE in 


solved by weighing these factors: 


e Are 
ently important markets tor your prod- 


any or all ECML countries pres- 


ucts? 

@ Do vou supply your customers with- 
in this territory only by direct exports 
United States? 

@ Will a quick elimination of internal 


from the 


duties aftect vour position at any point 


in the common market by giving com- 


petitive advantages to suppliers now 
operating within Euromarket? 


@ Are vour products within the 15 per 


cent (external) duty differential? 
@ Is Benelux (the Netherlands. Bel- 
gium, and Luxembourg) or West Ger- 


in the 
In 


COUN- 


many presently the best market 
prescribed area for your products? 
the low-tarifl 
the ones that will have to adjust 


general these are 
tries. 
months 


duties upward in the coming 


and vears. Such revisions could make 
competition tougher. 
” to 


a combination of these points, you will 


It vour answer is “ves anv one or 


probably be under immediate and 


| 
| 
| 


means big 

opportunity 

| when you 
locate your 
plant in 


Southew 
STllino0ts 


f ’ 
7 * 
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from the 


Your new plant can profit 


growing dynamic spirit in the many 
progressive communities of Southern 
Illinois, almost at the very center of 
the nation’s population. 

Nature has been most generous to 


this region 1n many ways that are 1m- 


_ portant to your business. Abundant coal 


resources are close to plantsite at eco- 
nomical mine prices. Agricultural and 
mineral resources of many kinds abound 
In this fertile delta bounded by two of 
America’s mightiest rivers —the Missis- 
sipp1 and the Ohno. 

A vast network of exceptionally fine 
transportation facilities by waterway, 
railway, roadway, by air and pipeline 
reduces both inbound and outbound 
freight handling costs to a minimum. 

There is a ready supply of skillful 
labor, and a local organization already 
set up to train your work force in the 
particular functions required by your 
industry. 


| 
( ray Tllinots—vyeur 
a ky ; F a” 
\ einione/ —@ ~ central location 
ee > : to serve all 
wT the nation 
% - —_— \) 
E | 


For complete and confidential details on 
sites in Southern Illinois to meet your 
specific needs, write... 


Division of Industrial Planning & Develop- 


ment, State of Illinois, Springfield, IIl., 
William G. Stratton, Governor. 
Um oa 8 VIEW and Modern Industry 








mounting pressure to adopt new mar- 
keting tactics. And even though com- 
pletion of the program is scheduled to 
take place gradually over a twelve-to- 
fifteen-year period, the changes may 
Outrace your plans if you do not move 
quickly. The obvious solution is a trans- 
ter of some of your international or- 
ganization inside the Euromarket area. 
The how, the whére, and the when will 
be discussed later. | 

Generally speaking, some of our ma- 
JO export sales will be affected sooner 
or later. Right now, exports ot products 
that can be loosely classified as indus- 
trial raw materials (for example, coal, 
raw cottons, and steel mill products ) 
wont be adversely affected. lf any- 
thing, the industrial growth potential in 
Kuromarket suggests a. larger rather 
than a smaller appetite for industrial 
raw materials. But exports of edible and 
inedible agricultural products--whether 
for direct consumption or for indus- 
trial conversion—are bound to be _ re- 
stricted by agreements favoring com- 
mon market members and their colonies 
when they have important stakes in the 
international movement of these com- 
modities. 

Manufactured goods, including auto- 
mobiles, machine tools, certain types of 
machinery, and some chemicals, will be 
still more deeply affected and are of 
most immediate concern. Even a trag- 
mentary study of the group in terms of 
dollar value and tariff sensitivity shows 
this to be the critical area. In 1957 
seven categories of this group in order 
of export importance to ECM countries 


were: industrial machinerv. chemicals. 


automobiles. electrical machinerv. met- - 


al-working machinery, aircraft, and of- 
fice machines. They accounted for $1] 
out of every $5 worth of products that 
we exported to “Little Europe” (1957 
ECM imports of all U.S. products to- 
taled about $3 billion). Actually ECM 
purchases of equivalent equipment or 
supplies were heavier from sources 
other than the United States. It drew 
on its own resources to supply almost 
half of some $3 billion in industrial im- 
ports. Countries outside the ECM per- 
meter (except the United States) 
shared in $1 out of every $3 spent on 
Euromarket’s industrial needs. Of 
course, this analvsis includes but does 
not break down the portion of sales 
supplied by U.S. companies through 
overseas branch plants, affiliates, and 
licensees, which undoubtedly provided 
an appreciable volume of ECM's indus- 
trial requirements. 

It is the direct export group that will 
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“SOUND” THINKING BY FORD MOTOR 
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SOUND SYSTEM BY RCA 


One RCA Sound System performs five key jobs at Ford Motor 
Company’s new M-E-L Division plant at Wixom, Michigan. 


This unusual system provides full fire alarm coverage, meeting all 
Fire Underwriters’ requirements— plus handling four basic sound 
system functions. These include: 


1. Executive code paging. 2. Public address announcements. 
3. Signalling shift changes and lunch periods. 4. Background music. 


Miles of wiring and thousands of equipment dollars were saved by 
combining the fire alarm and sound functions in one system. The 
5-in-l RCA Sound System is easier and more efficient to operate 
... far less costly to maintain. 


In plants everywhere, users have highest praise for 5-in-1 RCA Sound 
Systems. A plant security supervisor says: ‘By far the finest system 
I have ever seen or operated.” An electrical engineer declares: 
‘This system has paid for itself already and it’s going to save a lot 
more money.” 


Whether you need a complex, multi-function sound system, or a 


simple public address system, your RCA Engineered Sound Dis- 


tributor can plan an RCA Sound System to your exact requirements. 


He’s in your Classified Directory under “Public Address and Sound 
Systems.”’ Call him... and mail the coupon below for the informa- 
tive brochure, ‘““RCA Sound in Industry.” 


SOUND PRODUCTS, CAMDEN 2, NEW JERSEY 
Tmk(s) @ In Canada: RCA VICTOR COMPANY LIMITED, Montreal 


COMPANY 





M-E-L Division assembly plant, Wixom, Michigan 


RADIO CORPORATION of AMERICA 














RADIO CORPORATION of AMERICA 
Dept. F-270, Building 15-1, Camden, N.J. 


Please send free RCA SOUND IN INDUSTRY brochure. 


NAMI TITL! 
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Lets 
you know 
when the fuel 
islow! 








CLEARLY 
a gift 
that builds 


The new Scripto VU-LIGHTER is the 
perfect prestige gift for your cus- 
tomers and prospects. Lightweight; 
beautifully trimmed in chrome. Your 
choice of colors. So inexpensive— 
especially in quantities of 25 or 
more. Unconditionally guaranteed! 








Afier Sux! 








CARDS 








= 

N 7 
NORCROSS 
GREETING 





YOUR TRADEMARK, or a miniature 
of your product, will be inserted in the 
transparent VU-LIGHTER fuel reservoir. 





“A 


WINDGUARD 


VOLIGHTER 


_. For name of your toca! distributor write: 


Company, a Division of Goegale. Inc. 


Box 4996, Atlanta, Georgia 





} 


| 








first come to grips with the possibility 


of diminishing markets. To check how 
rearranging the tariffs in the member 
countries to conform with the ECM av- 
erage will effect a few U.S. products, 
see the table on page 43. 

The pattern of low duties in Benelux 
and Germany and high tariffs in France 
and Italy seems to be standard through- 
out the ECM tariff structure. So you 
can see that you will lose whatever 
tariff break you now enjoy in the Neth- 
erlands, for instance. Of course, the 
drop in duties in France and Italy may 
In some cases provide all entering 
wedge for products that until now were 
outpriced because of duties. It's a case 
of each company doing its own arith- 
metic. 

The prospects seem best for new in- 
dustries, processes, and procedures, 
especially those depending upon broad 
distribution to support high-output as- 


sembly lines. 


Some Familiar Problems 


But adding and = subtracting tariff 
rates is only one factor in Common mar- 
ket computations. OR's (quantitative 
restrictions or import quotas) and the 


attendant problem of dollar balances 


are the confusing equations, for they 
have shifting values. Countries within 
the ECM group may have or can apply 
quota restrictions on dollar Imports at 
anv time. So if in the coming months 
these countries have a drop in dollar- 
producing items U.S. imports, net 
travel and service expenditures, and net 
transfers in capital, loans, and the va- 
rietv of other activities by which dollar 
funds find their way abroad), import 
quotas will undoubtedly be the final 
determinant of how well you fare in 
exporting to the ECM. 

For example, three vears ago the 
OEEC (Organization for European 
Economic Cooperation ). actually the 
foundation of the common market plan, 
developed an informal program to lib- 
eralize and lift restrictions on dollar 
imports. The result: Only about 50 per 
cent of dollar imports—largely raw ma- 
terials, foodstuffs, and some capital 
goods—were freed from quotas. Manu- 
factured goods were very much on the 
short end of quota concessions. There 
is no reason to think the formula will 
vary in the immediate future. And any 
increase in dollar deficits will surely in- 
spire the ECM to slam the door on 
many dollar imports. 

Within the ECM, the intent is to 
abolish eventually internal quotas for 


both exports and imports. The accent 


How To Get Things Done 
Better And Faster 























BOARDMASTER VISUAL CONTROL 


Ss’ Gives Graphic Picture—Saves Time, Saves 
Money, Prevents Errors 


sy Simple to operate — Type or Write on 
Cards, Snap in Grooves 


vy Ideal for Production, Traffic, Inventory, 
Scheduling, Sales, Etc. 


*’ Made of Metal. Compact and Attractive. 
Over 250,000 in use. 


Full price $4950 with cards 


FREE 24-PAGE BOOKLET NO. D-500 
Without Obligation 
Write for Your Copy Today 


GRAPHIC SYSTEMS 


55 West 42nd Street © New York 36. N. ¥. 


ARE YOUR PAPERS 


lq PLAYING... 











MIDE AND SEEK? 


| Filing is important only if the finding is 
easy. Can you a/ways put your hand on 
the letter, invoice, order, report or 
other paper you want, instantly’ Are 
your files neat, compact, space saving? 
Your Stationer will be glad to explain 
the advantages of ACCO-filing to keep 
your records safe, and finding quick. 
See him now! 


“ACCO BOUND PAPERS 
ARE SAFE PAPERS’ 





ACCO PRODUCTS 
Division of NATSER Corporation 
Ogdensburg e New York 


In Canada: Acco Canadian Co., Lid., Toronto 
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YUN'S REVIEW and Modern Induétry 























“We're never late filling 
production orders 


...since we put in our versatile 
Ozalid One-Writing System"’ 











pe ee 
IT STA — “SOME Ye) bist hace am 
felt) mae Ui SUPERVISOR CAME TO 


"i : LOOK! YOU SAID YOU WERE GOING TO 
sae tha | DO SOMETHING ABOUT ALL THIS PAPER WORK 






I'VE BEEN WORKING OUT A DIRECT COPY SYSTEM 
WITH OZALID'S SPECIALISTS. IT SHOULD END ALL 
THIS HAND-COPYING OF ORDERS THAT CAUSED 

THE BOTTLENECK... AND LOST US MONEY 
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| KNOW! BUT NOW I'VE FOUND THAT 
e " THERE IS SOMETHING WE CAN DO 
x * f " 
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WITH OUR OZALID SySTEM IN FULL 


-— aeames =THAT'S BECAUSE OZALID DIRECT COPYING 
YOu CERTAINLY PICKED Mmm HAS REDUCED THE NUMBER OF PRINTED 
A WINNER! OZALID IS FORMS BY 50%... AND SAVED US 16 HOURS 
REALLY HELPING US | A DAY ON LABOR FOR EACH 100 ORDERS 


GET OUR ORDERS OUT Y * — : \ 
IN JIG TIME. * ’ | ™ = a 


SWING ... 































=r 













f AND NO MORE ERRORS 

THEY USED TO CAUSE US 
SO MUCH DELAY, AND ALL 
THAT RECOPYI! 


Ge WHAT'S MORE, WITH OZALID COPIES 
F THE COST DEPARTMENT CAN DETERMINE 
COSTS AT ANY STAGE OF MANUFACTURE 












SEND COUPON FOR FULL SAVINGS STORY 
































Lowest Cost Per Copy cia a 

Cn v 4 ss . . ‘? . Zail ° ept. — 
Ozalid Direct Copying ends wasteful ‘‘repeat writing’ in Johnson City, N. Y. 7 
every department ...makes dry, perfect copies in seconds. | Please send more information on Ozalid One-V rifting | 
And a letter-size sheet of Ozalid paper costs you less than | systems for these departments | 
ad pe rn ny -_lowest cost per copy of any copying process. 7 Purchasing Oras r invoicing Ace unting | 
i Receiving Production Control Engineering 
oferty, a s s ® 7 

La . Name__ ee ae 
« J) , ii a —, — ‘ | ; 
Position... 
} ' acremuneamen | 
DIRECT Sopy], sveTeme ae 
fo eee | A a | 
A Division of General Aniline & Film Corporation ! City . } 
In Canada: Hughes Owens Company, Ltd., Montreal | - wae ~ | 
Gees ee cee cee ce ee es ee ee ee es es es ee ee oe es ee oe oe oe oe ee eee 





A Radically NEW Concept 
of the Forging Process 









AUTOMATIC 
FORGING 

with 

MULTIPLE 











Work level of Srey, atic 

Palletized Feed P. ‘ 

vedy is movns fies 

ing positi0 g@uimZ ard 

palk Mensa resi Camera, 
POrging. 
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‘Left) The Palletized Feed affords maximum 
flexibility in multiple stage impression die oper- 
ations. (|) Free pallets with stock handling tongs, 
move from Storage Area to Load Position (2). 
(3) Station used if preforming of stock is de- 
sired (4, 5, 6) Pallet is successively positioned 
at one or more forging stations in the Impacter. 
Single blow is struck at each station. (7) After 
forging, pallet is positioned at Unloading 
Station. (8) Up elevator conveys pallet to 
upper track for return to Storage Area. 


CHAMBERSBURG 


CECOMATIC 
FORGING PROCESS 


The Chambersburg Cecomatic Forging Process offers new 
opportunities to produce impression die forgings faster and 
cheaper, based on the shockless Chambersburg Impacter that 
forges by means of horizontally opposed impellers. The Ceco- 
matic Process unites all forge shop operations into one con- 
tinuous process—free from manual skills. Automatic forging 
permits mass production of quality forgings with fewer rejects 
due to misplaced stock. Savings are often possible through proc- 
ess simplification or material savings. Write for descriptive data. 


CHAMBERSBURG ENGINEERING COMPANY « CHAMBERSBURG, PA. 
a 
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in adjustments) is already on equal 


treatment tor all ECM partners. For ex- 
ample, bilateral quota agreements are 
to be made multilateral by vear-end 
1958. The pace of adjustments. is slow 
but sure, with 10 per cent a year set 
as a minimum goal. But when it comes 
to external quotas, the program slants 
toward the hopetul rather than the fac- 
tual. Of course there is always (or at 
least for the present ) CATT (General 
Agreement on Tariffs and Trade), but 
it has little power. Its recently created 
watchdog committee can only protest 
drastic changes in tariffs on quotas af- 
tecting its 37 member countries. An ex- 
tension of the U.S Reciprocal Trade 
\greements Act would give our Gov- 


ernment a bargaining point. 


Time to Plan 


The many abstract factors involved 
even within. th expressed formula of 
Kuromarket make any but rudimentary 
projections at this time impossible. But 
a mastel plan must be adopted and it 
should be flexible so that the sequence 
Ol changes will strengthen and not 
weaken you position within the ECM. 
Actually, the need for realignment will 
be as vital to companles with branches 
already operational] in this area as to 
those presently without local branches 
but working through indirect. affilia- 
tions. The latter group will at least not 
have to make the eXPeNnsive and exten- 
sive alterations that existing organiza- 
tions mav need. 

Here are some of thi problems that 
companies already (oT) thie cround will 
have to face up to. For newcomers in 
the European area, these same prob- 
lems will pomt out the “do's” and 
“don t's. 
€ Do you prese ntlry have plants located 
in two or more of the ECM markets? Uf 
so, integration of these facilities may 
eventually be necessary. And to comply 
with practical rather than “political 
(for example. Import-export controls ) 
considerations, relocation of these con- 
solidated activities may also be neces- 
sary. A reappraisal of several factors is 
involved. When it comes to choosing 
the most advantageous production site, 
evaluations will have to be made in 
terms of ECM customer concentration, 
access to raw materials, external and 
internal transportation facilities, ade- 
quacy of power, and availability oft 
housing. Labor may eventually — be 
drawn freely from a common pool with- 
in the common market. Free inter- 
change of labor is one objective of the 


Treaty. Another is uniform social se- 


KA, 











No matter how “smart’’ they make the 
mechines, it still takes men to run them 


When the holes in a die must be accurate to 
2 10,000 of an inch, there’s no substitute for men 
Men 
like Denver Haney, above, a The 
Mechanical Development Co., Inc. in Salem, Va., 
makers of dies and tools tor all types of manufactur- 


who know how to use precision machines. 
machinist for 


ing, including atomic reactor parts. 

Denver Haney is representative of the pool of 
highly skilled workers in The Land of Plenty, men 
with sound technical backgrounds and valuable 
on-the-job experience. More and more, the job 








opportunities and desirable living conditions in 
this great and growing industrial region are attract- 
ing highly skilled men. 

If you're planning a new plant and need workers 
with technical know-how, the place to begin look- 
ing for your plant site is in the progressive six-state 
area served by the Norfolk and Western. There 
are many superior manufacturing advantages here. 
Let the N&W’s plant location specialists tell you 
about them — im confidence and without obligation. 


Write, wire or call— 
Lt. E. Word, Jr., Manager 
Industrial and Agricultural Dept. 
Drawer DR-793 (Phone Diamond 4-145], Ext. 474) 
Norfolk and Western Railway 
Roanoke, Virginia 





orfoth... Weslo we. 


RAILWAY 
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curity and other labor laws. Whether 
this will lead to equalization of indus- 


| This year.. .-. avoid that summer “slow-down” 


trial wage patterns is a moot point, al- 
though most observers seem to think 
it will. 


Other Considerations 


Local taxation and currency values 
are also involved in choosing a site. Of 
course, each company will have to 
weigh these factors in relation to its 
own over-all requirements. In one case 
ready access to raw materials or power 
facilities may -be more important than 
customer concentration. In other cases, 
where companies are interested in 
reaching international markets for ex- 
port development or import supplies, 
convenient, cheap external transporta- 
tion may be of overriding importance. 
But in making any long-term plans, a 
company should consider not only its 
present common market position but 





also the possibility that ECM may even- 


td o 
NJ ff tually incorporate ther countries i 
OW. als prove in your own 0 Ices the socalled Free Trade aa ae ia 
‘cases, however, plant locatio ithi 
how KOooLSHADE Sunscreen mu ECM complex . this a should 
be advantageous whatever the final 


can keep you up to 15° cooler | ics siti Bee rece ves 


@ Does your company have one or 








more plants in the United Kingdom 
Send today for this free sample of Borg- 


| but not in Continental Europe? If the 
Warner's KoolShade Sunscreen. Place it on a | 





answer is “ves, management will have 

















men A desk rd window sill. You'll see for | to decide whether the U.K. will be suc- 
yourself the difference KoolShade can make _ | _ Re Ew Dy 
in the working conditions of your offices. a Se a ee ee =e en 
Keeps rooms comfortably cool. Installed on — the ECM. To be on the sate side, some 
your windows, KoolShade filters out up to Ps exploration of subsidiary contacts in 
87% of the sun’s hot rays. Keeps your em- _ the ECM should be undertaken now. 
ployes up to 15° cooler...even during sus- — @ Does your company operate only a 
tained heat spells. Morale and efficiency stay "sail single plant in the Euromarket Area? 
up...as tempers and temperatures stay down. muee"e haw - If so, it will have much the same prob- 
Screens out harsh glare. Complete control of Keutthase warns lems as those operating several manu- 
glare Q stagpicn we ipo omage — — KoolShade Sunscreen works facturing facilities there. Whether to 
means less squinting, less eyestrain...m “ni ti tin : 
and better siavachoues tales Ph et sound in- sn em oa eee move will depend on whether the fast 
vestment for improved working conditions. Tilted horizontal louvres (see changes taking place in Europe turn 
Send for Free KoolShade sample. Why not in- cross-section, above right) in- the advantages of your present site into 
vestigate the economy of KoolShade comfort tercept the sun’s rays before disadvantages. Projected adjustments 
now. Use the coupon below. they reach the window. in tariffs, quotas, and currencies and a 
long string of other factors mary be 
significant. 





@ Does your company function in the 


ECM area on a remote basis, through 





agents, distributors, or licensees? Can- 














| em ! | celing existing agreements in favor of a 
Send for FREE | SM rerFLecTAL CORPORATION . 5 NS 
| A subsidiary of Borg-Warner Corporation branch operation may not be the best 
KOOLSHADE SAMPLE | | | 200 S. Michigan Ave., Dept. K-44 move. For instance, present and poten- 
) | haat Chicago 4, Ill. l tial volume of sales may not be suffi- 
Piace this | | 
“prove-it-yourselt” | Please send free sample of KoolShade Sunscreen, along with | cient aad support a branch. . 
sample on : illustrated descriptive literature. | But in the area of licensing agree- 
ments, some difficult adjustments are 
' & sunny window 7 ey ee ee eS ee 7 7 a ae ; 
; y! oreseen. you are .working through 
= [ex sill. You'll see | Company. knee suiiaanme - . . — ae. 
what KoolShade | Address ———s—esss—CS __ y_=‘| One licensee for the whole area, you 
can do for you. ! City — State | | will have to re-examine your present 
oan ene cpmetniieeemmemmennestt tan Ur? | | oe i ced 
ee © _, | licensing agreements in the light of new 
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kor well- 
equipped in terms of mechanical facili- 
and. stafl 


of the expanding competition that is to 


conditions. instance. is he 


ties. finances to stav abreast 
he expected? As new measurements are 
applied to licensing agreements, some 


be 


Vour 


far-reaching revisions will needed 


for your organization and licen- 


sees to contend in the widening com- 
petitive race. Re-evaluation of licensing 
agreements is a must. 


If vou now have several licensing 


the ECM. 


problem will be compounded. Sooner 


agreements within your 
or later you will have to make a choice 
that 


a healthy dev elopment. 


might 
But 


don't overlook the possibility of mer- 


and eliminate agreements 


impede 


gers. Even now some French and Ger- 
man manufacturers are engaged in ex- 


ploring this solution. 


A Foot in the Doc: 


If Vou have nO «4 aents and are 


dubious of risking vy capital and 


know-how investment in a market that 
must still go through growing pains, 
the 


writing 


considet compromise ot buving 


mito. o1 a licensing agreement 


with. European companies already in 


related fields. Of the two solutions. a 
licensing agreement 1s usually more 
Hlexible and in most instances will in- 


volve less financial risk, but it will give 


vou a foot-hold in what promises to be 
one of the world’s most dvnamic mar- 
kets. 

Sooner or later the problems stem- 
ming from the ECM and all the other 
common markets that are fast develop- 
ing will require constant, specialized 
study if these new mass markets are to 
be a source of future profits for your 
company. END 
NOTE: For those interested in studving the 
europe an Common Market in detail. the fol- 
lowing reference works will be helptul: 

e The European Common Market: New 
Frontier for American Business, edited by 
Elizabeth Marting and based on a 
conference on market 
ducted bv the International Management 
Association of New York. To be published in 
July by the Associa- 


recent 


the common con- 


American Management 


tion. L515 Broadway. New York 36 

e Official Enelish translation of the ECM 
Treatv. Available -trom the Information 
Service. Kuropean Coal and Steel Com- 


munitv, 227 Building, Washington 5, D.C., 
$1.40 

@ In its Se ptember October 1957 Bulletin 
from the European Community for Coal and 
Steel, the service listed 
many articles, pamphlets, and studies deal- 
And other re- 
cent issues of the Bulletin have several re- 


Information also 


ing with the common market. 


COLINON 


ports on various aspects of thie 


market program. 


MAY |1958 















“your copy 


ff ‘in just 





4 seconds” 






The “Thermo-Fax” Copying Machine 
--- Simplest way to copy business facts! 


You'll use this copy maker because here is the world’s cleanest, 
simplest way to copy. Only ‘‘Thermo-Fax’’ Copying Machines give 
you an exclusive dry process copying method that is completely All- 
Electric. Nochemicals. No liquids. You make copies in 4 fast seconds, 
for as little as 5¢ each. Try it in your own office on letters, orders, 
reports, or any forms you now must retype. You’ll see how the truly 
modern simplicity of dry process copying makes other methods old- 
fashioned. And you'll see a brand-new way to save time and money. ° 
Call your dealer for your demonstration now. Or send coupon for full 
details and your free copy of our helpful business communications book. 


MINNESOTA MINING AND MANUFACTURING COMPANY 
oot = where RESEARCH is the key to tomorrow 
—<~ 


_ 


Or 
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Thermo-Fax 


CS COPYING PRODUCTS 





Minnesota Mining & Manufacturing Company 
Dept. HQ-58, St. Paul 6, Minnesota 


IN y | SECONDS 


Send my free copy of your new book, Better Business Communications, and full 


details on the THERMO-FAX “Secretary”? Copying Machine. 


Name 





Company 





Address 





City Zone State 











and “Secretary” are trademarks of Minnesota Mining & Mfg. Co. 


eeeeoeeseeeeseeeeneeenseseeneeneeeeeeneeeeeeeeeeneeeneeneeneeeeeeeeeeeeeeeeeeeee.e 
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The terms ‘*Thermo-Fax” 








a professional 
salesman 








in «a 13-Ib. 
package 





Unique, new DuKane “‘Flip-Top”’ projector makes every neophyte a 
professional salesman ... Doubles the effectiveness of your experienced sales 
people! Delivers the message the way you want it, complete with sight | 
and sound. Open the lid, plug it in, slide the record in the slot, and the 
Flip-Top starts selling instantly. Ideal for desk-side prospects or small 
groups. Complete with built-in screen. Startling clarity in color or 


black-and-white filmstrip. Top voice fidelity. All for only $99.50 


also from D uKa Bw E 


completely automatic 


sound slidefilm presentation 


with the MICROMATIC 





FOR SELLING OR FOR TRAINING, the DuKane Micromatic is the industry’s 
standard for quality and performance. Film advances automatically — 
always on cue —triggered by 30/50 cycle impulse. DuKane ‘‘Redi-Wind’”’ 
eliminates film rewinding forever! Shadow-box screen built into carrying 
case, plus plenty of power for big-screen projection. 


| DuKane Corporation, Dept. DR-58a, St. Charles, Ill. 


| I'm interested in a demonstration in my own office 
D uKa RTE! , °° 0 Flie-Top O Micromatic 
CORPORATION 


Name 
Company - 


Address 

DUKANE products are sold 
anc serviced by a nation-wide City Zone State 
network of audio-visual experts 
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EXECUTIVE 
BOOKSHELF 


Brief Reviews of Timely Business Books 








The results approach 


EXECUTIVE MANAGEMENT OF PERSONNEL: 
GETTING RESULTS FROM PEOPLE by Ed- 
ward C. Schleh. Prentice-Hall, Inc., Enele- 
wood Cliffs, NX POS pages, $5.65. 


Mr. Schleh advocates dealing with 
executives and emplovees ( DRAM. 
January L95S, page 36) by a logical 
but often overlooked method: start 
with a precise idea of the results vou 
want and take the steps needed to 
achieve them with a minimum of 
waste motion. Heres how, in detail. 


Beck, Hoffa, et al. 


Pure McCiuettan Conmiurrere HEARINGS 
1957. The Bureau of National Affairs, 1231 
24th St... N.W.,. Washineton 7, D.C., 508 
pages (paper cover), $7.70 


For those who want to be sure of. 
their facts about the Senate investi- 
gations into union activities without 
checking through newspaper files or 
the 10,000 pages of the official rec- 
ord, BNA has provided a handy ref- 
erence tool. Findings are summarized 
briefly, but most of the book consists 
of a report on the testimony, mainly 
in the form of direct quotes. 


Every mana king 


THe Caprrauist MANiresto by Louis O 
Kelso and Mortimer ] Adler. Random 
House, 457 Madison Ave., New York 22, 
265 pages, $3.75. 

On the premise that 90 per cent of 
the wealth is produced by capital 
and only LO per cent by labor, the 
authors advocate a proportionate dis 
tribution of income. To make. this 
practical, they believe in making 
everyone a capitalist. Not all present 
capitalists, however will applaud the 
details of their program. 


Reflections of an ad man 


Sparks Orr My Anvit by James R. Adams. 
Harper ¢> Brothers, 49 East 33rd St., Net 
York 16, 171 pages, $3. 

Marketing men will find this book 
a source of sound observations on ad- 
vertising strategy, the creative mind, 
buying motives, media, and copy 
writing. 





For a better way to care for your nest e¢¢ 
talk to the people at Chase Manhattan 


Investment problems should never be 


allowed to interfere with the contem- 
plation of prowess. 

Small as thev are, such details as 
stock rights and records, call dates and 
coupons are frequently a nuisance to 
the nonprofessional. 

That’s one reason why Chase Man- 
hattan has a Trust Department. 

A more Important reason Is to help 
you keep your nest egg intact, and to 


make plans with you for ultimately 


conveving it to vour heirs with as little 


confusion and tax loss as possible. 

These nest egg services are imme- 
diately available to vou at Chase Man- 
hattan. The Bank will act as vour Ex- 
ecutor and Trustee, serve as Custodian 
of vour securities, ad ise VOu on your 
investments, and plan your estate with 
vou and your lawver. 

For detailed information about the 
nest eg¢g service that most interests you 


phone HAnover 2-6000 or write to: 


Personal Trust Department, The 
Chase Manhattan Bank. 40 Wall 
Street, New York 15, New York. 


THE 
CHASE 
MANHATTAN 

BANK 


-OQ 
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How Inco Nickel is helping develop 


INCO NICKEL ADVANCES PROGRESS 


This “windmill” or turbine, spun by hot gas, powers 
the turbocar. For such a hot spot, designers depend 
on Nickel to help them solve heat-resistance problems. 


your new gas turbine car of tomorrow 


It will be power-packed: the gas turbine 
engine in your dream car of the future. 
In tomorrow’s trucks and buses, too. 


Only one spark plug — 
runs on kerosene 


This new, power-packed engine is much 
lighter, much smaller than yours. It has 
far fewer parts. No pistons. No water 
system. Only one spark plug. And it 
runs on lower-grade fuels like kerosene. 


AiR INTAKE 


Not yet in production! 

Before this dream car becomes a show- 
room reality, engineers have a number 
of big problems to solve. 


One of the engineers’ probiems—the one 
Inco Nickel is helping with—is metals. 
Heat-resisting metals! 

Gas turbine engines operate up to 1600 
degrees F. These temperatures step up 
corrosion. So the job is te develop alloys 


How a gas turbine engine works 


HEAT EXCHANGE 
TO AIR INTAKE 


\WA\\\ 
‘ 


DRIVE SHAFT 


that can carry the load—that resist cor- 
rosion—at these jet-high temperatures. 
Nickel-containing alloys are just 
such metals 

This has been proved by (1) Interna- 
tional Nickel Company’s basic research. 
By (2) the experience of jet engine 
designers. 

More proof comes from the research 
efforts of the automotive and aviation 
industries—industries that can rely on 
the expanding capacity of nickel pro- 
ducers to meet the expanding demands 
of modern mass production methods. 
Inco Nickel advances progress. For a 
quick, interesting “‘why’’, write for your 
copy of our 65-page booklet, “*‘The 
Romance of Nickel’. Write Dept. 45G, 
The International Nickel Company, inc., 
New York 5, N. Y. ©1958, T.1.N. Co., Ine. 


do Inco Nickel 


é—__> 


Makes metals perform better longer 


4 
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INSIDE INDUSTRY. 





New Methods, Materials, and Equipment 





LONG DESIGN CYCLE PAYS OFF FOR RENAULT 


ALSO: Machine Tools Integrated Electronically 


By SETTING the design cycle for 


its new cars at about ten vears. 


Renault. Inc... of France has been 
able to 


duction advances in its new assembly 


achieve some notable pro- 
plant, which opened two vears ago. 
Daily production has steadily risen 
to 900 cars a day. When all the pro- 
duction lines are installed, the plant 
will turn out 2,000 cars a day. An- 
other economic advantage: Parts pro- 
duction for Renault's three lines of 
cars is integrated. 


When 


out a new 


Renault decided to bring 
model about seven vears 
avo, plans were also made for a new 
assembly plant devoted to that car 
alone. By the time the new car, the 
four-seater Dauphine was set to go 
into production, the new assembly 
plant at Flins, near Paris, was ready. 
(Incidentally, Renault engineers say 
it is harder and takes longer to de- 
sign a small car than a big one. ) 


Long-haul production problems 
and costs—are cut by sticking to one 
model, and daily production worries 
are limited by sticking to one color 
each day. (In American auto plants. 
each car is otten different in color 
as well as in dozens of other wavs 
from the ones next to it on the assem- 
bly line. 

\ number of special jigs, resem- 
built to 


hold parts in place while they are 


bling small flatears, were 
spot welded together to make the 
As the body 


and welded to the trame. the assem- 


chassis trame. is brazed 
bly moves steadily along a 200-foot- 
long railway. When the completed 
structure reaches the end of the rail- 
road, it is automatically lifted off the 
jig, which drops down into a tunnel. 
The jig then moves on underground 
rails back to the beginning of the 
body-welding operation. 


a 
Bi 


As the body now moves along on 
an overhead conveyer, doors, hood. 
and trunk lid are added. The height 
of the conveyer is carefully set to 
suspend the body higher or lower, 


M A \ Y 


‘ { ‘ 
Lod 
7 .* 


depending on the operation, for the 
convenience of the workers. 

One of the tricks is the 
coordination of the engine assembly 
line so that the 
body can be dropped automatically 


neatest 
line with the body 
over the engine-rear-axle assembly. 


In Detroit it takes 
men to drop the motor into the body 


ustrally several 


and the body on the chassis. 


The dav the plant was inspected 


’ } ] ] ] 1] } 
The height at which these ill-welded 


| ’ 
planned ae) worke! CORN ChILICTICS anda emet 


. ’ , , ¥ ’ 
Prance Wide-aisled and wel] lighted, the 





Body-assembly and engine-assembly lines : 


Dauphin DOCIES AaY’re 


DR&MI editor. the assemblh 


line was turning out 92 cars an hour 
about the 


by cl 


same as 1n American 


plants. 

Parts are delivered to the assem 
bly line by a varietv of means—tork 
truck, tow truck, or overhead con 


vever, depending on which is most 
economical and Hexible. 
With its 


sembly line, and good lighting. the 


wide aisles straight as 








] 1} ] 
* SO caretully coordinated electronically that 
, 


the bodies automatically drop over the rear-mounted engines without any help. Thi 


operator above is starting to make connections between the engine and the car heate1 





HIT THE 


O] Billion Dollar 
Bulls-eye: 












Locate your business in New Jersey 


...in the geographic center of the world’s richest market. 
Whether your market is industry or the consumer, you can 
serve it best from New Jersey. 52 million people with a net 
spendable income of 91 billion, living within a radius of 250 
miles — overnight delivery. 

Nowhere else in the world can you find anything like this 
buying power concentrated in a similar radius. 


WRITE FOR 


pace BOOK 


“NEW JERSEY INDUSTRIAL GUIDE” 
for complete information on: 

® Major Markets @ Diversification 

@ Skilled Labor © Center of Research 
@ Transportation @ Favorable Taxes 


New Jersey State Promotion Section 951—K 
Dept. of Conservation & Economic Development 
520 East State St., Trenton 25, N. J. 
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| 
Stamped-out door panels ire automatically 


\ tke ut of this ( learing pre s by il) «lll 
} 


operated mechanical arm il Renault [rie 


Flins plant is a lesson in plant con 
struction, contrasting sharply with 
the older prewar Renault plant. at 
Billancourt where motors for all 
three lines of cars are made. 

\t the casting plant unusual inte 
gration of parts production has been 
achieved, The piston rings tor the 
Frigate, the largest model, are cast 
LOO at a time attached to a_ tree 
trunk-like support. Without adding 
to the cost of the operation, the pis- 
ton rings tor the Dauphine are cast 
inside the larger rings, and the valve 
seats tor the Dauphine inside those. 

The Dauphine uses the same en 
gine block as the smaller, 1946-vin 
tage 4CV, with a thinner, centrifu 


gally cast cvlinder liner tor more 


power. The engine blocks are ma 
chined on an automatic, operator- 
less line. comparable to the auto- 
matic-transfer machines in Detroit. 
However, most of the metal-cutting 
and transter machines (and gantry 
cranes, too) are home-made by Re 
nault, in sharp contrast to American 
practice. But the big stamping presses 
at Flins are made by Clearing, either 
in Chicago or in France by a licensee. 
Renault is a major machine-too] 
producer, but most of the money 
earned from estimated 1958 sales of 
60.000 low-cost Dauphines in the 
United States will pay for American 
machine tools bought by Renault and 
other French manufacturers. 
Although operated like a private 
concern, Renault is government- 
owned. However, only one man- 
Pierre Dreytus, the president—is a 
civil servant. As a result, some of 
the lower-ranking executives receive 
larger salaries than Dreyfus’s approx- 
imately $20,000 a year, which is low 








... with a hardboard type, 


texture and thickness 


for any design 


or production 


need 


Choice of thickness, 1/10” to 2” 
Choice of densities 
Smooth or textured surface 

e Perforated 

e Special effects 

Works beautifully...takes 


almost any finish...resists im- 
pact, wear and moisture. 
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@Masonite Corporation —manufacturer of quality panel products 


Masonite Corporation 
Dept. 1-1 
Box 777, Chicago 90, Lllinois 


Please send latest design and production 
information on Masonite panel products. 


) Please have your sales engineer call. 
Name 

Address 

City 


Zone County 





, % Missile components. Space 


down-to-earth COSTS. SO missile 
missile components produced I 


method reduces weight witho 


time and reduces production costs. Often improves product appearance. 





¢ 
Age wartare must be conducted on 
designers and production men call for 
9y Hackney Deep Drawing Method. This 
ul sacrificing strength, saves assembly : 








cs 


lift trucks saves money. Many lift truck users 
are converting to 
lightweight, removable cylinders 


Safety, 


Double-bottoms. 
Cylinders are 
end attacks of rust and COrrosion tt 
of greatest weat 


tO maintain and repaint the sce new cVvil 


CLARK 


Lift truck cylinders. LP-Gas power tor 


Hackne \ 


noted tor 


| 1?-¢ mis 


UST 


convenience and tor. easv handling. 


New Hackney LP-Gas 


. , 
made with double bottoms to 


the area 


ltalsous easter and cheaper 





Shapes that reduce the cost of 
production, fabrication and service 


Steel barrels and drums. Hackney containers 
— smooth, crack-free, easily handled—are 
designed to cut costs for handling a wide 
variety of products. Available in steel, stain- 
less steel, nickel...with or without covers... 


t-sided or bilged. Meet various IC ¢ 


Straign 


specifications for chemicals, oils and foods. 


Pressed Steel Tank Company, 1465 S. 66th St., Milwaukee 14, Wis. 


Pressed Steel 


Double-barrel tank trucks—for double- 
barrel attack on LP-Gas bulk delivery costs. 
Basic design and quality construction make 
even the lowest priced models efficient, safe 
trucks for fast, profitable delivery of LP-Gas. 
Available in capacities, conveniences, prices 
to meet all your delivery route requirements. 














Still fabricating “first”! Downingtown 
Iron Works Division pioneered in building 
this highly efficient, welded carbon steel 
ammonia sull. Weighed 60,000 pounds! 
Close tolerances were required on all parts: 
beils, trays and weirs. 


risers, riser slots. 


We're proud of our engineers and welders! 


Manufacturer of Hackney Containers 
for Gases, Liquids and Solids 





Heat Transfer Equipment 
Steel and Alloy Plate Fabrication 








by American standards tor a man 
who runs a 60,000-emplovee organi- 
zation, the largest in France. 


Speed-up for small-lot jobs 


For the first time a line of 
eral-purpose machine tools has been 
linked together electronically. De- 
troit has long used lines of special- 


gen- 


purpose tools linked mechanically in 
million-dollar set-ups. But these tools 
can only make one part and only pay 
off in large volume. Digitape, the 
new electronically controlled system 
made by Hughes Aircraft Company, 
can be applied to small-lot produc- 
tion, the 
number of metal-cutting jobs. So far. 


which includes greatest 
a milling machine, a boring machine, 
and a magazine-type drill (see photo, 
page 62) have been linked together. 
But the system can be applied to 
four, five. or more machines, with 
automatic transfer between stations. 

All three machines cut at the same 
time, and each can be working on a 
different kind of part. A computer 
takes information from three tape 
interpreting the 
punched tape associated with each 


readers at once. 
part. (One tape carries the instruc. 
tions for all three tools, stopping the 
part in front of each in turn. The 
tape also controls the speci il jig on 
which each part sits. While the three 
tools are cutting, the operator loads 
another block. 
cutting So 
per cent of the time. contrasted with 


a fourth jig with 


Therefore, the tools are 
about 20 per cent for the average 
machine tool. 

The prototype Digitape line, which 
has been making parts for the Hughes 
Aircraft Company plant in El Segun- 
do, Calit., since last Fall, can handle 
parts up to 12 by 12 by S inches in 
size, ‘but the next model will take 
18-by-18-by-12-inch blanks. There is 
no technical reason why machines for 
handling even larger blanks can't be 
Kearney & Treacker of Mil- 
waukee, Wis.. designed the three spe- 
cial tools, but Hughes will supply the 
system for use with other manufac- 


made. 


turers tools. 

It takes about two days for a plan- 
ning engineer to study a part and 
prepare the instructions for the line 
of integrated tools. These instructions 
are punched on tape in a special ma- 
chine, which can be operated by ordi- 
nary office help. Only one holding jig 
has to be made for each part, in con- 
trast to the six to eight jigs normally 
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SIX REASONS WHY 
THIS NEW T.1.M.E. 
TERMINAL IS AN 
ARMCO BUILDING 


1. Low cost per square foot 
2. Minimum delay in erection 


3. Maximum obstruction-free 
space 


The new T.I.M.E. Incorporated 
truck terminal at Memphis, Ten- 
nessee, is a model of efhciency. 
Post-free 


skylight panels and many built- 


interior, transparent 
in features such as truck-level 
docks, underfloor dragline con- 
veyor, 6000-lb. capacity over- 
head track and flush platform 
dock scales make this 80 x 120 
Armco Building the last word 
in rapid and economical cargo 
handling. 

The new T.1.M.E. terminal is 


an excellent example of how 


ARMCO STEEL BUILDINGS 


238 Curtis Street, Middletown, Ohio 


Name 
Firm 
Street 


City 


Armco Drainage & Metal Products, Inc. 


Send me information on Armco Steel Buildings for: 


Approximate size 


$e 7, a hnadl > » oe 
4 =x _ me . . 
{ P pe ae 





ry. Nai ‘ 


—_ 





4. Weathertight construction 


5. Noncombustible 
building materials 


6. High-quality construction 


each Armco Building is built 
around a business. Pre-engi- 
neered Armco Buildings can be 
assembled in an almost unlim- 
ited combination of sizes, shapes 
and arrangements—with floor 
space from 28 to more than 
100,000 sq. ft. 

Regardless of how unusual 
your building needs might be, 
there’s an Armco Building for 
the job. So. before you build, 


be sure to get the full story on 
Just 


Armco Steel Buildings. 


send the coupon. 











A-F Live 
Storage Racks 


Basis for 
the automatic 


~ warehouse 


Send for our booklet. 
‘“*‘4-F Live Storage Ra j rc 
A New Management Method”’ 


* 











Each l ‘esa 
ane ina fos shevens rack is a eee. pa gravity, it moves stored 


CE Se 5 


items from the loading side of the rack toward th APOC 
e unl 
eat) (2 emi gm 


Wnere they ar are 2 easily removed. Live eam can be completely automatic. 














A-F Conveyors 


The Alvey-Ferguson Company, Dept. V J-3, Cincinnati 9, Ohio 
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Phas drilling TEacke hin iS one ot thre tools 

1 thie bier llug hes Divitape line Of eles 

tronically contre i dl ceneral PUT POse ir 
} { 


chine tools. It has a magazine of twenty 
different clrills \ transistorized computer 


“reads” i punched tape Tite St lects the 
right drill, turning the workpiece so that 
holes can by detitos! 1} Hn | thi Si\ sich ‘ 


no a series of 


used to hold one part 
machines.: Instead of making spare 
parts for inventory, only the can ol 
tape, a single jig and cast blanks 
need to be stored. Whenever a re 
placement is needed. the tape. jig. 
and blank Cilll be mounted on the 
Digitape line and finished in less than 
30 minutes, 

\Ithough the Digitape system has 
special significance tor the aircraft in 
dustry. with its crash programs short 
runs. and frequent design changes 
it can be applied to: anv. short-run 
metal - working operation making 
parts that come within the workpiece 
limits of the svstem 

An informal DR&ME survey of top 
production people in the airplane in 
dustry revealed considerable enthu- 
siasm for the Digitape system. As one 
leading engineer puts it, “This means 
that were finally ahead of the Brit 
ish in. electronic control of machine 
tools. All of the LOO or so numeri- 
cally controlled contouring millers in 
the United States. each of which is 
more complicated than any of the 
single tools in the Digitape line, are 
used in the aircratt industry. 

The Hughes system. costs about 
$125,000 per tool and associated tape 
reader, so that the present three-tool 
svstem costs $375,000. However, the 
inventors of the system say that it 
can pay off in about two years if 


properly loaded. —M. M. 





Now... your dictation can be effortless with the all-new, all- 
transistor Dictaphone Time-Master—the automatic dictating 
machine.Touch-button eontrols—right on the new mike—make 
written communication as easy as telephoning. And your voice 
on the exclusive Dictabelt record is unmistakably clear, can’t 
be accidentally erased. You make corrections and changes with 
touch-button ease. The beautiful new Time-Master is the near- 
est thing yet to automation in dictation. This obliging machine 
will help you get ahead...help your secretary keep ahead of 


her work. Her transeribing Time-Master is just as automatie. 














Get the whole exciting story. Call your local Dictaphone office 


and demand a free desk trial. Or write us for full-color booklet. 


Dictaphone Corporation, 420 lexington Avenue, N. Y. 17, N. Y. Service you con depend on the world around. In Conoda, write Dictophone Corporation, ltd., 204 Eglinton Ave 
East, Toronto in England, Dictaphone Co. ltd., 17-19 Stratford Place, London W.1. Dictaphone, Time-Master ond Dictobelt are registered trademarks of Dictaphone Corporation 
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500 feet long and 48 feet wide, this building was made entirely 
of deeply formed i8-gage USS Galvanized Steel Sheets. 


ee Need 
a strong building 
ina hurry? 


This building could be extended lengthwise coast 
to coast and it wouldn’t need one pillar for sup.- 
port. It has all the structural strength it will ever 
need right in the USS Galvanized Steel Sheet walls. 
It wouldn’t take long to build it either, because the 
corrugated steel arches are pre-formed and easy to 
bolt together. 500 lineal feet of this building was 
erected by six unskilled men in only 17 working 
days! 

Consider this kind of strong, economical, fast 
construction with USS Galvanized Steel Sheets 
when you need more plant or storage space. We'll 
be glad to see that you get complete, free informa 
tion about steel buildings. 


United States Steel Corporation 
Room 2831, 525 William Penn Place 
Pittsburgh 30, Pa. 


I'd like to have more information about factory-built 


steel buildings for the following uses 


Name ey ers et ee eee 
Company Name Pr ee 


Street 


ee 
Se 


ae State 


(Your request for information will be forwarded to the manufacturers 
of these buildings and you wi!l hear directly from them. There's no 
obligation on your part.) 


l Send information to: 


2 Bolting is quick and easy and, inside, every foot of space is 
usable because the roof and sides are made from a series of 
galvanized steel sheet arches that support themselves. 


United States Steel 
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BETTER HIGHWAYS 
continued from page 33 


and equipment. But that’s peanuts Com- 
pared with the long-range outlook. 
Construction requirements alone are 
stupendous. The American Road Build 
ers Association offers these estimates 
of total needs between 1956 and 


L972 


Bituminous material 130 million tons 
Cloment 1.5 million barrels 
explosives 2 billion pounds 
Paint 75 million gallons 
Petrolesim produc ts 13 billion gallons 
Steel 50 million tons 
Prafhic signs 12 million units 


Manufacturers of heavy construc- 
tion equipment are anticipating a rise 
in sales of 150 per cent or more when 
the maximum demand is reached, ac 
cording to ARBA. A big market for 
items as varied as aluminum, seeds 
fertilizers, chemicals, engineering and 
SuUPVeVIng tools. electronic digital COll- 
puters, photographic supplies, — light 
bulbs, and even aireraft is also pre- 
dicted. 

When the program reaches _ its 
spending peak in the early 1960 s. 
about 442.000 men will be emploved 
on highway construction—22 per cent 
more than in 1956. The rule of thumb 
is that it takes three men behind the 
lines to supply equipment, materials, 
and services for each worker on the 
job site. If that holds, the program will 
eventually account fon more than 
120,000) nonconstruction jobs. 

Meanwhile, one out of every seven 
workers depends on highways for his 
job. That includes the manufactur- 
brie, sale, servic iy, and commercial use 
of vehicles. As highway use mcreases 
with the completion of new and im- 
proved roads, this employment will 


GVTOW. 


Industrial Strips 


In discussing other effects the high- 
way program will have on business 
and industry, E. M. Boerke, president 
of the Society of Industrial Realtors, 
points out that industry today wants 
lots of land for its big facilities, so 
much in fact that few metropolitan 
areas can accommodate them. (For 
example, ten of the newest Westing- 
house manufacturing plants are on sites 
averaging 9O acres each.) As a result 
of this trend, Boerke says, industry 
is locating new plants in corridors, or 
strips, along major highway and _ rail 


routes. Of course. these corridors are 


KA 








GAIN SPACE! 


with one of these RAYMOND 


narrow aisle pallet trucks! 


ELECTRIC 
TIERING TRUCK 


Raymond made the 6 foot 
aisle possible! Tier pallet 
loads with ease . . . increase 
warehouse capacity 50%. 
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REACH-FORK 
TIERING TRUCK 


The electric truck with “boarding 
house reach”! Easily operates 
in narrow aisles using existing 


racks and pallets. 


HAND PALLET TRUCK 


Most widely-used hand pallet 
truck in America! Light- 
weight . . . easy to man- 
euver . . . hydraulic lift and 
lower. 







ELECTRIC PALLET TRUCK 


Romps up ramps. Battery 
powered truck for continual 
pallet handling . . . does 
the work of 3 hand trucks. 


=e =e ee =e eee eee eee eee eee eee eee eee ————— — — ee ee = < oe 


The RAYMOND CORPORATION 


4664 Madison St., Greene, New York 
Send FREE RAYMOND Bulletins: 





[_] Lightweight Hand Pallet Truck 











NAME TITLE 
[] Electric Pallet Truck 

COMPANY 
[_] Electric Tiering Truck 

STREET 
[] Reach-Fork Tiering Truck 

CITY STATE 
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the town 
that put the roof.on 


x 


PARDEEVILLE 
WISCONSIN 


What does the State of Wisconsin 
offer to up-and-coming industry? You'll find one answer in 
the village of Pardeeville (population 1100) where they make 
the big electric scoreboards you see in every major league ball 
park—from Milwaukee County Stadium to Yankee Stadium. 


Three years ago, All-American Scoreboard Corporation be- 
gan to outgrow its original Pardeeville plant. Neighbors in 
town saw what was happening. They got together and raised 
$80,000 to finance a new factory. Then, when construction 
lagged, the community took the initiative again. A crew of 
100 volunteers took a day off from their stores and offices to 
put a roof on the building. They nailed down 30,000 board 
feet of lumber in seven hours! 


In Pardeeville, as in other Wisconsin towns, folks seem to 
know how to get important jobs done. Everybody pitches in! 
Call it community spirit. Or call it good-neighborliness. By 
any name, it’s an asset Wisconsin people have and to spare. 
No wonder this triggers industrial progress! National and 
local firms are currently investing more than $150 millions in 
Wisconsin plant expansions. 


If you want to know more about the grass roots 
support Wisconsin Communities offer expand- 
ing industry, write Robert Koob in the Gov- 
ernor’s Office, Madison. Ask for the WISCONSIN 
INDUSTRIAL FACT BOOK. 


Division of Industrial Development 


” 
Governor's Office WISCONSIN 


Madison 2, Wisconsin 














satellites of metropolitan areas. They 
do not go on endlessly along an express- 
way, for as Boerke Savs, “We are not 
going to have many large plants (100,- 
OOO square feet or over) out in the 
cornfields.” But an immediate result 
of the interstate program will be the 
development of an industrial fringe 
around metropolitan centers. 

In the long run, the modernized high 
way system, linking nearly every U.S. 
manufacturing center with high-speed 
roads, will set the pattern of U.S. in- 
dustrial growth for several decades. 

Industrial realtors are plugging for a 
maximum amount of prime industrial 
land along the new highways and_ for 
the integration of other systems of trans 
portation with the new roads. Rights of 


wav that will best serve industry are 


THE AUTHOR e A free-lance writer on 


business subjects, Ravv Mitten served for 


six vears with U.S. Chamber of Commerce 





as editor ot legislative public ations. Mr. 
Mitten began his career on the staff of the 
Akron BEACON JOURNAL. After five’ 
vears, he went on to spend another five 
years in the Washington Bureau of the 
Knight papers. Born in Akron, he now 
lives in Washington, D.C, 





being discussed with = state highway 
commissions. The thorny problem. of 
getting prime industrial land zoned for 
industrial development, by — nature 
slower than commercial or residential 
development, is also being tackled. 
Land values are kicked sharply up- 
ward by the new expressways. In some 
areas along the 427-mile New York 
Thruway, prices rose from $600 _ to 
$6,000 an acre. In communities near 
Boston's 24.9-mile Route 128, they 
jumped as much as 700 per cent. Right- 
of-way land for the Baltimore-Washing- 
ton Parkway was acquired for $250 to 
$350 an acre. Now property adjacent 


to it sells for $3,500 an acre. 


Business Magnet 


Sales appear to be brisk, too. For 
example, 140 new companies (not in- 
cluding eight industrial parks) had 
sprung up in communities along. the 
Boston expressway by last December. 
Eighteen more were under construction, 
A year ago the New York Thruway 
had already attracted $400 million in 
new industries and businesses. 

The superhighways attract not only 
industrial plants but also huge shop- 
ping centers and even office buildings. 
For instance, the big Westchester shop- 
ping center grew up along the New 
York Thruway. 


DUN'S REVIEW and Modern Industry 











Will the big cities get hurt in the 
long run? 

Generally speaking, the answer is 
“no, but some city planners are afraid 
that cities will be hurt unless. high- 
way officials plan the location of the 


new roads 1] close cooperation with 


housing authorities and others respon- 


sible for urban redevelopment. 


Dressing Up Downtown 


Central business. districts are not 
likely to suffer. Actually, because. of 
the prospective stimulus to business 
activity from the new highways, plans 
to improve city interiors are being em- 
phasized. In several large cities (Den- 
ver, St. Louis, Baltimore, Cleveland, 
Indianapolis, and Pittsburgh, for in- 
stance), business men already have 
planning programs under way. 

Decentralization of industry as a re- 


program will be 


sult of the highw ay | 
confined to moves that will help in the 
redevelopm Hit ot slums and othe 


blighted City areas There will be no 


] 
wholesal S( ittermg ol HOUSING, Cus- 


, YY ‘ 
tomers, Ml RLDOr, according to Gen. 


Prentiss of ARBA, 


It has been demonstrated that ex- 


] 


presswayvs benefit: cities by rerouting 
} ] } 

heavy through traffic and providing ac- 

cess connections with the citv interiors 

s | } 

ne highway provgvran 


might Cvenm reverse the Hight Of resl- 


Eventually 


dents from cities. This would mean that 


lj net “ry | 
11\¢ Ii cltldi GAbPOUG 


} 1] 
PPhthiy people WOLIC 
Cities and qdrive out to work, 
\ recent industrial survey cites Gen- 
.* 7 1 
eral electri aus saving that one ot the 
company s mmportant gains trom locat- 
‘ 
| 
ing along modern cross-country high- 


transportation facilities for ou 


WiaVS IS 
emplovees 
Other benefits pointed out by CE are: 


ry ] 
@ The availabilitv of intercity and in- 


terstate truck lines. 


@ The advertising obtained by having 
a plant visible from an expressway on 
which thousands ol people Pass daily. 
@ The economy in setting up a system 
of satellite plants that are easily acces- 
sible to each other. For example, CE's 
electronic plant 1) SVFACUSE 1S relatively 
near, by the New York Thruway, to 
other G-E plants in Buffalo, Auburn, 
Utica, and Schenectady. 

The industrial development already 
stimulated by the interstate roads, of 
which 6,000 miles (free and toll) are 
now in operation, includes some plant 
relocation but mainly represents ex- 
pansion. The effect is a spread-out that 
will grow with the highway system. 


Those closest to the program believe 
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OXFORD PENDAFLEX: 
Hanging Folders make 
top and bottom drawer 
FILING SASSY! i: takes a tor of dieing to gor at ol 


style filing fol lers, jumb led i in the 
difficult top and bottom pi rs. 

But when folders are Oxford Pendaflex, 
file clerks have no trouble. 

These remarkable hanging-sliding folders 
publish their identity, and offer their con- 
tents instantly in any drawer. 

File clerks can forget follower blocks, 
two-handed opening of working space, shov- 
ing papers down into place. The time and 
effort saved results in lower payroll cost, 


















tw an end to most misfiling, and a records 
7 i sred far a her ti 
department gearet tor service rather than 


delay. 
Oxford Filing Supply Company, Inc. 
Garden City, New York 






¥— — ——— —— —— --, 


OXFORD FILING SUPPLY COMPANY, INC. 
2-S Clinton Road, Garden City, N.Y. 














fy d Please send free “File Analysis Sheet” and | 
)0 Oxford Pendaflex Catalog. 
name a cn | 
FIRST | 
Se a eee 
NAME 
IN FILING STREET — aenpeenietememmamcent> “A 
CITY states 








What does it cost your company 
nh. 


to store materials? _ = lly. 
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OUTDOOR STORAGE FREIGHT 
PALLETS - ENTRANCE i 
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Alert management men are re-evaluat- 





ing their storage methods and equip- 
ment. They are finding that traditional 
storage procedures are very often a drag 
on efforts to hold down production 
costs and improve profit margins. 


The Load Lugger System of detachable 


container bodies handled by one Load 
Lugger truck provides the advantages 









of low unit cost mass handling and 

storage. It is readily adaptable to your 

plant's day-to-day — even hour-to-hour 

— needs. Load Lugger containers* pro- 

tect materials from contamination or , 

pilferage and help increase safety in 

the plant. Load Lugger pallets and bar 

sling attachments permit efficient utilization of low-cost outdoor storage space. 

The Lugger’s open deck is ideal for handling big pieces and odd shapes such as 

machinery and castings. 

An investment in the Load Lugger system can be an important factor in winning 

the battle of costs and profits. Dozens of companies have found this to be true. 
Let us give you all the facts. Write today for the name of your 


| OAD nearest dealer. 
*1 1, to 16 cubic yard capacities 
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SELF-UNLOADS 


SELF-LOADS HAULS 





that it will 


business 


mean. greatly expanded 


ss 


and savings—in lives as well 
as dollars. 

traffic deaths are 
narrow, congested, 
And there were 40,000 trat- 
1956. The fatality 


controlled- 


Two out of five 


caused by winding 
highways. 
rate on 

high- 
that on 


other roads and streets. When complete, 


fic deaths in 
divided-lane. access 


ways is 50 per cent less than 


the interstate: system 1S expected to 
carrv 20 per cent of total vehicle mile- 
trathe 


msurance 


ave. This should mean tewe 
fatalities and reduced vehicle 


rates, 


Counting the Blessings 
detailed ad- 


result 


other 


should 


Here are a tew 


Vantages that from com- 
pletion of the highway program: 
7 reer. 


between 


fastel movement ol materials 


major manufacturers and 


thei suppliers should lowe production 


costs. 
@ Less wear and tear on the one out 
of everv three trucks and one out ol 


every seven autos owned and operated 
should 
to ship produce faster, 
With expansion of the 
better food at lower 
available to all. 

should 


estimated 8500 million a vear 


by tarmers that farmers 


will be able 
farther. 


markets. 


mean 
and 
hence 
farmers 
prices should be 
@ \Notorists generally save an 
through 
lowered operating costs. 

@e it is that 
vehicles will save $825 million a vear. 
trucker whose 


the New York 


Thruwav savs his trucks seldom suftter a 


estrmated commercial 


For example, one happy 
vehicles regularly ply 


scratch 
bill is 


enough to cove! 


now and his vearly 


by $50.000 


MWistirance 
than 
annual toll charges of 
$48,000. He is able to recap 79 per cent 
ft his tires, compared to 25 per cent in 
And the 


permits the use. of 


down Mire 


pre- Thruway davs. elimination 


ot steep orades 


smaller, lighter tractors—which cost less 


to begin with and can carry heavier 


pavloads. 
@ Travel, which is among the top three 
26 states. 


And this will mean not just 


industries in will get a boost. 
boost for 
but tor all 
kinds of vacation equipment. 

In tact, the stimulus of the new 
likely to be felt all the 


Detroit automobile 


local real 


hotels. motels. and so on 


highways is 


way trom and its 


plants to estate dealers. 


builders. suppliers, bankers, and insur- 


ance agencies. From a capital invest- 
LOAD LUGGER, INGERSOLL KALAMAZOO DIVISION ment viewpoint, this national road- 
BORG-WARNER CORPORATION building program could prove to be 





1965 North Pitcher Street, Americas most domestic 


EXPORT SALES: BORG-WARNER INTERNATIONAL CORPORATION, CHICAGO 


68 DUN'S 


Kalamazoo, Michigan, Telephone Fireside 5-350] significant 





achievement. END 


REVIEW and Modern 


Industry 





as 
Ps 
Reeenil 











VY) 





vay 






C. 








% 


\/ 


VV 









a 






» A 








y ~ 
WHEN you consider expansion 
... the most important 
investment you can make is in 


the creative ability of men. 


FELUOR 


The Fluor Corporation, Ltd. 
Engineers & Constructors 
2500 S. Atlantic Bluwd., Los Angeles 
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efficiency 
at your 

fingertips 


MORRIS SAFE-T-SET 


Smoothest writing pen and 
ink set. Can’t leak or spill. 

Holds 2 full oz., easy to fill. 3) 
17 & 





MORRIS MEMO HOLDERS 


Keeps memos neat and 
handy. With or without ball 


point pen attached. ® 





MORRISHARP ELECTRIC 
PENCIL SHARPENER 
Starts automatically. Stops cutting © 
when pencil is perfectly sharpened. 9 


* Med., fine, ex. fine Bale 





MORRIS ASH TRAY 

Big, sales-meeting size, with 

removable _ liner. 
Matches modern office decor. 7) 


MORRIS PHONE REST 

Frees both hands. Easily 

attached and adjusted. Fits all 

phones — either shoulder. ¥) 
@oe _ 








MORRIS TRAYS — 

LETTER & LEGAL 

Rear suspension gives easy 
access. Stack to any 

desired par 


‘ i aad 








Ask your stationer for these 
MODERN DESK TOP ACCESSORIES 


BERT M. 


Dept. A, 8651 WEST THIRD STREET, LOS ANGELES 48, CALIF. 


WRITE FOR FREE CATALOG. Write today for the Bert M. Morris Co. 1958 
catalog of modern desk top equipment. You will find it a big help in your 
office planning. 
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FUTURE EXECUTIVES 
continued from page 35 


Finding the company that is right fon 
him, and performing successfully within 
it, is not so simple as the college senor 
may imagine. If he has shown some 
abilitv, he may receive a dozen or more 
offers. How can he determine which 
company will give him the best oppor 
tunity to build a satisfying career? A 
wise choice is just as important for the 
company hiring him as it is for the young 
man himself. Both have a stake in his 
SUCCESS. 

At Ymerican Brake Shoe We Urge 
men we interview to realize that a career 
rathe) than cl job IS involved it s not 
enough to examine the financial state 
ment or credit rating of the company. 
Financial strength alone does not guar- 
antee a fair chance for the recruit 

Nor, we point out, is it enough to get 
Into an expanding and nportant field. 
The automobile field) expanded, but 
most early automobile manufacturers 
went out of business. If the COMpPany Is 
to remain profitable—or even solvent 
it must take steps to meet Competition, 
to diversity. and to keep abreast ot the 
future. It must be Willing to risk stock 
holders money on research 

An extremely high Starting salary may 
be a great advantage—or it may be a 
signal that the company has to pay that 
much to offset disadvantages \ job with 
a prestige title but no basic training 
(like special assistant to a top execu 
tive) mith lead the recruit into a blind 
alley, with nowhere to go after his chief 


retires, 


Stop, Look, Look Again 





Phe recruit should not bi pressured 
Into a CHU k decision because “the com 
pany can't wait.” This statement is sel 
| dom true. Most worthwhil opportuni 
ties will stand still for examination. In 
| fact, executives who are serious about 
| management development will not hire 
| In too much of a hurry. They want to 
| become well acquainted with the candi 
date—and in the process the candidate 
can learn a real deal about them and 
about the company, 

\ plant visit will enable him to get his 
own impression of the conipany climate. 
Also, he can ask men who graduated a 
few vears earlier and went into” this 
same Company how they are doing and 
what their opportunities are today. Are 
they still sold on the company? Are they 
happy in their work? Are they satisfied 


with their financial progress? 











Whimsical as it may seem, we think 
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the first thing a young man should look 
for in a job offer is the possibility of 
happiness. This viewpoint is more 
practical than it sounds. Our experience 
has been that the man who enjoys his 
work can give more to it and, therefore, 
has a greatel chance of succeeding. 

It's foolish to urge a man into a pro- 
duction job if he would rather do re- 
search. In one of our divisions we have 
a vice president of manufacturing whose 
eves light up at the sight of the daily 
production reports. To him, they are ex- 
citing reading. 

But we also have lab men who would 
be bored with production. Once they ve 


figured out how to make a product or 





THE AUTHOR ©®* Betore 
hecoming chairman of the 
hoard of American Brake 
Shoe Company, William 
Barns Given, ]|r., was its 
president for 21 years 
Under his Ie adership the 
company expanded into a 





large, diversified manu- 
facturing enterprise, { zealous advocate of 
division of responsibility in company man- 
agement, Mr. Given has expressed his 
management philosophy in two books. 
Bottom-Up Management and Reaching Out 
in Management, both published by Harper 
& Brothers. He is a director of several con- 
CeCTTIS besides his OWT) and a leader lt} 


church work in New York City. 





conduct an operation, they want to move 
on to the next problem. 

Most production men hate the thought 
of selling. Conversely some of our sales- 
men, even though they have excellent 
technical backgrounds, see little fun in 
manufacturing. There is room in a busi- 
ness for all these types and more—and 
each will achieve most and give most 
to his company if he does the work that 
makes him happy. 

Actually, a decision on a field of activ- 
ity is one that few can be sure of at the 
age of 22. That is one reason for our 
flexible training program, with consider- 
able mobility between departments and 
divisions, at American Brake Shoe. 

A surprising number of recruits have 
changed their minds. For example, a 
purchasing vice president and a district 
sales manager started as apprentices in 
production, and at least one engineer 
began in sales. One of our most valuable 
production men had his heart set on re- 
search. As a researcher, he developed a 
special process of precision casting. It 
became his responsibility to teach this 
to production people. He enjoyed the 
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We'd better be sure there'll be 
control of our shipment 
to all points. 


We'd better route it 
Eastern Express, Inc. 
They move goods through 
these major “Gateway” 
centers in every 
direction. 








We couldn't do better than use the motor carrier 
with always-dependable, on-time facilities 
and services... the carrier with more “go-how”.* 





At Eastern Express, Inc., we look at shipping problems 
from your point of view. You want a combination of 
speed, dependability and minimum cost. Eastern 
Express, Inc. goes all-out to provide it. 

It’s done by a balanced fleet of trucks. By versatile 
handling equipment. By modern terminal facilities. By 
between-terminal teletype service. And by reducing in- 
terminal time to a minimum. The result: greater efh- 


ciency and economy for your TL and LTL shipments. 





EXPRESS, INC. 


General Offices: 128 Cherry Street, Terre Haute, Indiana 


Connecting the Midwest with the Eastern Seaboard: Akron ® Baltimore * Bethlehem 
Bridgeport * Chicago * Cincinnati * Cleveland * Columbus * Dayton 
Evansville * Fort Wayne * Harrisburg * Indianapolis * Jersey City 
Metuchen ® Philadelphia * Pittsburgh * St. Louis * Trenton * Zanesville 
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} experience so much that he asked to be 
) transferred to production. 
Although they changed fields, none of 
| these men felt thei apprenticeship had 
been wasted. Thev learned the funda- 
. 
Provides Lower Cost — remain the same in all management jobs. 
rs . ° , : 
QU CUS Me CRU MCCS CLIM | Apprenticeship Is Not Cloud 7 


The recruit should not be led to ex- 


mentals of working with people, which 





pect a perfect situation. Most companies 


Success of modern mass production invariably depends on complete inter- interested in executive development will 
changeability of parts. Thus, processing procedures that provide consistent do some adjusting to the learner—but he 
accuracy at high production rates are required—Microhoning machines too must adjust to the company. 

, having automatic Microsize gaging The point is that in’ industry the 


- : i recruit is still a learner. He must be 
assure “all parts are created equal 

: Willing to learn the jobs he will later 
at a faster rate and at lower cost. 





supervise. Hie must be prepared and 

The variety of work piece and | if necessary taught—to exercise con- 
processing factors that influence auto- | siderable tact. The man who shows him 
matic sizing are too diversified to be how to make a mold or pour a casting 


; . . ly cyt ] f¢> ) } (ye 
encompassed by a single gaging tech- is probably not slated for a manag 





} :*T r } , 
. os a . : : | ment QOD. ERs Creates | delicate Sittia- 
nigue. Thousands of Microhoning | | pene | | 
; . 7 | tion Which will deteriorate if the 
applications have verified this fact. | 
ror :, ' , : | Crames parades a sense of his superior- 
Therefore, through its continuing pro- | ., ) 
. . : Bay 
gram of research and development, | ee ee 
« C Dive Of thy most PPPDPOOE CAT) ASSCUS al 
Micromatic has designed SeN eral | wl Ve) e.dll bave 1S thie espect and 
automatic gaging devices—each pro- | liking of hourly paid emplovees. Hf he 
vides advantages for specific types of cant earn. this liking while he works 
use. Typical of features to be found | shoulder to shoulder with the men, he 
° . : . | ! } ] P 
in Microsize controls are the follow- isnt likely to earn it later on 
ing two examples: | \ te ature Of bursinn SS lite that Prd \ lye 
fairly new to some tramees is team play. 
EXPANDING GAGE MICROSIZE GAGE RING MICROSIZE | At school, the student earns his grades 
sai | primarily 1) mcdiviciual 1 >< rrormanes lh 
:, 
} : | ? } \ an rT )T IG) 
I Gage wear held to a minimum—gage 1 Simple to operate and maintain. | industry too he ll have the Opportunity 
enters work collapsed. ; ; ; to shine as al Individual baat he will 
> Fine : a . 2£ Geometric accuracy—free-floating | . ne 
« Fine size ac justment through a range | ond ail alec dye nidged by his abilityw to. tune- 
of .010” on diam ne Seeae ee yee | | 
: Alic , i ' 
re ; ; : . | tion as part of a team. That is. he must 
3 Geometric accuracy—free-floating tool 3 Diametric accuracy—.0003” or less. | 


and Or part. learn to VIVE his best ae cooperation 


. i 

— 4 Gages bore ‘Oo 120” to 4” di 

4 Diametric accuracy 0003” or less. —_ es Irom .I- uc Gta. with others and. in turn Inspire them 
} 


5 No limit on maximum bore diameter to 5 Only honing tool enters bore—noth- | to do their | 


best when they work with 
be gaged. ing to mar finish of soft surfaces. 
Bak Ing . . him. \l\ COTH Pally Se ks ried) with at 


» a 4: ;  ~ ; record of extracurricular activities, be 
The real answer to efficient automatic gaging is found in apply- 

ing the right gaging technique to each job— it is here that 
Micromatic “know-how” can be of vital service to you. 


Catlulse they have rstially demonstrated 


SOTMC ability tO play with ad team and 


lead a team. 


—— ee ee ——_—_— —— | | | cr 


So far weve bee n consid PIva@e Pedtda 
' , ’ 

Learn why Microhoning will give efficient stock removal, agement de veiopment in ge neral. It may 
closer tolerances, accurate alignment and functional surfaces. 


help at this point to rete) specifically 


to the program [ know best, that of the 
Ameri ctl) Brake Shoe ( ONAN. 


Swimono¥? 


[|] Please have a Micromatic Field Engineer call. 





[J Please send Micromatic literature and case histories. 


NAME —_ ; . ee ne Ou Program IS founce don (WoO prom 
ises. First, we know that a bright col 
TITLE : poems _ pasnindtaranatiemniidilnatiies nitensailiiiaiiiinasieaaini 
lege oraduate can often ste p mnto-a job 
COMPANY ———$$_——__—__—___- that will pil him more than a trainee’s 
STREET __. = ee a ee ae) oe eee salary and that will VIVE him rapid ad 
vancement—at least for the first few 
| ET 


vears. When we ask him to give up 

these advantages for an apprenticeship 
we promise him, in effect, an opportu- 

MICROMATIC HONE CORP. Soe 

8100 SCHOOLCRAFT AVENUE + DETROIT 38, MICHIGAN plishment in the future. 


Second. we promise the company 


&CCOl- 


cy 
id 























that. for the time and effort invested in 


train. the recruit, it stands a good 


1 

chance of vetting that most valuable re- 

turn—a skilled and effective Mwetnaver. 
We do our utmost to deliver on these 


promises 


Choosing with Care 

Phe first step is selection. We use 
college grades and even faculty recom- 
mendations only to screen the men. We 
learn most about a cancidate through 
prolonged personal contact, leisurely 
conversation, and plant visits. We don't 


hesitate ce. spend avs considerit One 


1 
Thicilh, 

We have found no single type of 
‘promising trainee. When first: inte 
viewed as a college senior, one of om 
viee presidents was shy and gawky 
Another man. who has gone about as 
far, Wats poised and polished from the 
start. There are career opportunities fon 
Introverts and extroverts, fon craduates 
of Ivy League schools and state col- 
leges. What thev must have in common 
is the will to ac omptish und a Capacity 
for work 

Over the vears some of our best. re- 
cruits have been men who wanted to 
come to thie COTE UTAN for a speciit rea 
son—because some phrase of ow opera 
throws had special Lp pre i ca) thr ae Niany 
of these men did not vO to college. 

We tend to fiolit shy of the candidate 
who ASKS Wh re VY it] ay thre VOCars 
from now?) Such a question 1s unreal 
istre Phe candidate is) old enough to 
understand that where he will be in 
thre VCaurs—o! ten years depends 
largely on what he can contribute to the 
company. He should therefore be more 
interested in finding out whether he has 
the needed abilities and whether the 
COTTEPCUTIN \\ il] help him cle velop and LEN¢ 


those abilities 


Its neither healthy nor expedient to 


buv trainees by outbidding the com 
petition. the best men are attracted by 
over-all opportunities rather than by the 
highest salary offer. Nevertheless, we 
find that a company trying to recruit top 
men must offer at least the average 
Starting salary. 

\t American Brake Shoe the first veai 
of training is called apprenticeship. It 
is a period of hard labor, both mental 
and physical. Whether the recruit aims 
for a career in production, sales, or en- 
gineering his first vear is spent largely 
in learning the basic production jobs. 
Ile must know first-hand how to per- 
form every step In creating a product. 
If hes assigned to a foundry, for ex- 


ample, he may spend several weeks un- 
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How MG ECLILG 


Provides Lower Cost — 
Consistent Accuracy — Maximum Production 





Inherent characteristics of the Microhoning process are: rapid stock removal 
—generation of geometric and dimensional accuracy—ability to produce any 
desired functional surface finish. By using automatic Microsize controls, 
Microhoning’s economies for precision processing can be fully utilized 


loday. there are several different types of automatic Microsize gages. The 
type best suited for individual applications can only be determined by con- 
sidering the workpiece and processing factors. How automatic cycling of 


Microhoning machines 1s accomplished by using Microsize gages 1s indicated 
by the ftollowing typical examples 


GAGE RING MICROSIZE 


XN Ihe gage ring, which is mounted above the 
workpiece, has an 1|.D. equal to required 
bore diameter. When hore has been Micro- 





honed to size, plastic tabs on the abrasive 
sticks contact |.D. of gage ring causing it 
to turn. This movement triggers an alr 
switch or an electronic pickup to initiate the 
ending of Miucrohoning cycle. Production- 
proved diametric accuracy on bores trom 
120” to 4” in diameter ts .0003” or less. 


EXPANDING GAGE MICROSIZE 


This gage reciprocates in svnchronization 
with the Microhoning tool but is not at- 
tached to it. Entering the bore on every 
downstroke of the tool, the gage expands 
only at the bottom of each stroke. When 
gage expands to required bore diameter, 
two preset electrical contacts meet and in- 
itiate the ending of Microhoning cycle. There 
is no limit on maximum bore diameter 





that can be gaged—diametric accuracy held 
to .0OO3” or less. 


To most efficiently meet each automatic sizing requirement, Micro- 


matic employs a wealth of experience in the use of alr, liquid, elec- 
tronic and mechanical controls. 


a Please send me your movie “Progress in Precision’ in 


+ 


time for showing on (date). 


Owimono¥? 


[ ] Please have a Micromatic Field Engineer call. 


[] Please send Microhoning literature and case histories. 





NAME rn : nieinenaniat a 
TITLE iiaieeimmedamiaginiinil a 
COMPANY a nr — 
STREET sical tlataaataiaatmaitile ciciiticintamiaiae 


CITY 


MICROMATIC HONE CORP. 


Oe 
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FREE YODER BOOKS 
OFFER “KNOW-HOW” 





on» ROLL FORMING 
- TUBE MAKING 
* SLITTING 


COLD-ROLL FORMING 


Structural, ornamental 
tubular shapes from stock up to 


7 


14” thick. Surtace finish, unt- 
formity, stock selection and char- 


and | 





acteristics, plating problems, 
production costs, end uses 
and applications. Auxiliary 


automatic Operations 
including perforating, 
notching, welding, 


coiling, embossing. 
88 pages, fully 
charted and 
illustrated, 


PIPE AND TUBE MAKING 


Ferrous or non-ferrous, electric 
weld, resistance and induction or | 
gas types. Small or large diame- 
ter. Tooling, welding, stock 
ranges personnel training, 
quality and tolerance con- 

trol, speeds, power con- 
sumption, annual pro- 


duction rating charts. 
64 pages, fully 
illustrated. 


SLITTING 


Operating techniques, time 
studies, analyses of operating 
cycles, coil handling, scrap 
disposal, selection of slit- 
ters and setting up of 
slitting lines, including 
coilers and recoilers. 


Advantages of slit- 
ting and how to 
compute “profit- 
point’. 76 pages, 
fully illustrated. 

Any orallof these 


books are free upon 




















requests. Send for your copies 


toda) 


. . Ask for them by title, 


THE YODER COMPANY 


5531 Walworth Ave. 


EMCINEERING 


MANUFACTURING 


Cleveland 2, Ohio 


LD ROLL 
MING 





CHINES 














CLASS IN KNOW-HOW: Three management tr: 
Brake 


to operate a magnetic permeameter al 


der the supervision of old-timers, learn- 
ing how to prepare sand for a mold, 
how to make the mold, how to examine 
scrap, how to melt and pour metal, and 
how to perform such operations as stor- 
age and shakeout, cleaning, finishing, 
preparing the product fo shipment, 
control of shipment, and control of in- 
ventory. He stays with each job until 
he can do it by himself, and then he 
writes a report on what he has learned 
This training equips him to understand 
the quirks and problems of production 
and to judge and plan the work of 
others. 
Work is 


period, but the aim is teaching. The su- 


done during the training 
pervisor who is pressed for manpower 
may be tempted to assign the youngster 
to some technical job—drafting, design- 
ing, or caleulating—in which he can be 
But this would 
frustrate the aim of the training pro- 


of most immediate use. 


gram: to develop rounded management 
people. 

This doesnt mean that the program 
formal. At 


trainee may be switched to a special 


is rigid or any point the 
assignment. He may be asked to assist 
a foreman or even to substitute for a 


He 


handed a project to carry out on his 


foreman who is away. may be 
own—tor example, to plan, build, and 
equip a storeroom. 


A job like this. coming when the 





linees receive on-the-job instruction in how 


Shoe’s Research Center in Mahwah, N.] 


trainee is ready for it. satisfies his desire 
for responsibility and accomplishment. 
He 


man. and he may ask manv more ques- 


Tht vet less done than cil older 
tions. But the supervisol is acting as a 
teacher, not as an efficiency expert. He 
will be wise to control his impatience 
than discour- 
that 


recruits normal. constructive 


and to encourage rather 
age the “foolish questions — stem 
the 


currosity. 


trom 


One plant superintendent, now  re- 
tired, used to grow testy with trainees 
who asked questions about the plans 
and prospects of the company. “Do 
your job right,” hed growl, “and the 
company will take care of itself.” In his 
day, management may have got away 
with such tactics. Today it is considered 
natural and desirable for the recruit to 
think of the future. 

“Why is my boss so afraid to give me 
a pat on the back?” a trainee asked 
This seems to be a common complaint 
throughout industry. 

Why is the boss so afraid of a pat on 
the back? “If the man’s doing well, he 
knows it himself,” one supervisor said. 
But a beginner doesnt know for sure. 
And even if he suspects he’s on the right 
track, hell farthes 
with confirmation from his supervisor. 

A plant 


afraid to “spoil” subordinates with too 


travel faster and 


superintendent savs he’s 


much praise. This is a fallacy. Phony 
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A Report From National Steel Corporation 


As Chairman George M. Humphrey and President Thomas 
kK. Millsop have pointed out, the operations of National Steel 
Corporation in 1957 were naturally affected by the downturn 
in the demand for steel and reduced general business con- 
ditions that developed during the year. This trend became 
pronounced in its latter months. 
Particularly affected were the automotive and lighter lines 
of steel products to which a high percentage of National’s 
capacity is devoted. Despite this generally unfavorable 
background, 1957 was a year of positive results including: 
Net sales totaling $640,967 .342—a record exceeded only 
by 1956’s all-time high sales volume. 
The third largest tonnage in the Company’s history with 
5,326,425 tons of ingots. 
Substantial completion of the current expansion program 


involving an approximate expenditure of $500,000,000. 


Acquisition of a new subsidiary, Enamelstrip Corpora- 


tion, of Allentown, Pennsylvania. 





Corporation « The 





of OU | ee eae 


INCOME AND DIVIDENDS 


Net income after taxes and other charges in 1957 totaled 
$45,518,884, equal to $6.13 per share of capital stock. 
Dividends of $4.00 per share were paid. Total dividends 
amounted to $29,667,767 and $15,851,117 was retained in 
the business. 


Total disbursement for wages, salaries and employee benefits 
increased to an all-time high of $198,589,029. The average 
number of employees in 1957 was 27,444. 


The federal, state and local tax bill was $56,045,963 with 


taxes continuing to exceed net earnings by a wide margin. 


There was an increase in the depreciation, depletion and 
amortization provision to $46,266,264 from the preceding 


year’s $45,344,338. 


BUILDING PROGRAM 


The current phase of National’s expansion and improvement 
program, started in 1952, has embraced all branches of the 
business from raw materials to finished products and is now 
substantially completed. A large part of the huge cost 
has been paid from funds generated within the business. 
These funds were supplemented by financing by addb- 
tional bonds issued in the amounts of $15,000,000 in 
1952 and $55,000,000 in 1956. It is anticipated that no 
further long-term financing will be required in order to 
complete the program. 


As a result of this great project, Mr. Humphrey and Mr. 


Millsop said 


“Our facilities have been raised to the highest level of 
efficiency in the history of our Company. When demand for 
steel increases we are now ready to fully utilize our enlarged 
steel making capacity with standards of quality and cost 
which are unsurpassed by anything in the steel indu , 
Promising continued emphasis on National’s two most im- 
portant lines, namely tin plate and allied products and all 
kinds of flat rolled steel used by the automotive and a great 
many general appliance and construction businesses, Mr. 


Humphrey and Mr. Millsop said: 


‘““‘We believe in the continued growing public demand for the 
ital and 


growing part in the future which they will play in American 


> 


products we and our customers make and in 


life We will continue to devote ou. ettorts to excel In the 


production and quality of these products 











1957: A SUMMARY 
1957 1956 
a eee $640,967,342 | $664,251,090 
Net earnings........ 45,518,884 $2,502,422 
Net earnings per share 6.13 7.09 
Total employment costs 198,589,029 194,604,451 
Total dividends paid 29,667 ,767 29,568,645 











National Steel Corporation 
GRANT BUILDING ‘alla PUTTSBURGH, PA, 


Owning and Operating 


Weirton Steel Company ¢ Great Lakes Steel Corporation ¢ Stran-Stee] 
Hanna Furnace Corporation * Hanna Iron Ore Company 
National Mines Corporation ° National Steel Products Company 
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When seals fast 
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sticks tight even at 4°* 
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* Oficial reading — New York, February 18, 1958 


it has to be COLDPROOF 


Blue Ribbon Tape 


THE LIGHTNING SEAL, ODORLESS GUMMED TAPE 
* 7 * * e 
with exclusive Renacel adhesive 
See your paper distributor or write Dept. DR-5 


HUDSON Pulp & Paper Corp. 


477 Madison Avenue, New York 22, N. Y. 


®*%a product of Hudson research 
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praise backfires, because the recipient 
senses its insincerity. But few of us eve 
outgrow the need for sincere praise. 
Sometimes | suspect that the higher a 
mans rank, the more he needs it. 

Some supervisors seem to feat that 
their own reputations will suffer by com- 
parison if they give due credit to their 
subordinates. Such men do not properly 
understand either human nature or thei: 
own jobs. When a man becomes a man- 
ager he is no longer judged by his indi- 
vidual performance, but rather by the 
performance he can Inspire in his sub- 
ordinates. A competitive on jealous atti- 
tude can affect the team’s record and 
therefore hurt his own record as a 
manager. 

Some executives will praise a man 
only when they are handing him a pay 
raise. Ny first two bosses were like that 
They seemed to think that any appre- 
ciation unaccompanied by cash would 
inate mv ego so tremendously that | 
would float right over the company 
fence. 

The contrary is true, of course. 
Praise shows a man that he’s vetting 
somewhere, that his prospects are good, 
and that is exactly what he wants to 
know. One of the most common reasons 
for trainees to quit is the teeling that 
theyre getting nowhere, that they're 
doing p rly (some are! or that thei 
bosses don't notice what they have ac- 
complished. Feeling “unknown and un- 


noticed Cilll be harrowing. 


We Don’t Neglect Them 

The second vear, when the formal 
apprenticeship has usually heen COM>- 
pleted and the trainee is working in his 
first position of authority and responsi- 
bility, is a particularly critical period 
During this time the recruit has left be- 
hind him the excitement of learning a 
new job every few weeks. He's now do- 
ing the same work day after day, and at 
times he worries Ove} whether he's been 
forgotten or shelved. Even if he’s doing 
extremely well at, say, the foreman 
level, he mary fear that he’s so usetul 
at this level that he will be kept on it. 

Now as never before the new man 
needs the personal interest of his imme- 
diate supervisor—and of men higher in 
management as well. Now is the time to 
watch his progress, to take him into the 
companys plans, and to give him an 
idea of his prospects. 

There is no substitute for a deep per- 
sonal interest in the recruit. This doesn’t 
mean that he’s a “fair-haired boy” who 
doesnt have to earn his advancement. 
It does mean that while he’s relatively 
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‘National’ leasing 
doesn't cost... it PAYS 





LEASE : 


6000000060080 0 








The NATIONAL Truck Leasing System is a 
network of the nation’s most experienced truck- 
leasing companies, who convert this “know-how” 


into dollars and cents for you. 


Why waste capital and executive time with 
a business that is not your own... procuring, 
maintaining, licensing, painting, insuring and 
“babying”’ a fleet of trucks, a non-profit operation. 
Profit-minded truck users also know the time- 


saving, cost-reducing advantage of receiving but 
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WHEN YOU LEASE A CHEVROLET or 


NATIONAL firm in your area purchases, paints, insures, licenses 
jorages and maintains it. All you SU Oo wh € You 
CKS gilabdie for peak foads or emergen 

Why worry about trucks? Devote your capita! and executive 


sear? + —, ; i - tinr 
© Tc 7 b . rot e opera Ons 


one periodic invoice, a tax-deductible item—the 
amount known in advance. 

You already know the NATIONAL truck- 
leasing firm in your city. It’s the top-rated au- 
thority on truck use and truckleasing in your area 
—vyou'll recognize the name instantly. 

Let your local NATIONAL firm show you 
how your present cost - per-mile, cost - per-worry 
can be reduced: you'll agree, truckleasing the 


‘Nationalease way” doesn’t cost, it pays... profits! 


WHY FREEZE YOUR CAPITAL IN TRUCKS WHEN 


Send the postage- 
free card; we'll 
send you the name 


ALL YOU WANT IS THE TRANSPORTATION? 


The post card below requires no postage. Tear it out and send it now—we 








of the NATIONAL send you literature explaining in detail how you can LEASE FOR PROFIT 
firm in your area. 
_ TRUCK LEASING SYSTEM 
_ 23 East Jackson Blvd., Chicago 4, Illinois 
bus Vv... 
[] | am interested in more detailed information and the name of the 








TRUCK LEASING SYSTEM 


23 E. JACKSON BLVD., CHICAGO 4, ILL. 


Members in principal cities in the United States and Canada 





We now use and operate 


nearest National company. 


trucks, based at 


| am also interested in daily truck rental services. 


NAME POSITION 
FIRM 
ADDRESS CITY 





—— 


the latest editions of the “Big Wheel” in trucks... 





... available right now through the National Truck Leasing System member in your area! 


Look at leasing a Chevy froma strictly profit 
making point of view. You get a truck long famous 
for staying on the job, saving on the job. You get 
all the advantages of Chevrolet’s new hustle, new 


Postage Mx muscle, new style— without having to invest in a 
Will be Paid Necessary truck of your own! 

by if Mailed in the : , 
Addressee \ Unied States J This year Chevrolet's Task-Force line-up offers 
| ne a wider model choice than ever before. With new 
amiinaien cab conveniences to boost driver efhiciency With 
BUSINESS REPLY CARD aan higher horsepower right up the line. With more 
rinst CLASS CGRMIT UO, 38086 SEC. 96:0 ©. 4.08. CUNCKCO. HA ARS sure ways to Keep your payloads on schedule 

around the clock and through the calendar 

— We've got the right Task-Force 58 model for your 
NATIONAL TRUCK LEASING SYSTEM a : job, ready to be equipped and painted to your spec- 
eaicaramesgs ifications. For details, send in the attached card. 


23 EAST JACKSON BLVD. — 
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CHICAGO 4, ILLINOIS a 








new to the business, new to industry, 
and often far from friends and family, 
he needs whatever friendly guidance the 
boss can give him. 

If, for example, the trainee begins to 
think at this point that he may have 
chosen the wrong field, that he would 
be happier in research, sales, or admin- 
istration, he should feel free to discuss 
the matter with senior men who can 
help him change if it is really desirable. 

Personal interest extends also to the 
recruit’s wife. She too may feel uncer- 
tain of the future, and she’s far more 
likely than her husband to feel isolated 
in a new location. One way to show 
interest is to invite the husband and 
wife over for a social evening, to help 
them make contacts in the community. 


Is It Worth the Effort? 

Some 30 vears ago I was daring 
enough to recruit three engineering col- 
lege seniors for American Brake Shoe. 
I telt elated, but the company presi- 
dent was worried. “Bill,” he asked. 
“have we done. the right thing? Will 
there be enough opportunities for all 
three?” 

Within these 30 years the company s 
annual sales have increased from $30 
million to $1S6 million. All three re- 
cruits became vice presidents. We could 
have used many more, 

Last year we recruited 22 men. 
Again, we have room for all these and 
more. Despite many mistakes, the ap- 
prenticeship program has been success- 
tul. Most recruits ‘attain at least the 
level of plant superintendent—no mean 
responsibility—and many have become 
divisional vice presidents and _presi- 
dents. Nearly all our top men today 
came to ABS as trainees. 

The job wasnt always easy, but it 
was worthwhile, it was stimulating. and 
it paid off in the continued expansion, 
diversification, and vitality of the com- 
pany. | 

Now these men in turn are recruit- 
ing, selecting, and training a new gen- 
eration of executives. It’s tough, time- 
consuming work for men who have 
many other pressing duties. But in the 
long run, this contribution mav rank as 
the most satisfying and the most impor- 
tant. For the future of an enterprise de- 
pends on how successful today’s man- 
agers are in selecting and developing 
the team that will run the company to- 
morrow. | 

What in business can buy more hap- 
piness than knowing that at least som 
few count vour interest in them as a 


contribution to their progress? END 


Swing or Slide... 


has your type of cabinet 


BORROUGHS 








SWING-DOOR SLIDE-DOOR 
3 standard models — supply, 3 standard heights— 29", 42”, 
combination, wardrobe — all 78’. Sliding shelves adjustable 
78" high. Safe-like swinging without bolting. Doors can be 
doors — single handle control. removed in a jiffy. 











The next time you visit your office supply dealer, ask to see the Borroughs 
line of swing-door and slide-door cabinets. The conversion feature of 
interchangeable doors on Borroughs slide-door cabinets is most intriguing. 
You may select steel, glass or Borite doors for the 29” and 42” models. 
The 78” model illustrated is a steel door unit. The swing-door models also 
have outstanding features that you will appreciate. Your eyes and good 
sense of value will convince you that Borroughs Products are leaders in 
their field. Choice of 4 modern, electrostatic baked-on enamel finishes — 
Spring Green, Dark Green, Gray, Fall Tan — in all Borroughs office furniture. 


send for literature 





OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


| 3064 NORTH BURDICK ST. alll KALAMAZOO, MICHIGAN 


| 
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(Jet through t0 the president 





When a salesman can’t... 
Dun’s Remew and 
Modern Industry will... 





Recent surveys* conducted in selected cities have shown conclusively that presidents 
of manufacturing corporations are hard for a salesman to see, yet—these presidents 
influence major purchases made by their companies. 

In Dallas, 9 out of 10 presidents had actively influenced a major company purchase 
during the month preceding the survey. But in less than 6 out of 10 of these instances 
had the president seen a salesman representing the product or service bought. 

In Cleveland, 8 out of 10 presidents had influenced a major purchase... yet fewer 
than half of these had seen a salesman. 

In Syracuse, 2 out of 3 presidents had had this purchasing influence... yet again 
fewer than half had seen a salesman. 

This situation points up a serious marketing problem — and underscores the 
NECESSITY of advertising in management magazines. 

Presidents are serious readers of business magazines. And they accept in particu- 
lar, Dun’s Review and Modern Industry, the magazine edited to the special interests 
of presidents—and men who are going to be. 79% of DR&MI’s readers hold a title of 
General Manager or higher. Over 52,000 are presidents. 

When a president decides to buy, it’s a sale—and presidents buy by the carload, 
not by the dozen; in tons, not pounds. If you want to reach the men with the authority 
to initiate and OK big buying, choose the pages of Dun’s Review and Modern Industry. 


DUNS REVIEW and MODERN INDUSTRY 


The Magazine of Presidents—and men who are going to be. 


*Research carried out by Fact Finders Associates, Inc., New York 














MEET TOMORROW'S BIGGER-SPENDING CUSTOMERS 


A new study indicates that the average family will have from 
$7,000 to $8,000 to spend in 1975—barring war or depression. 


By THE YEAR 2000, it has been 
predicted. the average family will 
have an income equivalent to $25,000 
a vear at current prices. That may 
well be true, but the fact isnt much 
help in company planning today. 
Forty-two vears hence is well beyond 
the range of what is optimistically 
ealled “the toreseeable tuture.” Prod- 
ucts available then may make some 
of todays most promising develop- 
ments obsolete. 

Some companies do, however, plan 
quite realistically as far ahead as 
twenty vears. To this group and oth- 
ers who project even ten or fitteen 
vears in the tuture, some more mod- 
est predictions just issued by the 
Committee for Economic Develop- 
ment are likely to be both interesting 
and The 
noted, does not make predictions 


usetul. Committee, be it 
merely to astonish the man in the 
street. it is a business-supported 
group that SPONSOFS economic. stud- 
ies designed to be oft help in sh iping 
business and Government policy. 

It economic affairs are conducted 
with reasonable intelligence and no 
hot wars break out, the Committee s 
economists predict that by 1975 the 
average American family will have 
an income of $7,100 in terms of to- 
dav's and after 
against $5,300 today. The research- 
ers also find it quite possible that 
atter 


prices taxes. as 


average family income taxes 


will go as high as $8,500. 


What Will They Buy? 


What will consumers do with their 
increased income? Will thev save a 
lot more than they do today. and 
reduce the proportion spent on food? 
Thats what classic economic theory 
savs should happen as incomes rise. 
Some increase in saving may take 
place, but there is reason to believe it 
wont cut severely into potential 
spending. 

The most elaborate study vet of 
consumption patterns iS one made 


by Dr. Irwin Friend of the Wharton 


School of Finance and Commerce, 
University of Pennsvivania. It was 
prepared from data gathered by the 
Bureau of Labor Statistics in 1950 
when it revised its Consumer Price 
Index. Dr. Friend's study indicates 
that while the percentage saved rises 
with income, the savings are very 
small until family take-home reaches 
$7,500. And even if the average 1975 


Expenditures for clothing, on the 
other hand, have been steadily los- 
ing ground—not, of course, in abso- 
lute dollar amounts, but as a_per- 
centage of all expenditures. 

It would be a mistake, however, to 
conclude that the trends of the last 
twenty vears will necessarily con- 
tinue over the next twenty. White- 
collar workers tend to spend propor- 








DISPOSABLE INCOME PER FAMILY 


IN 1956 DOLLARS 
$7,100 


$5,300 











TOTAL GROSS NATIONAL PRODUCT © 


IN 1956 DOLLARS 


$725 Billion 
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family does save the 11 per cent that 
families with more than $7,500 but 
less than S$10.000 saved in 1950. it 
will still be spending over $6,000 a 
Vvear, 

~ As for food. consumers are actu- 
ally spending a larger percentage of 
their incomes on it today than ther 
were in the depression vear of 1932: 
24.6 per cent as against 23.4 per cent. 
Theres a limit, of 
amount a family can eat, no matter 
what its income, but it can alwavs 


course. to the 


more toods—more 
meat and tewer starches. more pack- 


restaurant 


buv expensive 


aged foods, and more 
meals. As their incomes have risen. 
that. apparently, is just what con- 


sumers have been doing. 


tionately more tor clothing and less 
tor food than blue-collar workers. 
and the proportion of white-collar 
workers is on the rise and may in- 
crease more steeply in the future. 
The only thing certain: if the pre- 
diction works out. there will be 
larger dollar volume tor evervbodvy. 

What does this mean to the com- 
pany planner? By and large it means 
that his long-term planning should 
be tor expansion, even though C\ cli- 
cal fluctuations mav affect his short- 
term strategy. 

\s to the direction 
should take, the planner 
study, not how the average family 


expansion 
should 


spends its income today, but how 
those with S6.000 to S$S.000 after 
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taxes dispose of their money. More 
and more people will be getting into 
this bracket as time goes on. 

There are, of course, the two. big 
“ifs” in the picture: if we conduct 
our economic affairs with intelli- 
gence and if there is no all-out war. 

“Growth requires a high degree of 
Hexibility and mobility of both men 
and capital,” the CED report states. 
“But something comparable to hard- 
ening of the arteries in an individual 
can occur in an advancing society, 





such as ours. Some [groups] can put 
up strong and successful resistance 
to changes that would be beneficial 
to the entire society. 

Among the threats to flexibility, 
the Committee lists higher tariffs or 
import quotas, labor union demands 
for shorter hours at the same pay or 
resistance to technological change, 
and monopolistic practices by indus- 
try. Most damaging of all, the Com- 
mittee believes. would be Govern- 
ment control of wages and _ prices. 





Increasing taxation of either individ- 
uals or business. it adds. would also 


impede future growth. 


USA vs. USSR 


About the significance of develop- 





ments on the international scene. 


SETTING THE PACE 
TODAY a | pails ene eal 

.- = . the men who served on the research 

rel -a THE FUTURE \ : and policy committee for the report. 


there is some disagreement among 


Figures cited show that U.S. real 
gross national product grew at a 
rate of 4 per cent per annum from 
1950 to 1955, whereas the USSR’s 


rate was 7 per cent, although from a 
an lower base. Also a large share of 
Russian production was devoted to 


military purposes. Says the report: 





, ies ‘ “The ultimate objective of economic 
Leader in Diffused Junction Silicon Semiconductors growth is to raise the living stand- 


ards of human beings. . . . Growth 

Hoffman Silicon Solar Cells convert energy directly from the sun into usable electrical should. be | appraised primarily and 
power for space vehicles plus other applications which are in the minds and on the finally by that criterion.” 

drawing boards of the combined scientific and research facilities of our great country. With this. William Benton (chair- 

The Vanguard Satellite required constant and dependable power for an almost indeterminable man otf the board. Ene\ clopaedia 

length of time . . . with no time off for ‘‘refueling’’ . . . and Hoffman Silicon Solar Britannica). economist Beardsley 

Cells were selected to do the job. Ruml, and Fred Lazarus. Jr. ( chair- 

As the pioneer in the development of all types of silicon semiconductor devices, man of the board. Federated Depart- 

HOFFMAN is constantly developing and producing new and needed electronic components ment Stores ), strongly disagree: “Na- 


to serve the growing requirements of industry. Hoffman has unsurpassed 
experience and the flexible organization to provide better and more reliable 
semiconductor devices for tomorrow's future. 


tional survival is even more ‘primary’ 
than living standards. . . . For 40 
vears the U.S. has maintained its 
long lead over the USSR in living 
standards. Yet communism has con- 
Hoffman Electronics (a) tinually gained ground internation- 
: ally, and these gains are rapidly ac- 
a eeowoe : celerating. We Americans need to be 
aroused from our complacency.” 
SEMICONDUCTOR DIVISION) 922 PITNER AVENUE EVANSTON, ILLINOIS —ALICE SMITH 


80 DUN‘'S REVIEW and Modern Industry 








Rn Be yy NEB 





COST CUTTING 
continued from page 40 


the big companies represented on the 
Presidents Panel (see page 29) are con- 
fidently adopting the same policy in 
their planning today. 

Despite the distress the present re- 
cession is Causing, it May in some re- 
spects prove to have its compensations 
if the special and intensified cost-cutting 
programs instituted now continue to pay 
off handsomely in the future. 

Many companies will emerge with a 
more productive plant; others with a 
lower break-even point. A lot of execu- 
tives will have learned the wisdom of 
making plans to combat a_ recession 
when times are good rather than after 
the downturn hits. 

Top management will doubtless have 

a new standard for evaluating the per- 
formance of subordinate production ex- 
ecutives. The men who swung into ac- 
tion with well-planned strategies for 
countering the recession’s impact will 
stand out clearly from those who pan- 
icked when the pressure was on. 

Struggling to stay in the black, tew 
company presidents can now doubt that 
the economy has settled back into the 
classic ebb and flow of prewar days. As 


Charles M. 
Tavlor-Reed Corp.., 


D.. Reed. president of the 
Glenbrook. 


“For sixteen vears the coun- 


Conn.., 
phr: ises It. 
try has been trying to fill a void of avail- 
able products or facilities. Now that void 
has been filled.” 

Cost-cutting and efficiency-promoting 
programs started or accelerated today 
should put your company into better 
shape for the next boom—and the next 


recession. END 





Despite the need to conserve declining cap- 
ital, some manufacturers are continuing to 
modernize their materials-handling systems 
to get their plants into the best — 


shape for the next boom. Here, ball-bearing 
wheels are shown moving along a cony eyor. 
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To reproduce 
a record 
permanently, 
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Vikings Wrote Runes in Rocks. 


The EERUUN TER PHOT0-COPYIST 
is the Modern Way 


| 


All-metal, all-electric, the 
Hunter Hi-Speed fits any desk, 
will add to the appearance of 
your office. Hunter machines 
and Hunter papers are U. S. 
made by the company that 
pioneered photocopying in 
America. 


banjer. a 


PHOTO-COPYIST, INC. 
Syracuse 4, New York 





br Vikings scratched records on rocks 

rith the peculiar runic letters whose origin 
is a al disputed. Modern offices rely on the 
Hunter Hi-Speed Photo-Copyist for per- 
manent, non-fading records on substantial 
paper, suitable for filing. Using a truly 
photographic process, with the image 
formed by a silver deposit, Hi-Speed copies 
any mark on any paper, producing per- 
fect, finished copies in 20 seconds. 


Equipped with Auto-Feed 


Hunter's Auto-Feed—standard equipment 
with the Hi-Speed—automatically gquaran- 
tees alignment and registration. And one 
negative can be exposed while another 
copy is being processed. 


Hi-Speed needs no darkroom and no 
chemicals touch the operator. With 20 min- 
utes instruction, any girl can operate Hi- 
Speed. Your secretaries’ time is expensive 
—don't waste it on needless copying! Re- 


member, too-—Hi-Speed never makes a 

mistake. 
S esenee Photo-Copyist, Inc. 7 
15 Spencer Street, Syracuse 4, N. Y. 


Gentlemen: Please send a representative to dem- | 
onstrate the Hunter Hi-Speed in my office. 


Se cicosciupaniaschedeiammamaiianin Zone....... State idacnstntininebiitin | 
My Nome is...... 
My Title is .... sainseaianiasinieeiitialtadtete | 








p--—— 

















THE PROFIT SQUEEZE 


SPECTOR = MID-STATES sianiinniagiin 


(49 per cent ), automation (27 per cent), 








tighter budgeting and cost control (17 


per cent), higher productivity (11 per 





cent), and lower marketing costs (an- 


SPECTOR Miro S74 15 
A 


other 1] per cent). 
“A general tightening up all along the 


line’ is planned by many panelists in- 








tent on trimmil overhead and elimi- 


cy 
eid 


nating all unnecessary expenses. Many 


presidents hope to cut costs through 





“better sales forecasting and production 


planning, “elimination of products with 


low-profit margin,” “upgrading manage- 
ment personnel,” “standardization of 
product, “increased inventory turn- 


/ 


over.’ and “more ettective use of the 





research dollar and the promotion dollar. 


efficiencies through volume increases.” 


. x One president sums up the multiple 
Taking the Things | profit-strengthening factors in this way: 
“More ethcient processes, including in- 


of America...where they’re needed... camvsietidh Cialis Gk wiiieasiianlan Saun dnpinb 


head in proportion to greater sales vol- 


when they’re needed 


ume; larger proportion of specialties in 
product mix; increased expenses for 
technical and market development; and 
broadened understanding of corporate 
SPECTOR FREIGHT SYSTEM, INC. © 7ERMINALS IN PRINCIPAL CITIE objectives through improved communi- 
GENERAL OFFICES: 3100 SOUTH WOLCOTT AVENUE, CHICAGO 8 - cations, and thereby better cooperative 


ettectiveness on part ot personnel.” 


WY 





Any Outside Help? 
What can be expected of Washing- 


‘If New Jersey ton 


. According to 36 per ce nt of the Panel, 
figures WwW more defense spending promises to be 
the biggest Governmental prop to busi- 
ness § proht position in the next few 


Your future vears. But while many panelists say. “de- 


tense spending will stimulate the econ- 





lf you're planning to open a plant, 


branch or warehouse in New Jersey, omy, others who agree with this view- 


National State Bank of Newark can | point add. “Generally speaking, we Can- 
help make your move a great deal | not lean on government. We must hoe 
easier. our OWnh TOW. 

To newcomers we offer an intimate Slightly more than a third of the pan- 
knowledge of the resources and elists expect lower taxes to aid thei 
opportunities available in the New- companies profit picture. Some—12 pe 
ark area, and the bank's own ample cent of the men—are hoping tor higher 
resources. | tariffs. But this is more of a hope than 
A representative will gladly call. ) an expectation. As one president Says, 
Write our Business Development “We need higher tariffs, but I doubt if 
Department. | we will get any consideration.” Even 


those men who are counting on some 
help from more defense spending doubt 
whether they will get “much _ reliet. 
Those of us in military business badly 


FOUNDED 1812 


The 
NATIONAL STATE BANK 


OF NEWARK 
810 Broad St., Newark 1, N. J. 


Member Federal Deposit Insurance Corporation 


| need increased profit margins for invest- 
ment in research and engineering.” 
Some men look for profit help from 


easier credit. lower price supports, less 





regulation, more public works spending. 


But far more men—21 per cent of the 
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Panel—expect no help from the Govern- 
ment at all on improving their compa- 
nies’ profit position. A good number of 
them, in fact, would prefer a hands-off 
policy. Says one president, “| foresee no 
activity of Government that will be help- 
ful to the economy of the nation—rather. 
there is likely to be continued profligacy 
in spending and confiscatory taxation.” 
All that several men ask is “a better cli- 
mate for consumer buving.— 

The of the 


about Covernment s 


teno! Panel's thoughts 
the the 


business proht picture over the next few 


role IT) 


vears is broadly reflected in the views of 
“There 


legislative 


OTe Thhcill,. who SaVvs., Are ate 


Governmental — or factors 
whic h we foresee as Spec ihc aids to oul 
next few 
the 


’ ? 
in general. Governmental ac- 


profit position in thie vears. 


Qu proht is geared to American 
CCOnOMYS 
tion which influences the economy will 
attect 


Increased defense 
} 
spending, lower taxes, and 


Oull COMpany, 


sound fiscal 
policies are examples of action which 
the 


expected to 


CCOMOMY. 


mav be strengthen 


national 


Improving Profit Margins 


As might be ( Ape te dl. COMM pany presi- 
dents who expect new products, more 
efhcient processes, automation, and cost 
control to contribute most to proht im- 
provement OVE! the next few vears are 


already focusing management effort on 


these factors. Along with the develop- 
ment and launching of new products, 
these presidents are scrutinizing the 
profitability of present lines, “upgrad- 


ing the high-profit items, “streamlining 


manufacturing, emphasizing “better se- 


lectivitvy of sales outlets.” and “driving 
for incre ased sales.” 
Of course, Improving the net profit 


margin, as many presidents point out, 
“involves all phases ol business activi- 
In itself. the be 


widened exclusively efhicient 


ties. margin cannot 


by more 
machines. abler men. or more scientific 
although these, as well as othe: 


be 


strong and healthy industrial companies. 


methods 


factors, may characteristic of most 
The following comments from. several 
panelists summarize 1n capsule form the 
steps most Panel ( OTP arles are TOW tak- 
ing to tatten net prohts: 

e “Accelerating introduction of more 
profitable new products; curtailing less 
profitable programs; directing highe: 
proportion of engineering effort to more 
profitable results. 

e “New 


round out lines where we are weak. a de- 


and improved products to 
termined effort to upgrade current cus- 
tomers, a continuing drive on costs, and 


MA A y 


' 
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Taking your products 
where they’re needed... 
when they’re needed 


SPECTOR FREIGHT SYSTEM, INC. ® FERMI NALS IN PF 


“PHANTOM 
SUPERVISOR” 


on each of your trucks 
helps cut down 
wasted time! 


TACHOGRAPH graphically 


WAGNER. 
SANGAMO 


Le ‘ ft _ , » % ; r ! " soho: , te 

Do you know how much time your arivers tose by henting congested 
? bn . mY) firme | A lan . ‘ 7. le 
trathe Do you know how much time ts lost Dy tOnk Walls at sc eduled 
stop By installing Tachographs you can improve your routing and 
, jilinge | bh Aoranh La re > . , yranh rat yf oe “ru f ry it’ 
SEM 2 inokLTrapN cHna»rts give Vou Rrapnie records O1 every trip. IS 
, , rant . — in ’ 4 sir ‘ by aly . . > 
like | Vinga pnhanlom supervisor on each run—to|! eip cul wasted time. 
Chart pv! { inside the 7 ee ee eee des mnerect , —= 
i } ACU TISIUE CEI AQLPIOR Pad pPih AULT LICiy PPPOUUCES ad Brad Piha 
record of time ol Operation, duration of stops, speeds and distances 


traveled. 
Mail 


your fleet operation. 


coupon tor details on how 


TACHOGRAPHS can help improve 


CHART TELLS ALL 














Wasner Electric @orporation 
6439 PLYMOUTH AVE. e ST. LOUIS 14, MO. 

Please send a copy of Bulletin SU-3 
EE — _ 
ee _ 
Address peeanerinanaiemmenegnentsiae — 

City __ a State —— 
We opercte____. , Vehicles wS58-6 
cCoeereeeeeeeeeeeeeeeeeeeeeeeeees 





reports starts, length of stops, speeds traveled 





v TIES 
| GENERAL OFFICES: 3100 SOUTH WOLCOTT AVENUE, CHICAGO 8& 
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FINANCIAL 
CONSULTANTS 


BUSINESS BROKERS 
ACCOUNTANTS 
ATTORNEYS 
BANKERS: 


20,000..5,000,000 


AVAILABLE FUNDS FOR 


e Instalment Financing 

e Accounts Receivable 
Financing & Factoring 
Rediscounting 
Inventory Loans 
Machinery & 
Equipment Loans 

e Acquisitions; Mergers 


Liberal Commissions to 
New Business Solicitors 


STANDARD FINANCIAL 


CORPORATION 
530 Fifth Avenue + New York, N. Y. 


Subsidiary Companies: 
FACTORS CORPORATION of AMERICA 
1315 Walnut Street 
Philadelphia, Pa 


STANDARD FACTORS CORPORATION 
403 West Eighth Street 
Los Angeles 14, California 


TEXAS FACTORS, Inc. 
Fidelity Union Life Building 
Dailas, Texas 


Resources $40 Million 


























TEL-A-STORY COMMANDS 
ATTENTION! 


Gives Your Product 
A Colorful 

Moving Message 
That Sells 

The Tel-A-Story 
Automatic Projector 
will sell your prod- 


uct using twelve 


or “yr? 
- 


PEPS UP POINT 

Gr Gee we 

STIMULATES SALES be 

MEETINGS 35mm or 2” x 
Square transparen- 


cies on a 156 sq. in, picture screen. 
Copy changes automatically every six 
seconds. Economical to own and use. 
Ideal for any type product or service. 


DRAWS CONVENTION 
CROWDS 


Write Dept. E 


for illustrated brochure 
and prices 


TEL-A-STORY, INC. 


523 Main Street, Davenport, lowa 





learning to operate on reduced inven- 
tories. 

e “Doing everything possible to reduce 
the labor content in our products. More 
efficient use of materials, to be sure, but 
primarily reduced labor cost.” 

e “Establishment of minimum and ideal 
profit goals; increased and broadened 
market and technical development ef- 
forts; stepped-up management and per- 
sonnel development programs; more ef- 
ficient procedures; more effective sup- 
ply of pertinent information for decision 
making; heavy capital expenditure pro- 
gram under way and projected; compre- 
hensive cost improvement program: 
broadened use of direct and deferred 
incentives.” 

. “Development ot improved pricing 


policy, greater emphasis on measure- 


ment and control as management tools, 
more effective use of advertising dollars, 
coordination of divisional marketing ef- 
forts, development of new markets for 
current products and new products for 
current markets, elimination of  un- 
profitable lines, and greater attention to 
costs. 

In fact, special efforts to cut costs are 
reported by all Panel companies but one, 
whose president declares, “this effort is 
constant. 

To cut costs, some companies are tak- 
ing measures as extreme as “curtailing 
hourly workers, deferring merit — in- 
creases, and reviewing essentiality of sal- 
aried jobs.” Others mention “crash” pro- 
grams of “thoroughly reviewing our di- 
rect and overhead costs and budgets.” 


Many presidents, besides eliminati 
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WILL THE RECESSION 


EASE UNION DEMANDS? 


Most presidents on the Panel think that union demands may soften slightly at 


the bargaining table this year, but their real hope is for more conservative set- 


tlements. Many sav that what happens in the auto and steel industries will 





affect their own bargaining significantly, but only a few presidents anticipate 


strikes. Here are some comments: 


Union demands will ease. .say 58% 

“In our industry, lower demand for 
Wages: no retreat of significance on 
principles.” 

“Already has softened union firm 
ness at bargaining table.” 

“Some softening of demands; stiffer 
resistance by management.” 

“We expect to have a slightly easier 
time of it at the bargaining table in 
1958 in our smaller divisions and 
plants, and settle for less than in 
1957 or 1956. However, in our large! 
units, we expect to face union demands 
at least equal to the automatic and 
cost-of-living increases of the current 


steel contracts.” 


Little or no effect on 
demands ............8ay 209 


“As of this date, labor demands are 
as great, if not greater, than in any 
previous negotiations.” 

“Probably soften demands a little, 
but not much. Can only have real et 
fect if autos and steel stiffen.” 

“Greater emphasis on income stabill- 
ty devices; less on wages.” 

“None, except to increase labor's 
effort to get shorter workweek at 
Same pay.” 

“No broad effect, since built-in 
wage increases are usual in basic 1n- 
dustries’ !ong-term contracts and other 
labor will insist on catching up; since 
Congress will not yet challenge in- 








flationary effects of wage increases; 
since Washington recognizes inflation 
proportionately reduces impact of na 
tional debt incurred durtng war years; 
and since no one company and no one 
industry can effectively stem the 
trend.” 


Vo effect on demands, some effect 
..say 13% 


“Won't keep them from asking.” 


on settlements 


“Demands won't be softened much, 
but there should be a lot of stiff backs 
and hard noses on the management 
side of the bargaining table.’ 

“No effect on labor demands, but a 
possibility thac settlements will be at 
a lower level than last year. The auto 
industry will set the pattern for the 


rest of us.” 


Strikes: Fewer .........: say 4% 
GOO occ inss ee aa 


MOUS 2 cccce es Or oF 


“Business will not give in to union 
demands as quickly, and unions will 
not be as willing to take a strike as in 
the past.” 

“Some strikes—not serious. This 
should be the year to ‘freeze.’ ~ 

“Speaking generally, and not with 
reference to my own company, the 
current economic situation should 
probably soften labor demands some 
what, but because of reduced business 
ability to pay labor, strikes may tIn- 


crease this year.” 














luxuries and frills, are seriously asking, 
“What ‘necessities can we do without?” 
Other companies are “weeding out” and 
“eliminating marginal people, products, 
and plants.” Administrative and over- 
head costs are also being keenly scruti- 


nized. 


From Peter to Paul 

Budgets are being reallocated to pro- 
vide more money for some phases of the 
operations and drastically less for others. 
Emphasis is On making the investment 
dollar vield a maximum return—an ob- 
jective, of course, as old as business it- 
self, but more crucial as some Company 
presidents see net profits slipping tow ard 

or, in some cases, below—the rate the 
investment dollar could earn elsewhere 
without nearly so much management ap- 
plication, anxiety, and aspirin. 

Panel presidents are, In most cases, re- 
slicing their present budgets—or actually 
putting more money into several phases 
of their operations simultaneously. For 
example, more than half the Panel com- 
panies— exactly 53 per cent in both cases 
—are spending more on selling effort and 
research in 1958. In comparison, only ] 
per cent of the companies are trimming 
sales expense, and only 4 per cent are 
cutting research. 

More money is being put into plant 
equipment this vear by 29 per cent of the 
companies, against l6 per cent that are 
cutting back. Some panelists who are 
spending less, however, Say thev are 
willing to invest in “new equipment 
which will pay for itself in two vears or 
less.” Data-processing equipment will 
get more money this year from 21 per 
cent. 

More spending this vear is slated for 
product development (13 per cent of the 
Panel). 


keting (4 per cent), and plant expansion 


engimeering (4 per cent), mar- 
(3 per cent). Urgency and need seem to 
determine when and where money will 
be spent. For example, one of the few 
companies expanding plant reports, “We 
are building two new plants—the first 
new construction in 30 years. 

Advertising is getting more dollars 
this year in 9 per cent of the companies. 
But the same number of companies plan 
to cut advertising expenditures. These 
cuts are apparently not across-the-board, 
however. Several companies, reporting 
more selective advertising outlays, say 
they are reducing specifically only plant 
equipment advertising, institutional ad- 
vertising, or “exhibits and some adver- 
tising.” 

More money is being spent this year 
by some companies on employee train- 
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EXPANDER CABINETS 


Ask the man 

from Acme 

to show you 
samples 














Your Filing Methods 


st as Your Machines? 





IRal WN VISIBLE 








speeds the availability of 
source material 

provides accessible filing 
of the products of 


AUTOMATION 























Electronic machines produce punched cards and 
tapes at astounding speed. Once punched many 
become permanent records to be used over and 
over again. Acme Visible Records and equip- 
ment provide for filing and fast finding, with 
SEEABLE indexing that speeds the handling of 
this material to keep pace with the machines. 


ACME VISIBLE RECORDS, INC. 


Crozet, Virginia 


. District Offices and Representatives 
in Principal Cities 


ACME VISIBLE RECORDS, INC., Crozet, Virginia 8558 
We are interested in filing 


() Tapes (approx. length) — | 
) Edge-punched cards - 


























Approx number 
[} 1.8.M. Cards of records) 
[] Have representative call. Date _._....._._ Time 
Company lias eT ae ee 
Attention a ne a 
Address iiss 
City Zone __.___._ State 
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There are many reasons 
why it pays to buy from 
an independent manufacturer —TODAY! 


One of the principal advantages which you discover when dealing 
with a good, independent manufacturer is the concentrated in- 
terest of top management in a single line of products. The 
design of Uptegraff transformer insulation is a good example of 
how attention can be focused upon a single important design 
factor. Quality here is vitally important since insulation break- 
down is the most frequent cause for transformer failure. 

The Uptegraff ‘“‘balanced”’ insulation design assures the user 
a high level of transformer performance... a product quality 
to meet your requirements with an extra margin of safety .. . 
and longer life. All this adds up to substantial overall economies 
—mighty important to discriminating purchasers. 

What’s more, Uptegraff is able to modify standard units to 
meet special application requirements. . . to speed delivery and 
to provide prompt service in time of need . . . to provide tech- 
nical assistance when desired. And for these extra benefits you 
pay no more—in fact the overall costs are frequently less! 


Write for descriptive literature today 


R-E- Uptegraff Manufacturing Co. 


Scottdale, Pennsylvania 





=\ Representatives in Principal Cities 





. up to 10,000 kva 


Phi 


LOAD CENTER 


Uptegraff transformers ... all classes of service. . 


aA Maal 
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ing, quality control, streamlining the or- 
ganization, and, in the case of one con- 
sumer-goods producer, “styling and 
dealer service.” In companies that are 
not increasing budgets for any particular 
phase of their operations (11 per cent 
say they plan to hold to 1957 levels), 
budget levels may be relatively high. 

Similarly, 23 per cent of the Panel are 
not cutting budgets on any operational 
phase, but are “increasing efficiency” at 
present expenditure levels. Less money 
is going tor plant expansion this vear 
in LO per cent of the Panel companies 
and 7 per cent are cutting back capital 
expenditures “for added capacity, “tor 
manufacturing and development,” and 
“of every nature.” Also curtailed this 
vear, by some companies, will be “inven- 
tory, pavroll, overhead,” “long-range 
projects that are too hazy,” “recruiting 
efforts among others,” and “direct and 
indirect labor and clerical expense; en- 
tertainment; and habit and fringe costs 
not carrving weight on close examina- 
tion. 

But the biggest budget cuts—reported 
by 39 per cent of the Panel—add up to 
an all-out assault on controllable costs: 
frills and unessentials, overhead, oper- 
ating expense, and administrative ex- 


pense, “where wavs can be found.” 


Will Training Programs Suffer? 


Replies trom the Panelists indicate 
that top management is not letting cur- 
rent recession-motivated cost cutting in- 
terfere much with training programs, 
although there is less recruitment—and 
more applicants to choose from. 

Six out of ten presidents state flatly 
that their recruitment and development 
programs are untouched by the reces- 
sion. One typical panelist says, “We have 
not cut down on our training and devel- 
opment costs at all—but we will have 
somewhat tewer openings than usual to 
fill this year. Some men report that, de- 
spite more applicants for thei programs 
“than for the past four o1 five years, 
many applicants seem to be marginal in 
ability. In a word, management can be 
choosier about the men it hires. 

Two out of ten panelists note little 
change in their programs due to the re- 
cession. One out of ten reports some 
slowing down of executive training and 
recruitment programs, but only one com- 
pany has “temporarily suspended the 
program as a frill.” , 

In all phases of their operation, say 
the presidents, the trick—and manage- 
ment’s top responsibility—is to “balance 
short- and long-range goals,” “do more 
for less,” and “work like hell!” END 


UN'S REVIEW and Modern Industry 















FADE 





Actual lv—w ith Tape-lalk—Friden 


has re-invented the office 





Functions haven't changed —only the basie working method. 


In oflice afte 4 oflice now THE ivs,. you see the flow ot pape ‘(rwork 
being handled automatically by Friden Tape-lTalk machines. 


These machines read and write and calculate with punched qo 
paper tape. Applications include invoicing, sales orders, shipment » 
manifests, inspection reports, time cards, inventory... <y 


Friden promises this: In exact proportion to the degree of office Q- , 
e . . . . he) a i . . a 
automation you wish to achieve, Friden Tape-Talk machines will va : 
1) Eliminate need for manual movements and operator decisions: 
Increase work volume output without increasing payroll costs 
or overtime: (3) End errors in data recopying. 
Call your nearby Friden Man or write Friden, Inc., San Leandro, 
California...sales, instruction, service throughout the world. 


“4 © Friden, Inc. 
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CO eloctadatay Automatic 5 


tape reader-selector-sorter & 


Glexoumutin? Automatic tape 


® 
writing-accounting machine € | t | vr Automatic tape 
billig department in one desk 


®) . 
Tale data” automatic Oda-Pumeche Automatic 


code tape adding-listing machine 





tape transmitter-receiver 
Friden Mailroom Equipment 


Qutomatic Input - Output Machine 


, gustownriter’ Automatic Friden fully automatic Calculator— 
justifying type-composing machiwe Friden Natural Way Adding Machine The Thinking Machine of American Business 











“T-1’ Steel opened 


new markets, improved 


our competitive position 


says Mr. James V. Coulter, President, 
Coulter Steel and Forge Company. 


Emeryville, California 


This is the story of how one manufacturer made 
use of the exceptional properties of USS “T-1" 
Steel to win new business, get the jump on his com- 
petitors, and build better products. 

USS “T-1” Steel has nearly three times the vield 
strength of structural carbon steel. It has excep- 
tional toughness, even at 50 degrees below zero, and 
outstanding resistance to impact abrasion. In add1- 
tion, it can be forged, heat-treated, welded, flame- 
cut and worked with the usual shop equipment 

This extraordinary combination of properties 
gave Mr. Coulter and his engineers a lot of ideas on 
how to improve their products. They started using 
USS “T-1” Steel in forgings used at sub-zero tem 
peratures—crane hooks, shovel teeth, boom parts 
and shafting. They took advantage of the steel’s 
greater strength and resistance to impact abrasion 
to make mining equipment parts lighter, stronger 
and more durable. 

Word got around to customers. Business has ex 
panded and the company now works two shifts a 
day to keep up with orders. 

Why not get the facts on what USS “T-1” Steel 
can do for you? Write for your Copy of our com. 
prehensive “T-1"° Steel booklet. United States Steel, 
525 William Penn Place, Pittsburgh 30, Pa 


USS and ‘‘T-1’’ are registered trademarks 


United States Steel Corporation —Pittsburgh 
Columbia-Geneva Steel-—San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Steel Supply - Warehouse Distributors 
United States Steel Export Company 


United States Steel 
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Skilled professional or grasping grease-monkey? The service station dealer's 
subconscious fears about the image he presents to customers areanalyzedas.. 


INDUSTRY TRIES SPURRING SALES WITH MR™ 


ALSO: New Ideas Pay Off Now 


IN TODAYS. tight-selling period, 
companies are taking unusual steps to 
help their customers bolster sales. For 
instance, Dow Chemical Company 
of Midland, Mich., is applying moti- 
vation research to help its customers 
sell. 

Usually applied to consumers 
( DR&MI, July 1954, page 30 


vation research has been used to dig 


. moti- 


out their subconscious feelings about 
varlous products. Now the technique 
ot interviews-in-depth has been ex- 
tended by Dow to gas station dealers 
both emplovees and lessees, to plumb 
their real feelings about their jobs, 
their customers, and the oil compa- 


Hiecs. 


Although none of its products are 


sold in gas stations under the Dow 
name, Dow does produce an anti- 
freeze solution that is sold under the 
labels of 


through their individual service sta- 


various oil companies 
tions. 

The study, which was conducted 
by Social Attitudes, Inc., New York, 
did not limit itself to the dealers’ 
methods of selling antifreeze. Instead. 
it probed the dealers psyches to come 
up with a sound rationale for spur- 
ring them to rack up bigger sales. 

Psychologist Percy Black conduct- 
ed the study, which was based on 
lengthy interviews with dealers across 
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the country. He uncovered rationali- 
zations for many dealer actions that 
hinder sales. For instance, he explains 
that often reluctant to 
recommend specific brands tor tear 
customers will think they are being 
taken advantage of. Dr. Black points 
out that a dealer is frequently torn 


dealers are 


between his own image ot himself 
and the wavy he fears he may appear 
to the buy Ing public | 

Says Dr. Black: “Dealership to- 
day is gradually evolving into a selft- 
re specting and community-respected 
status. The dealer's ideal is to be re- 
garded as a combination of small 
business man and mechanic. Many 
years ago the public's confidence was 
shaken by the unscrupulous tactics of 
some Cealers. This memory, though 
fading. still lurks and disturbs the 
dealer - customer relationship. The 
dealer is on trial.” 

Another company, Lumber Fabri- 
cators, Inc., Fort Payne, Ala., recent- 
ly used motivation research to help 
it pick a name for its line of pre- 
fabricated houses. By interviewing 
hundreds of consumers and using 
such projective techniques as free- 
150 
winnowed down to the winner. “Crest 
Homes _ Was knocked ott the list when 
interviewees that the 


the 


word association names were 


said houses 


were probably near seashore. 











90% of overhead 
Servicing canbe 
done faster and 
safer with these 
ECONOMY Hi-Reach 
Telescopers! 














Mode! LB 


Model LB 


Hl-Reach Telescopers 
Four heights 20 ft. to 35 ft 
Standard Models from $1510.00 up. 


Model PUL 
Three Standard Models 


No. 1 — Lift 10'9 $370.00 
No. 2 — Lift 11° 9” $390.00 
No. 3 — Lift 15’ 0” $400.00 


Rubber tired wheels $10.00 extra 
F.O.B. Chicago 
Custom built Hi-Reach Tele- 
scopers up to 100 ft. Write for 
complete catalogue. Economy 
Engineering Co., 4516 W. Lake 
St., Chicago 24, Ill., 342 Madison 
Ave., New York 17, N.Y. 


J Vconomy 
| SINGIN EERING 


89 

















f it can be 


palletized 











can protect it— 


with flexible plastic film 
or any of many paper combina- 
tions—designed for long-time 
storage protection or temporary 
protection during handling. 
If you palletize materials, 
parts or products—let Kennedy 
America’s most versatile 
converter of papers and plastics 
protect them. Ask your 
nearest Kennedy engineer to 
show you how, or write to— 
KENNEDY CAR LINER and BAG CO., INC. 
2000 Prospect Avenue, Dept. E 
Shelbyville, Indiana 
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“Hillcrest Hlomes” was dropped be- 
cause it made people think of an 
apartment house. Finally the com- 
pany discovered that the most suit- 
able connotations and the fewest neg- 
ative associations came to mind when 
a person heard the name “Kingsberry 
Homes.” 

Motivation research is being used 
by another company to put the car- 
pet sweeper on the comeback trail. 
The E. R. Wagner Company of Mil- 
waukee, Wis.. asked Dr. Ernest Dich- 
ter, president of the Institute for 
Motivation Research, to probe the 
American hidden feel- 
ings about the carpet cleaner. The 
object was to get back some of the 
market lost to the vacuum cleaner in 


housewives 


recent decades. 

After interviews with hundreds of 
housewives. Dr. Dichter predicted 
that the carpet cleaner would recover 
if producers made an effort to angle 
their merchandising and advertising 
approaches toward the satisfaction of 
certain “hidden needs” of the house- 
wife. Among these needs Dr. Dichter 
stresses: 

@ Permissiveness — the freedom of 
the housewife to do what she wants, 
when and how she chooses. 

@ Family participation—the satistac- 
tion of getting others in the family to 
join her in taking care of the house. 
e@ Individual participation—desiring 
to be part of the housecleaning oper- 
ation in an active way rather than as 
a “button-pusher.” 

Dr. Dichter points out that above 
and bevond product performance, 
these and other needs must be satis- 
fied if the cleaners are to be success- 
fully sold. And carpet- 
| producers to the 
sweeper as the homemaking tool of 


he urges 


cleaner picture 
voung suburban families, to overcome 
the present association of the product 
with older women. spinsters, and lite 
on the tarm. 


Brain-children at work 


Nothing is so irresistible as an idea 
whose time has come. And manage- 
ment knows that now, more than at 
any time during the past decade, new 
ideas are needed. 

To generate profit-producing ideas, 
companies are setting up formal new- 
product departments, and brain- 
storming is spreading like a heat rash. 
Purchasing agents have long known 
that one of the most fruitful sources 
of ideas is the troop of salesmen they 
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Satisfied? 


cts ote Satisfied that your 
company being properly 
represented by its letterhead? 


is 


If you are an executive of a 
company using ten thousand or 
more letterhéads a year, you 
will want to see the current 
portfolio containing specimens 
of letterheads custom-built by 
Monroe —pioneer letterhead 
stylists—for business concerns 
in all parts of the country. 


Just your signature and title on 
one of your company’s present 
letterheads 
copy, 
tion 


will bring your 
without cost or obliga- 
and no salesman will 


call. 


MONROE LETTERHEADS 


2117 N. Memorial Parkway 
Huntsville 1, Alabama 

















VALUABLE BOOKLET FREE 





There is no obligation to us, but we feel you 
have an obligation to your organization, so 
that no one can say, a year from now, “If 
we had only known all of the facts.’’ 


This book contains in charts and illustrations 
answers to the following questions: 


1. The Space Problem 
—The True Answer. 


Filing Operations. 


5. Time Saved thru 


2. How to eliminate Operation Elimination. 


Traffic and Congestion. 


3. Filing Clerk Morale 
—The WHY facts. 


4. Motion Study of 


7. Results of a prospect’s survey of five 
prominent users on a point basis. 


Creator of Effective Tools for Effective Management 
Phone Westport, Conn. CA 7-4111 or write 


WASSELL ORGANIZATION, INC. 


6. Comparison of three 
filing methods by 
square feet and lineal 
feet. 


Westport, Conn 





l Please send me free booklet “Backward or ! 
| Forward in Filing” 
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see everv dav. Good salesmen are 
usually well-equipped with profit- 
producing ideas, but these are gener- 
ally confined to new uses for products 
the salesmen handle. 

To take advantage of this, one com- 
pany has set up a program to draw 
out ide as for new products from sup- 
pliers’ salesmen. Aerosol Techniques 
Inc., an aerosol packager, Bridgeport, 
Conn., sent oversize, simulated thea- 
ter tickets to present and potential 
suppliers. When filled in with a de- 
scription of an idea tor a new aerosol 
product, the ticket was good for one 
appointment with the purchasing 
agent. — 

H. R. Shepherd, president of the 
company, favored the plan because 
he believes many good ideas are neg- 
lected in the fast pace of modern in- 
dustrv. What have been the results of 
the program? In addition to several 
specific usable suggestions tor new 
products, the company is now in- 
creasing], thought of as a fast-step- 
ping outht on the alert for new ideas 
trom any source. 

Here are some of the new-product 
ideas the salesmen came up with to 
pay for their appointments: 

@ A coffee fragrance aerosol for stim- 
ulating appetites in restaurants. 

@ An aerosol of mucilage for quick, 
CasyV handling. 

@ Small sample aerosols to merchan- 
dise shaving creams in retail stores. 

Another company has been getting 
results in recent months from a tresh. 
fragrant idea. Angelique & Company 
of Wilton, Conn.. drops its check- 
books into vats of its product which 
is, fortunately, perfume. The amount 
absorbed by each checkbook sells tor 
about $40 at retail, and the company 
uses about 96 checkbooks a vear. 

But it’s well worth the cost. accord- 
ing to Charles Granville company 
president. who fathered the idea. 

‘Every check is handled by an esti- 
mated 25 people,” he points out. 
“That gives us a lot of mileage.” 

In addition to increasing public 
recognition of the product, the per- 
fumed checks bring in dozens of over- 
the-transom orders each month from 
bank clerks, secretaries, and others 
involved in handling checks. “We've 
actually built up a substantial num- 
ber of customers in the banking field 

—just through our checks,” Granville 
declares. 

Incident: ly, he reports that the 
company s working capital seems to 
go a little further late ‘ly. Since the 
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is believing 
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You really have to see what 
Du Mont Industrial Television can 
do for you to believe it. This 
equipment is packaged, proved, 
ready-to-operate business equip- 
ment that can save you time, 
money and at the same time in- 
crease your operating efficien- 
cies. Don’t waste time — start 
benefiting from this newest busi- 
ness tool right away. Ask for a 
demonstration and see for 
yourself... 














A 
Unretouched photo of Du Mont IT in bank installation, show- 
ing statement reproduced on picture screen. At left, actual 
size of figures on 8” screen. 








Control equipment for ail Remote camera control Two complete camera _ Picture monitors in many 
systems—simple or most for side-to-side or up and = systems offer the right sizes up to 27” screen 
complex. down viewing one for your needs size. 
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Industrial Television Division, D558 
Allen B. Du Mont Laboratories, Inc., 
Clifton, N. J. 


; ClLosen circu" [] Arrange a demonstration [] Send complete details 


at my convenience 


Name 





Company 





Address 
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| checks became balmy. check cashers 
| have become rather erratic. Time and 


again Granville has found that checks 
o were held and not cashed for several 

weeks. “People just think the checks 
(/ are too good to cash, and that’s all 
proved performance and dependability 


The electronic facsimile machine for making 
mimeograph stencils e paper offset plates 
e single positive copies of graphic material. 


right with me,” he says. 





New Spurs to Sales 





The lmMportance of new ideas is 
again underscored by the sales per 
formance of Bell & Howell ¢ OMMpany 
Chicago. This manufacturer of pho- 
tographic equipment estimates that 





f! ° ° ° | Hew products introduced since mid- 
Val ay om - | 1956 will account for about 50 per 
ee ie cent ot total volume 1} LOSS. And 


It uses just seconds of personnel 
time; requires no technical oper- 
ating skill to achieve superior re- 
production quality. Manufactured 


sales so tar this vear are, according 
to the COTPalis considerably above 
last vears. | 

To keep this volume high, the com- 


ideas in 


by Times Facsimile Corporation, | pany is searching for new 

a pioneer in the development and | selling techniques. This is being done 

one of the major suppliers of through an unusual contest with 
ecdlaes electronic facsimile equipment. Y prizes of 50 shares (worth about 
wr Durably built with precision-made NSienafay $25,000) of B&H stock tor the sales 
at The mechanical parts and electronic TIMES FACSIMILE men of the companys retail dealers 
Noma components designed and con- aatiaiaiiaiaaaans | throughout the country. 
Convention structed in accordance with 540 West 58th Street | For each Bell & Howell product he 
Booth A approved standaras. Its attractive New York 19, N. Y. sells. a salesman may send in an entry 





cabinet design occupies only 26” 
x 18” of floor area. 


CUSTOM BUILT 


1523 L Street, N.W. 
Washington 5, D. C. 





modern heating 





telling what he said or did that made 
the customer buy. And there will be 
207 winners in all, with the top prize 
amounting to twenty shares of stock. 
To spur the sales clerks to read thor- 
oughly a B&H booklet on how to sell 


CASES for the company will ask each one who 
® e : ‘ , ; 
business and indust submits an ¢ ntry cL CEU stion trom the 
for ry booklet. A correct answer doubles the 

your a . prize won. 
business a Reznor direct-fired The entries will he judged On) the 


Ctymfuc 


Building materials and a host of 
other products can be more effec- 
tively demonstrated from a custom- 


built Olympic case. We will be 
pleased to quote on quantity pro- 
duction of special cases produced 
from your specifications in tough, 
good-looking TOLEX viny!] plastic. 
Send the coupon today for full 
information. 


OLYMPIC LUGGAGE CORPORATION 


atte 


Kane, Penna. 
Gentiemen: 

Description of our product is enclosed. 
Please contact us at once. 














unit heaters offer the 
modern solution to the 
problems of heating 
commercial and indus- 
trial buildings. They 
cost less to install, less 
to operate and require 
practically no main- 
tenance. With sus- 
pended, duct and 
free-standing types in 
all appropriate sizes 
from 25,000 to 2,000.- 
000 BTU, the Reznor 
line includes equip- 
ment which is exactly 
right for your heating 
job. 


| Reznor under 
| **Heaters-Unit" in 
the Yellow Pages 
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WORLD'S LARGEST-SELLING DIRECT-FIRED 


ZS UNIT HEATERS 















methods de 
the 


\\ hic I) the salesman describes his pctl 


sales 


the 
well as on 


freshness of 
scribed as stvle in 
ticular approach. 
\lanutacturers frequenth 
the lethare of retail sales clerks. Per- 


bewail 


haps this approach of awarding com- 
P| ~ 


pan stock is one to induce the 
clerks to identify their individual in- 


terests to some degree with the com 


\\ it\ 


pany s goal of stepped up sales. 

So that the company s own sales- 
men wont feel left out and will put 
their best efforts into the promotion 
another contest will be held for them, 
based on their volume performance. 
Three winners from among the com- 
pany 's 50 salesmen will fly off ( with 
their wives ) to Las Vegas for a week's 
worry-free vacation. For, as part of 
the prize, the winner's territory will 


NAME — 
coupe be covered for him bv either the mar- 
AGORESS ___ Reznor Mfg. Co., 80 Union St., Mercer, Pa. keting VICe president or another sales 
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SHOPPING CENTERS 


continued from Page 37 
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Policy 


are So Hnportant to the chains that they 


have been driven to spirited compel 







tion tor the better store sites. ~ 

ko stance avear or two AYVoO., the aa stats 

re ‘ fe. Hrere 

Thom MeAn shoe chain went to the Ute works, 
as 





*V4de, Pang, 
VP obs 


Steet, 


e?, ede. 






Vi vise, 


length of distributing a large, full-color 






*? Ihren, 






brochure dMmong shopping-cente! Phcill- 
agements. The brochure aimed to prove 
that a Thom MeAn store in a choice 
spot would generate extra traffic tor a 
centel 

Yet. in the vears immediately tollow 
Wi? thi close f World \\ il 1] Piel 
chants in the big-city downtown cis 


tricts Civ ¢ scant thought ic. thi Poss! 


bility of a suburban threat. As ah ippils 


~- fiy ’ ‘) a bye 2, ; 
ar rationed citizenry ly ugeht bought | As long as there isa Law 
and bought SOTMe TMOrFe thi downtown of Gravity, there will be 
stores were too busy tending their cash falling objects. Just as 





ten 





Ox: 
ford one 5? more 
thon 9O HY TEST 
SAFEty SHOES, OX- 
FORDS and BOOTS 


for Men and Women 


registers Phen ne dav. thev looked up certain is the tact that 


and cdliscove i ¢ a thi Vy werent selling SO) the toes of men have a 

way of sticking out as 
PwC) tS the ought Dhey took mother 
obliging targets for these 
look and Sct \\ what appeared to in then 


objects. One of ten indus- in Industry 


business going to stores in the suburbs trial accidents involve in- 

and particularly to stores in those new juries to feet and toes. 

shopping centers Today, more and more workers in- _ tion is low, indeed ... no more than 
A study of 45 me tropolitan areas by sure themselves against these haz- the cost of a pair of good-quality 

the Commerce Departments Ofhc of ards by wearing HY-TESTSAFEty © ordinary shoes. 

Area Development tells the tale. Be- SHOES. This “policy” protectsthem Po your employees have this insur- 

tween 1948 and 1954. total average dol- against loss of income and painful ance? If not. we suggest you investi- 

ae ee ae a eee suffering. It protects their com-  gatethe HY-TESTSAFEty SHOES 

: ‘a | panies, too, against loss of produc- Plan. It is good insurance in Foot 
rose only 1.6 per cent. (Taking into ac- | tion and unnecessary added costs. Protection, Foot Health and Foot 
count the inflation that came with the | And the “premium” for such protec- Comfort. Write or wire today. 


Kore UT) AN ctl that heure probably repre- 


sents an actual decline in unit sales.) HY-TEST SAFEty SHOES YEARS OF 
At the same. time iwerage dollar vol- | Division—INTERNATIONAL SHOE COMPANY PROGRESS 
) | 1509 Washington Ave., St. Louis 3, Mo.—Teletype SL 300 
Lithie’ 1D) thie standara metropolitan A&bTeas , og ter 
927 N. 3rd St., Philadelphia 23, Pa.—Teletype PH 476 WORDS fan 
the central cities plus their suburbs— LARGEST 


Poon | spanking 2 » PET Ct rit. 
Trouble Downtown 


] 
Paking it on the chin hardest were 


Detroit, Pittsburgh, and St. Louis. De 





troits dollar volume dipped more than 
+ | 


nis wile the resin “S| GS AF Ety SHOES FOR EVERY NEED 7 


whole gained almost 40 per cent. Sim- 


1 | per Ceri 





larly. Pittsburgh s downtown dived 16 


per ce nt even as sales in the Pittsburgh = | 


metropolitaa area Climbed 15 pel cent, A / 
Downtown St. Louis lost over LO per Vf, 4 GILG (ILG CGUEe/1 
cent of its trade, but sales in the vreater (Csi AACA G 

(CORPORATION 


St Louis area went up 3 per cent, 


Other downtown citv areas, though less 565 Fifth Ave., New York 17, N.Y. Oxford 7-8300 





battered, had nothing to crow about. | SS si | | isaac Sa OF-Taelela ek-} eo} 
On the average their share of total trade | Have You a New Address? Tal 4 ate. aie) ete) at= 


in their regions declined about 5 pel | ' 
| An early notice of change of address ts 


cent between 1945 and 1954. | helpftul—it is usually necessary to have | Unimasters 


If these figures seemed pretty drastic three weeks’ notice. Please include the 
the worst was vet to come. For the reat | old address and your postal zone number | Coast to Coast Distribution 
ae a Sass, ae and send the information to the Circula- 
push in shopping-ce nter construction | tion Department MANIFOLD SUPPLIES CO. 
did not begin until after 1954. | ne ‘Aeuiaiiieeie | Brooklyn, New York 
“S | DUN’S REVIEW and Modern Industry, ‘ y 3 


The impact of this new competition | 99 Church St.. New York 8. N.Y. 





























A Message to Executives 
Seeking a New Plant Site 





Check these 3 Important 
Plant Location Advantages in 


PENNSYLVANIA 


100% financing 
for your new plant 


Complete financing on lease- 
purchase plan—low interest rate— 
deferred amortization. Plant 
“shells” now being readied for 
completion. Inspection welcomed. 


Improved “tax climate” 


No capital stock and franchise 
taxes—no machinery and equip- 
ment taxes—no stock transfer tax 
—no state personal income tax— 
reduced manufacturer’s sales tax. 


Plant location services 


Staff specialists available to serve 
industry, engineering firms, man- 
agement consultants, industrial 
realtors and others with fully de- 
tailed plant location data. 






PENNsy, Vireve 


“FREE 


Yo 








For free copy of pamphlets on 
these Pennsylvania Plant Loca- 
tion Advantages, write or ¢all: 


PENNSYLVANIA DEPARTMENT OF COMMERCE 
Main Capitol Building 
1141 State Street, Harrisburg, Pa. 
Phone: CEdar 4-2912 


U re, 
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was probably more painful to percen- 
tage-renting realtors than it was to the 
large urban retailers. After all, it was 
the city merchant's branch or chain 
stores that were tenanting the new shop- 
ping centers. 

Downtown 
chain, disturbed by trade lost to com- 
pany stores in the centers, asked their 


store managers of one 


superiors what the point of it all was. 
They were told that even though the 
downtown stores were losing business to 
their own new shopping center stores, 
this business was bound to be lost to 
somebody in the suburbs. Better it 
themselves than to 


should be lost to 





THE AUTHOR e Art Zuckerman has been 
writing for the business press for the past 
seven years, in addition to contributing to 
various consumer magazines. At present he 
is associated with Fairchild Publications as 
an editor of Footwear News. He has also 
served as merchandising editor of Drug 
Topics. Mr. Zuckerman is a graduate of 
New York University’s Washington Square 
College of Arts and Science. 





strangers. Large downtown operators 
also felt that with main store and branch 
store, their total business was gaining. 

Nevertheless, «they certainly weren't 
happy about the situation downtown. 
After all, they had capital investments 
to protect. Besides, many downtown 
stores werent represented in the sub- 
urbs. For them, protecting the tradi- 
tional shopping district was a matter of 
survival. 

Something had to be done, and so 
downtown associations were organized 
to figure out what and how. 


Casing the Competition 

Let’s take a look at these new shop- 
ping-center monsters the downtowners 
are up against. Actually, thev varv quite 
widely in basic characteristics. But fun- 
damentally there are three types. 

The neighborhood 
center serves pretty the 
function as that clutch of little stores 
around the blocks 
down. It takes care of day-to-day needs. 
The community center can be compared 


convenience or 
much same 


corner and a few 


to a small town’s main street or to a 
lesser shopping district in a large city. 

The regional center is the real power- 
house. It attempts to provide the same 
coverage as downtown Big Town it- 
self. The regional is therefore worth a 
closer look. Physically it provides an en- 
vironment tailored to pedestrians. It is 
usually built around a mall—a “main 
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Down goes a MAGLINER 


DOWN go loading costs! 





And they'll stay down with Magliner magne- 
sium dock boards on the job! Magliners 
speed loading, eliminate dock congestion... 
get extra work from power trucks and other 
loading equipment. Magliners are magne- 
sium-light—easy to put down... easy to 
move. No heavy lifting... no injury hazards. 
Men, loads and equipment move fast, sure, © 
safe. Magliners are magnesium-strong, too 
... built to take it... safely handle loads up 
to 20,000 Ibs. Low initial cost. Less mainte- 
nance. Dependable long-life service. Economy 
and cost-savings right down the line! Put 
all these advantages to work for you. Put 
Magliners on your dock! 





Write for 
Bulletin MAGNESIUM 
DB-204 DOCK BOARDS 


MAGLINE INC., P.0.BOX 35, PINCONNING, MICH. 


Canadian Factory : Magline of Canada Ltd., Renfrew, Ontario 

















How’s your 
business card? 


Get vour copy of our useful folder, 
Business Card Buyers’ Guide. Then turn 
tothe handy check list to yauge business ° 
card effectiveness. See for vourself how 
vour business card rates. If the tests 
show room for improvement, HILL’s 
44 vears of specialized experience is at 
your disposal. 

Learn how Hill craftsmanship can 
create for you a business card you'll be 
proud of ...one that makes a favorable 
impression On your prospects ... one 
that truly reflects the character, per- 
sonality and prestige of vour salesmen 
and your company. All of this can be 
yours at prices much lower than you'd 
expect. 

Business Card Buyers’ Guide, contain- 
ing impressive samples, is yours if you 
use 10,000 or more business cards a year. 
Write today tell us how many cards 
you use a year. Please send a sample 
of your present card. 

If it's worth seeing, put it on a Hill 


R.O.H. HILL, INC. 


270 (D-097) Lafayette Street 

New York 12, New York 

| POPUTTUTTTTe business cards per year. 
Enclosed is a sample. 

Please send a copy of BUSINESS CARD 
BUYERS’ GUIDE. 


MOMBccccccsccsecccceseceseeseosese 
COMPGNY..ccccccces WeTyTr crt at 
RBBIO s co ccccccccccccccescesees oe 
<< POTEPETTTTTLTT Tt Zone.....+- eee 
Ns 0. cee eho 6 Kees ceeeeeeeees i 


Fine Business Cards and Letterheads ...SINCE 1914 
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street” devoid of automobiles. Mall on 


walks between stores are landscaped 
and equipped with benches to give a 
park-like effect. Overhangs offer pro- 


tection from sun and bad weather. 


Catering to the Customer 

Everything possible is done to make 
shopping pleasant and comfortable. Full 
advantage is taken of all the newest de- 
velopments in design. For instance, in 
Bergen Mall, N.J., Stern 
Brothers Department Store has the new 


Paramus: 


Swiss-invented air curtains installed at 
each end of a two-story-high, glass-en- 
closed court, on the south facade of the 
The United 


States. each curtain is 20 feet wide and 


building. largest in the 


1S composed of air streams that move 
vertically from top to bottom and keep 
out all insects and dust. Doors over the 
at night on 


air curtains are used only 


when outside weather conditions are 
extreme. 

Customers park their cars in a huge 
space surrounding buildings and mall. 


trafhic 


moves along a perimeter road separated 


Incoming and outgoing motor 
from the store group by parking spaces 
Trucks enter a basement-level tunnel to 
make deliveries, out of sight of the cus- 
tomers. 


Suburban informalitv of dress reigns 





WHY SHOPPING-CENTER | 
STORES COST LESS TO RUN | 


Oe } all. thr Ope rating COSTS Of thie 


store l}hi thie CONTE } aire 


shopping 
lowe than those of a store intod 


downtown district. Here is a run 


} 
dou n of some of- the reasons to 


the differenc 
RENT: Per tS al triff less CNPCHSIV' 


’ 
in shopping centers than in compat 
i‘ 


I 


able new downtown plants But gen 


] ] ] } 
erally higher than rents in Oompa 


= } 
rable old cst tblishe d sites downt WH 


DELIVERIES: Niu hy le SS 11) cle 11} ind at 


shopping centers than at dow Mownh 


stores 


RETURNS OF MERCHANDISE: At 


shopping centers generally lower 


particularly on big-ticket items, than 


at downtown stores duc to te ndency 


’ 


} ‘ 
of whole tamily to share in original 


. NS ee - 


selection 


PILFERAGE AND CREDIT LOSSES: | 
Much lower in shopping centers than 
downtown. 


ADMINISTRATIVE CHARGES: (cv- 
partment stores): Since shopping cen- 
ter branches are at present satellites 
much of 
this cost tends to be absorbed. De- 


ot the downtown stores. 


centralization would change this. 





















Max»welous 
Mamifestation of 
Matchiess 
Muscularity,y 





HUMAN DUMB-BELL 





USED IN HERCULEAN 


Ved dd) Ley 
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Today, any worker is a 


Hercules with a Globe Lift 


Heavy Lifting, Quick Loading, Easy Portability 





are features of GLOBE ELECTRO-LOADER 


With one hand on the contro! of a 
Globe Electro-Loader, a workman can 
lift, load or unload heavy cargo quickly 
and without manual effort. Because ao 
special foundation is required, this lift 





can be installed anywhere...in ship- 


ping and receiving departments... 
beside conveyors and 
alongside of raised floors... indoors 
or outside... upper floors... temporary 


locations... 


machines... 


wherever rugged materials 
handling tasks ore performed. Easy 
to install, can be quickly relocated. 


For rigid permanent use, the Electro- 
Loader can be bolt-anchored to the 
floor or, it can be equipped with 
casters for fast movement anywhere 
in the plant. Platform is of checkered 
steel plate reinforced with steel beams 
to stand up under heavy impact loads 
of hand or power-operated trucks. 
A wedge-shaped ramp provides oa 
gentle upward slope for easy roll-over 
or, the lift may be recessed for flush 
platform loading. 


Lifting power for the Electro-Loader is 
supplied by a weather-protected elec- 
tric motor operating a simple cable 
mechanism. Adjustable automatic top 
and bottom limit tops, a slack cable 
shut off, centrifugal governor and safety 
brake assure accurate control, smooth 
Operation and complete safety through- 
out the entire lifting cycle. 








GLOBE. 
Electro-LOADER 


I Gtose HOIST COMPANY 


East Mermaid Lane at Queen Street 


| Philadelphia 18, Pennsylvania 


H Please send me detailed 


PLANTS DES MOINES PHILADELPHIA LONG BEACH. CAL 











East Mermaid Lane at Queen Street 
Philadelphia 18, Pennsylvania 


DR-916-EL 


information on Globe 


GLOBE HOIST COMPANY 


Electro-LOADER for ee ee 
| (describe application intended) 
! NAME 
COMPANY 
I ADDRESS 
i CITY STATE 
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Coming next month 


GOODS ON 
THE MOVE 


In the June issue, reader attention will be focused on transporta- 
tion. For months, DR&MI editors have been digging up facts 
through surveys, round-table discussions, and field interviews 
to bring you an up-to-date report on the way industry moves 
its goods today. 





Better Transportation Is Up to Management 


Improvements in transportation make it possible for companies to 


improve the efhciency of their working capital. Case histories 


will show how companies cut costs, sharpen services. 
The Management Transportation Team 


How up-to-date trafic departments are giving better service to- 


day. Ideas for increasing sales through better customer relations 


and boosting profits through lower costs. 


Roads and Rails 
New equipment, services, and techniques these carriers can offer 
shippe! Ss. 

Airways and Waterways 
Changes in air and water transport that are bringing better serv- 


ice at lower cost. 


Companies Hit the Road 


How company trucks and cars are used. Here are the facts on 


maintenance, depreciation, and leasing. 


Don’t miss this major editorial feature in the June issue of 


DUN'’'s REVIEW 
and Modern Inaustry 
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in this garden-like approach to retailing. 
Because of its easy accessibility for cars, 
the shopping center can play host to a 
mother accompanied by her offspring, 
an advantage over downtown shopping 
districts the mother fully appreciates. It 
easily compensates for the suburban 
centers admittedly more limited selec- 
tions. 

Since it is so near at hand, whole 
families like to shop together at the 
center. To encourage this practice, cen- 
ters have taken to multiple evening 
hours. Many have as many as three late 
nights a week, and some have even 
more. 

This, then, is the downtown retailer’s 
adversary. Once the downtowners took 
the measure of the shopping center, they 
swung into action. At first they tended 
to concentrate on cooperative adver- 
tising campaigns, with the metropolitan 
dailies setting up special group pro- 
grams for them. 

Knowing that the best way to draw a 
customer is to offer a price, merchant 
groups in Memphis, Phoenix, Pittsburgh, 
Baltimore, 


launched area-wide bargain promotions 


Denver, and Louisville 
designed to pull customers downtown. 
Gimmicks galore were the rule. 

In Pittsburgh, “Golden 


merchants staged a “Golden Triangle 


Priangle 


Davs” bargain event. They even. ar- 
ranged for the local transit company to 
vive their customers free rides home 


during the promotion. Typical bargain 
was one store's offer of flannel sports 
shirts for SI. 

Detrolt storekeepers threw a three- 
day Downtown Detroit Days wingding. 
Sales soared. Milwaukee retailers staged 
four such downtown promotions in one 


VYCal. 


Fly in the Ointment 


But there was a joker in all this ballv- 
hoo. Take, for instance, the effect of a 
push in Oklahoma ¢ ‘ity. Merchants there 
set up a weekly “holiday” drawing and 
offered $1,000 in cash or a tree vacation 
in the Caribbean area. All a winning 
ticket holder had to do to collect his 
prize was to be physically present in a 
downtown store when the drawing took 
place. Results were announced over a 
monster public address system linking 
trathic 


cerned, the drawing was a huge success. 


54 stores. As tar as was con- 
Stores were jammed. When the big mo- 
ment drew near, street traffic troze. 

And this was the impression people 
undoubtedly took home with them— 
crushing crowds and _ strangled traffic. 
Except for the ofter of pie in the sky, 


and Modern Industry 


REVIEW 




















«@.f) 
-  e 





‘ : ’ 4 : * ot a " 
~~ : “s 
OE aE. 


SHOPPING CENTER COMES TO TOWN: Suburbia is the natural habitat of the shopping 


a 
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center. But Lloyd Center (above) is going up just across the river from downtown Port- 
land, Ore., in the midst of a residential] section. John Graham designed the new center. 


who would deliberately subject himself 
unnecessarily to such an experience 
twicer 

Downtown proprietors saw the need 
for more enduring inducements. So 
while they plugged their larger selec- 
tions, many embarked on major remod- 
elings. Full-view glass fronts replaced 
drab exteriors. Fluorescent lighting, new 
furniture, and display fixtures were in- 
stalled in all kinds and sizes of stores to 
make shopping downtown pleasanter. 

Accessibility was the big group tar- 
get. Cities like New York and Chicago 
set up one-way signs on many streets to 
speed traffic. Los Angeles built tunnels 
tor its buses. But parking was the most 
urgent need. 

Large stores, like ZCMI in Salt Lake 
City and ].L. Hudson Company in De- 
troit, erected huge multi-story parking 
garages either connected to or a short 
distance from their store plants. Private 
money put up six similar garages in 
Oklahoma City. Joske’s in San Antonio 
turned two nearby blocks into a parking 
lot. Miami Beach bought up vacant lots 
Nearby Miami 


sprouted a 5,000-car Orange Bowl lot 


and metered them. 
with transit connections to the down- 
town shopping district. In Youngstown, 
merchants arranged for customers to re- 
ceive 25-cent credit stamps against 35- 
cents-an-hour parking charges. Ham- 
‘mond, Ind., retailers formed a parking 
corporation and built their own lots. 


MAY 1958 


Recognizing the attraction of the sub- 
urban centers for family shopping, the 
Hammond retail community sponsored 
“Family Day” promotions on Saturdays. 
Throughout the country, downtown 
stores began aping shopping center 
night openings in a further bid for this 
family trade. 

Though energetic, these efforts were 
inadequate. Of late, large-scale munici- 
pal action has been coming into the 
picture. Under Federal slum clearance 
programs, whole new areas are being 
developed as modern residential and 
commercial centers. New high-speed ar- 
teries are expected to ease traffic. 

Kansas City, for example, recently 
opened its Sixth Street Freeway, part of 
a loop that will eventually circle the 
business district. From it, a network of 
roads and ramps will make an orderly 
path downtown. Downtown itself will 
be fringed by new apartment houses 
within walking distance of the stores. 
Motor hotels and modern business build- 
ings are planned for the area. 

Similar steps are being taken in Pitts- 
burgh, Newark, N.J., and Rochester, 
N.Y. The story is being repeated in 
Detroit, Philadelphia, 
many other municipalities. 


Chicago, and 


“If You Can't Lick ‘Em. . . .” 


But perhaps the most dramatic devel- 
opment is the plans that several cities 
are making to do over huge hunks of 
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y) <a> we 
labor costs? 
If you use costly hand labor for material 
processing, handling, assembly, packing or 
any other repetitive operation, now is the 
time to investigate leased automatic ma- 
chinery. Custom-engineered to your require- 
ments ond installed for your exclusive use, 
such machinery can do the job at much lower 
cost and with improved uniformity, all 
without capital investment through Sykes’ 

“Shore the Savings” plan. 
At no cost or obligation, let us estimate your 
savings using leased equipment. Then it’s 
up to you. 
Return the coupon or phone us 
today for immediate attention. 





poor re ree 
| SYKES & CO., INC. davis 4.2809 

| 300 MAIN STREET + STAMFORD 1, CONN. 
Please send more information on your 
| “Share the Savings” plan. 

1 NAME 

| 

| 

| 





COMPANY 





ADDRESS 


De cee ce ce cee ee ces ee es ee ee ee ee ee ee ee oe 








Sweeps Cleaner, 


Faster, Better... # 


x 


OT ETS Ole [E1g y 
Brushes 3 to 7 









Te jleel 
hack 








Over half the 
nation’s top-rated 
firms have proved there’s 
a Speed Sweep for every job. 

Write for complete brochure and prices. 

eal 

T anwauxee DUSTLESS BRUSH CO. 
J 530 N. 22nd STREET, MILWAUKEE 3, WIS. 
Send complete facts on Speed Sweep: § 


NAME 4 
ADDRESS i 


CITY STATE 
Bun an an an an an aban anamanenan 
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- Another Exclusive Equipto Feat 


Drawer 
Dividers 


lock in place...can’t 


creep up...yet may 
~ be moved easily 





Equipto drawers are of one piece construction — front, bottom, back, 
with all welded sides. Embossed runners on bottom allow drawer to 
slide easily. Adjustable dividers lock in place —an exclusive feature 
found only in Equipto Drawer Units. Tops of dividers are slanted 
back and have new type instantly visible label holders... 


Equipto Drawer Units are available in all sizes and combinations to 
suit your individual storage needs. Interested? Why not find out more 
by writing for complete Drawer manual No. 206. 








Weld-Bilt 
VERTI- 
LIFT 


Does More Work 
FASTER... CHEAPER 


“Lift of 1001 Uses’’ 


* Investing for future income? 





e LIFTS ¢ STACKS »° 
* LOADS °* 
UNLOADS ° 


HANDLES 


Cartons, Pallets, Drums 



















Prove thi vourself New 
HY-BOY electro- Hy lrauli 
Verti-lifts *"yust fit more 


handling, lifting, stacking 
jobs in yvour plant than any 
other unit And at lower in 
vestment! Modern push-but 
Unitized’” powe 
unit, built-in charger, indica 


ton control 


tor light and inmete! elf 
aligning tloor locks. and othe: 
features — plus a wide choice 
of models and accessories - 





make HY-BOY vour best in 
vestment by 


¢ any compari 
~ son. Buy one 
< buy several 
Get your and prove it 


a 
copy of new HY-BOY 
Portable Verti-lift Catalog 


Weld Bi 
featuring the **Lift of 1001 Uses."* axa 


oovwvcrs 





303 River Road, West Bend, Wisconsin 
Materials Handling Engineers since 1932 
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— WEST BEND EQUIPMENT CORP. | 


Incorporated 
Investors 


ESTABLISHED 1925 


A mutual fund invested in a list of 
securities selected lor possible 
GROWTH OF CAPITAL and IN- 
COME in the years ahead. 








* Investing for current income? 





Incorporated | 

_ 

Income Fund 
A mutual fund whose first objective 
is to return as LARGE CURRENT 
INCOME as may be obtained with- 
out undue risk of principal. 
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| | 
| THE PARKER CORPORATION ors | 
| 200 Berkeley Street, Boston 16, Mass. | 
| Please send a Prospectus on | 
| Incorporated Investors | 
[ | Incorporated Income Fund | 
iia 0 AEs, oj, ot ehh a | 
Address Keeeeiaas 
| City... Re ee rey Pree rer | 
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their downtown areas into the very 
image of shopping centers. These pro- 
grams call for the conversion of major 
streets into pedestrian malls and = ton 
building peripheral roadways and _ spe- 
cial parking facilities. 

ror sheer scope, the plans of archi- 
tect Victor Gruen and city officials for 
Fort Worth, Texas, are hard to beat. 
Their proposals call for conversion of 
the entire downtown district into a huge 
pedestrian island. A multi-lane road SVs- 
tem around the district will feed six 
peripheral parking garages. Each garage 
will hold an average of 10.000 autos on 
four floors. Delivery trucks and taxis 
will use a tunnel to service the district. 
Spec lal roads will enable buses to pene- 
trate at three points to depots near the 
COTE 

The idea of converting a mayor down- 
town street to a pede strian mall is very 
much alive elsewhere, too. Oklahoma 
City is developing its Couch Drive into 
a parklike pedestrian walk. Detroit's 
city fathers are seriously considering the 
Wood 
ward Avenue into a ped strian mall. In 


Newark, N.J]., the idea of turning Hal- 


sev Street into a shopping mall, com- 


CORNCTSION of three bloc ks alon 


<q} 
3 


plete with an upper-level pedestrian 
concourse, has also been suggested, 

Thus downtown is in effect moving 
to JOIN the shopping center—or at least 
meet it on its own terms 


What the over-all effect of 


MICaSUrCS has been nobody can vet say. 


these 


For one thing, most of the major 
changes in the central cities are still in 
the making. For another, figures are not 
vet available to show what has hap 


pened to sales volume since 1954. 


Smaller Piece of Pie 


Downtown merchants are convinced 
that their efforts can recoup lost) busi- 
ness, even increase their total business 
This Tyhci\ be SO but economists dont 
think the cities will ever be able to ab 
sorb anvthing like the amount of new 
volume that has and will be created in 
thei metropolitan areas. So, as the total 
pie enlarges, the central citys share is 
expected to become proportionately 
smaller. 

Why? Because the people who are 
adding to the population are settling 
outside the cities. They are doing this 
not only because they want to live in a 
more hospitable environment: but also 
because there simply is no room. tor 
them In the cities. The metropolis IS 
pretty well saturated. New families 
must look to the suburbs for living 


space. 


REVI 














The 
the turn of the 


opment of the interurban 


suburbs really got their start at 
devel- 
De- 
troit’s automobiles matured just in time 


to help World War I's ex-doughboys 


and their new tamilies escape mto the 


century W ith the 
trolley. 


countrvside. 
At Sears. Roebuck & Company, 
the 


automobile 


Rob- 


ert Wood saw handwriting on the 


wall when registrations 


began to outpace downtown parking 


space. From that point on, he planted 


his new stores well out, in greener fields. 
Other downtown stores began to set up 


branches in the 


new, plushy little sub- 
urbs. 

But as these communities built up, 
other retailers plumped down willy-nilly 
alongside the early birds. Betore they 
knew it, they had created new down- 


( omplete with over-trafhiicked 


Main Streets and no place to park. 


towns. 


The Great Depression and World 
War Il troze the situation. | 
When the curtain came up on the 


second suburban boom. factory workers 


added their numbers to the burgeoning 
commute population. They came out to 
live near the new one-story manutactur- 
ing plants that cropped up in the coun- 


By 1954. than half of all 


industrial construction was taking place 


trvsice. more 


in the suburbs. 

This mushrooming populace cried for 
stores to serve it. Venturesome retailers. 
recomnoitering these juicv new pickings, 

called the of Suburbia's 
pioneers. Nichols's Country Club Plaza 


‘sense to them than the 


CAPel leTiCeS 


made much more 
helter-skelter, unplanned Main Streets. 

So it was that Allied Stores ¢ orp., de- 
sirous of a proper setting outside Seattle 
a Bon Marche branch department 
John 


Graham to design al huge shopping Celi- 


fOr 


store. commissioned architect 


ter. Northgate opened 1950 and set 
the pattern for the modern regional 
center. 


New Market Patterns 
Thus the shopping center is not really 
the Big 


woes. It retail 


downtown Towns 
the 
the big outward push. 


What 


change 


cause of 
is merely result of 


seems. to be in the ecards is a 


in the retailing function of the 
central city. 1 
shifting. As 

stakes 


income 


vatterns of population are 
the voung middle 
ts claim in Suburbia. 
are beginning to 
big cities. At the 
ealthien 
no longer in need of space for growing 


back to 


class 


lowe - 


groups COT. 


centrate in the same 


time. olde couples, now and 


children, are moving luxury 


apartments in the cities. 


; r 
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Self-Dumping 


A messy, time-consuming salvage oper- 
ation was turned into a neat, one-man job 
for the Verson Allisteel Co., Chicago. By 


switching from wheelbarrows and scoops to 
Roura Self-Dumping Hoppers, “‘scrap segre- 
gation was also made practical for the first 
tirme.”” Now a worker moves through the plant 
shoveling steel filings, turnings, cuttings, and 
other scrap into several dozen Roura Hoppers. 
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1404 Woodland Ave., Detroit, Michigan 





Hoppers cut scrap handling cost 


Then with a standard lift truck, he moves 
the Hoppers to semi-trailers outside the fac- 
tory. With a flip of a handle, each Hopper 
dumps itself, rights itself, locks itself, and is 
then moved back for another load. 


Roura Self-Dumping Hoppers are saving 
time and cutting costs throughout industry 
by swift and efficient bulk materials handling. 


letterhead and mail to 


! 
ROURA IRON WORKS, INC. | 
















roan break through™ 
‘the credit wall... 


GET YOUR PRODUCT 
INTO YOUR DISTRIBUTORS’ HANDS 


WITHOUT INCREASING CREDIT RISK...! 
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Inventory is of no use to you or your distributor unless 
it is readily available for sale. Here is a plan, now in use by 
many leading manufacturers, that permits you to retain 

legal title to your product after shipment to sales and 
distribution points. You can expand your distributors’ 
credit line without additional risk to yourself. You will 
want the facts whether you have such a a problem 
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: NEW YORK TERMINAL WAREHOUSE CO. 
. 25 South William Street, New York 4, New York 
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The metropolis thus finds itself with 
a built-in low-price market on the one 
hand and a luxury-trade potential on 
the other. The shopping centers in 
tensify this trend by siphoning off much 
of the middle. Ol quality voods market. 

They draw this market partly because 
young homeowners demand better mer- 
chandise and partly because they must 
stress branded. pre sold quality goods to 
win acceptance. But the suburban habit 
of family shopping also plavs its role. 
according to lames B. Douglas. As presi- 
dent of Northgate (enter and executive 
vice president of Bergen Mall. Allied 
Stores new North | ¢ rsey deve lopment, 
he has seen it operat this wav: 

‘A woman who goes downtown to 
buy a refrigerator usually goes alone. 


()1 he) OW) she tends to treat the 














TYPICAL SPACE ALLOTMENTS 
Hie re is ad pe roeentace br akdou Hi 
of thr average amount of floor 
space rented by various types of 
Stores in re gional shopping Cen 
ters | 
Kind of Store Fotal Area | 
Department ..... 1 
Variety 59-10 
Womens ready-to-wear ... 5-10 
Mien s clothing a eee 2.9-9 
Shoes eeeees > © ee 1-6 
BUCTINOTKCE 2 occ cs cesses sOnke 
Drugs Or Tea ee ee 
Furniture | Sa ene f 
Home turnishings ......2 (about 
Jewelry ... eae 0.5-] 
Source Dr. Homer Hovt m Urban Land 
liostitut I hnical Bul \ () 








family budget verv tenderly. She buys 
the most economical model she can find. 
“But if she voes to a shopping CCTi- 


tel she usually VOCS with hei husband 


ACCOUNTANTS RENOWNED Ri 


DEBIT, CREDIT & ASSET, INC. 


and the kids. Each one is attracted bv a 
et. Mother is freed 


of the responsibility of guarding the 


different flashy gad: 


J 
i, 





budget, and Sroup ( nthusiasm prevails 


They invariably choose the deluxe 


Certify Columbia Ribbons and Carbons model.” 


On the other hand. Douglas points 


out, no individual shopping center can 


‘“‘We couldn’t even decipher our own ciphers, so blurred were 
balance sheet copies three and four,’’ said Asset to Debit. 
“No longer is ledgerdemain our liability—all credit to Seger ere ny 
Debit,” cried Credit, “‘for switching our business machines to I ei il as saciid aneEm — 
Columbia Ribbons and Carbons!”’ = 


afford to maintain al worthwhile selec- 


tion of luxury items like costly furs and 


tify the necessary investment in iInven- 
eS aca 5 \ tory, he explains. ‘But the central 
Z downtown district, drawing from all the 
suburbs, can easily afford to be a luxury 
showcase. It gets all the suburban busi- 
ness in addition to the trade of the rich 


city residents. | 








Toa large degree, therefore, the shop- 





COLUMBIA RIBBON & CARBON MFG. CO. INC. GLEN COVE.N ping center actually enables manufac- 


COLUMBIA RIBBON & CARBON PACIFIC. INC., DUARTE, CALIF. » eT _M. Reg. 1S. Pat. Of 


turers to divide their volume. quality- 
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cand ta | more readily than a local one- or two- 





branded, and luxury markets along CeO- 
graphic lines. This suggests certain ad- 
vertising tactics. 

In promoting brand lines. it would 
the 


place much of his cooperative and Phil 


seem logical for manufacturer to 
tional newspapel lineage in local pa- 
pers. He thus benefits both trom lower 
rates and trom a re¢ eptive, avid commu- 
rity readership 

At the same 


results by 


time. he should: ac hic Ve 


maximum placing ads fon 
CCOOTTN and HaXUr merchancise 1h) the 
big-city papers. Most suburbanites take 
iddition to a 


thie 


a metropolitan claily 11) 


( onsequently COUnErS 


low al pt pet 


ventleman and the suburban argvall 
huntes Citi he rea hed with the Sallie 
advertisement that attracts thr city 


reader's eve. 
Shopping centers also otter evden ane 
ohly for 


point-ol sale promotion Pron idle 


medium 
hey 
built-in mass audiences for special dem 
RCA-Victor, tor 
italizing on this pote ntial with 
truck exhibit 


But even more 


turers ai h effective 


One. 18 ¢ A} 


onstrations 

a trailer- 
] 

ot CO)}O] television 

unbitious proyer ts are 

possible. The large centers are already 

old hands at staging promotional events 


to draw traffic. Bergen Mall, for in- 


—— ~ 


Let's get out from under 
salesman-car headaches! 


stance pulled large crowds with an ex- 
hibit of foreign cars. The Cross-County 
Shopping Center in Yonkers, N.Y., has 
done well with a sports festival. 

If such events create excitement, a 
mass product exhibition, staged cooper- 
atively by competing firms, can certainly 
Local retailers have 
thing at the 
MIateo, Calif.. 


Among their 


generate business. 
been doing this sort. of 
Hillsdale Center in San 
with 


hits 


tremendous success. 


WeTe il vacation show ill auto 


show. and a varietv of fashion shows. 


Growing with the Suburbs 
Phi 


center an even more pot rit role iT) shap- 


market. Its destiny is tied to the 


future may give. the shopping 
Mig thie 
destiny of the suburbs. 

To date, all signs point to the con- 
tinued development of the land between 
the cities. By 1965, Government econo- 


mists estimate. we will have an extra 
25 million people, organized into 8 mil- 
households. With othe 
they Il have to Into 


land that today is still virgin. In tact. 


lion new no 


MIOve 


(F() 
i. 


place to 
the Government s economists expect the 


advance guard to begin this process 


’ 
onlv two vears from now 


Three out of four tamilies already own 





— - — ~—— _ 
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cars. Our current Federal high’ av pro- 
gram will eventually give these cars an 
$1 .000 miles ot roadway tO 


extra mse. 


So mobility will continue to increase. 
As this happens, any given number of 
people tend to use up a proportionate ly 
vreater amount of land. One example is 
Frank W. Herring. 
tf New 


a top plan- 


York 


cited by 
ning official of the Port 
\uthority. 

Herring points out that between 1900 


and 1940 it was necessary to build up 
an extra 70 square miles of open coun- 
trv for every million people added _ to 
the New York area. Between 1940 and 
1954 


needed to house each additional million. 


an extra ISS square miles were 


Herring this ratio getting even 


- SCCCS 
larger in the future. 
4 


This open, widely space dl pattern of 


living would seem to increase the im- 
portance ot the planned shopping CC li- 
ter as the only workable retail form. As 
a result, one particular shopping-center 
trend is highly significant—the great pre- 
ponderance of chain-store tenants in the 
centers 

(chain stores predominate because 
shopping-center financiers demand the 
best possible risks as tenants. Large 
fill bill much 


retailers obviously this 












Hertz car lease plan gives firms central control 
of nation-wide car fleets. Send for free booklet. 


Here’s the plan that gives 
your firm complete, central- 
ized control of company cars 
—with no worries attached! 
The Hertz Plan of Leasing 
Cars. Hertz will lease you 
brand-new cars for all of your 
salesmen and executives all 
over the country. And the 
whole operation will be han- 


dled by Hertz! No more 
MA Y 5 
AMVEDTICIAICO AIREY 


Hudson Pulp & Paper Corporation 
> a is ay a it i 


squabbles with your salesmen 
over mileage reimbursements. 
No more worries about budget- 
ing costs, licensing, servicing, 
maintaining, repairing, re- 
placing the cars—those mil- 
lion and one details 

We have a new booklet for 
you that gives complete infor- 
mation. It’s free. There’s no 
obligation. Send for it today! 


Write for free booklet: 
The Hertz Plan of 
Leasing Cars. Hertz 
Car Lease Service, 
Dept. B5, 218 S. 
Wabash Ave., 
Chicago 4, Ill. 






Most experienced...by far 


HERTZ 


Car lease service 
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send for 
new edition of 


Sit Ee 





detailing 
hundreds of 
selected 
industrial sites 


in Southern 
New Jersey 


Plus graphic summaries of 

facts on markets, transportation, 
water, utilities, etc. in the 

3000 sq. miles of opportunity. 
Experts called previous SoNJ 
Site Map, “most complete 
tool in site selection.” 
SOUTHERN NEW JERSEY 
DEVELOPMENT COUNCIL 
G. Raymond Wood, Director 
Atlantic City 4-3338 
99 Boardwalk Arcade, 















Just attach coupon 
to your letterhead 


2 Southern New Jersey Development Council 

99 Boardwalk Arcade, Atlantic City, N. J. 
Please send new edition of SITE 
MAP without cost or obligation. 


& NAME OF INDIVIDUAL * 
& ADORESS & 
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more readily than a local one- or two- 
unit operator. 

Many shopping-center developers are 
unhappy about this situation because 
they miss the aggressiveness and promo- 
tional initiative for which good inde- 
pendents are noted. Lately, in many in- 
stances, these developers have managed 
to win their financial backers over to 
this view. But nobody knows which way 
the wind will finally blow. 

If the trend to chain-store dominance 
in the centers continues unchecked, it 
could conceivably lead to the gradual 
disappearance of the independent re- 


tailer. 


More Decentralization? 

The new, more spread-out living pat- 
the 
population still farther away from the 


tern will take large segments of 


old central cities. This probably means 
department store groups will be forced 
to decentralize their operations. It will 
no longer be possible to tie the shop- 
ping center branch store to the city 
store’s coattails. An already-emerging 
trend to local buying may become the 
then 
reorganize their sales forces accordingly. 

With this 


new population clusters may find them- 


rule. Manufacturers will have to 


increasing divorcement, 
selves too far away to use the cities as 
luxury and bargain centers. In this case, 
we might see a limited number of spe- 
cialized shopping centers, some show- 
casing luxury merchandise and some 
offering bargain-basement goods. 

All these potential developments are 
based on the assumption that current 
growth projections will prove accurate. 
But there is always a chance they wont. 

For example, these new housing de- 
velopments may get so spread out that, 
under present local government set-ups, 
they won't be able to get enough tax 
money to finance essential community 
services. Troubles along this line are 
already cropping up. They could put a 
damper on further land development for 
housing. 

Even more basic, there is no guar- 
antee that the population will continue 
to multiply as estimated. The Depres- 
sion scotched population growth in the 
1930's. 


omy could well have a similar, if far less 


A serious decline in the econ- 


devastating, eftect today. 

Only the future holds the true key to 
the ultimate destiny of Suburbia and 
its creature, the shopping center. But 
whatever happens, the centers have al- 
ready made fundamental changes in the 
marketplace, changes that are here to 


stay. END 
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| bottlenecks. Write for free Brochure DR-5 


“This 565 instrument 
Saves me 60¢ an hour 


ht < 


z 
~~ in production costs” =“, 





> TIME 
- RECORDER 
+ TOTALIZER 


what TRT is: an instrument that auto- 
matically records ‘‘on-off’’ time of any 
machine or process. Information is marked 
on a continuous, time-indexed tape. Tapes 
run as long as 4 months. 


what TRT does: shows on tape exactly 
when “down-time” occurs, how long it 
lasts. Access window enables operator to 
write reason for stoppage. Visual counter 
totals actual productive time. 


how TRT saves: TRT data-on-tape gives 
accurate, single-source basis for cost. 
Cutting in plant or office: time study, pro- 
duction control, maintenance, locating of 











Standar a. insteument core. 


657 BROADWAY. N.Y.12,N.Y. - ORegon 3-3200 











FASIEST 
WALKIE -TRUCKH 
TO OPERATE ANDO 
MAINTAIN EVER! 


gEVOLVATOR 


The MOST coPIED 
LIFT TRUCK 
On The Market 












FINGER-TIP CONTROLS INCLUDING OYNAMIC BRAKE 
TO ELIMINATE “BDLUGGING” THE MOTOR GOING 
DOWN RAMPS, ANDO “ARTICULATED” CONSTR- 
UCTION ADJUSTS TO UNEVEN 
FLOORS STEERS EASi tiv 
AND WORKS IN LESS SPACE 

‘ BECAUSE OF TKE 
DUAL WHEE LS ¢& 
DIFFERENTIAL 
OrRiveE / 














SNAP THE 
COVERS - YOU VON'T 

THE MOTOR OuT TO GET AT THE 
BRUSHES AND THE DISK BRAKE 
HAS A SIMPLE SCREW ADJUSTMENT 


7. ry . 
LATCH AND LIF 


HOW ABOUT 
MAINTENANCE 2 


/wrire FOR OuR 
REE TRUCK 
OF GO-GETTER “neon 


TRIC AND RED GiaNT 
WAND LIFT TRUCKS 





REVOLVATOR CO. 


7028 TONNELE AVE., NORTH BERGEN, NJ 
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Spray Booth Floor 
Cleans Itself 


The painting operation at a leading 
automobile plant had to be stopped fre- 
quently to remove floor grating for cleaning 
because of lacquer accumulation Planet 
engineers solved the problem by designing 
and installing a 3,400 foot multi-story slat 
conveyor with a_ self-cleaning walkway 
Steel grating slats mounted between two 


f 


strands of roller chain move through a 
stripping tank under the floor to provide 
a clean, safe walking surface. Because of 
the very slow speed of the conveyor, there 
is no sensation of moving This Planet 
solution has resulted in a substantial sav- 


ings in cost and time. 


Plan With Planet 


An automatic system of this kind is just 
one of many ways Planet engineers can 
help you solve your particular materials 
handling problem. Their experience and 
know-how are avaiiable, without obligation. 
Write today. 
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LANSING, MICHIGAN 


The 
Reviewing 
Stand 


@ “Goods on the Move’ is the slogan of 
our June Extra Emphasis Feature. Be- 
cause the volume of goods on the move 
is a test of our economic well-being, 
DR&MI editors Tom Kenny and Carl 
Heyel have spent several months prob- 
ing into the many problems of transport 
by keel, wheel, wing, and pipeline. Both 
shippers and carriers have been asking 
top management to pay more attention 
to the traffic executive and his heavy 
responsibility. “Delivering the goods” is 
more than a sales manager's figure of 
speech. It is the important task of thou- 
sands of men who are expected to get 
the finished merchandise into the hands 
of the consignee promptly, econom|- 
cally, and in good condition. Our trans- 
portation feature will reflect the ideas of 
about 600 executives who have an- 
swered our surveys and attended our 


round-table discussions. 


a Despite the willingness of manv com- 
panies to share technological discoveries 
for the good of industry in general, 
nearly every enterprise with a product 
has a secret formula, method, or com- 
ponent that is guarded in the company 
safe. Some of the secrets are as old as the 
mixture tor the Smith Brothers cough 
ch Pp. But not even the lost formula for 
tempering Toledo swords could have 
been more carefully guarded than his 
own special method of barbing fish 
hooks lS ouarcde d today by each Of three 
manufacturers. Al Larke is preparing an 
article for a forthcoming issue on the 
serious and sometimes ludicrous efforts 


made to protect these “hidden” assets. 


@ Late in the nineteenth century Ar- 
thur O'Shaughnessy wrote a poem con- 
taining the lines: “Yet we are the movers 
and shakers/Oft the world for ever, it 
seems. Carroll Kilpatrick in the June 
issue Of DR&MI appraises five and a hall 
years of the Eisenhower Administration 
as a “business mans government. He 
cites a contemporary historians descrip- 
tion of Ike as “not an earth shaker, but 
an earth smoother.” FDR was. often 
called “The Old Smoothy.” And Henry 
Clay, “The Great Pacificator,” was an- 
other artist in legislative diplomacy, but 
he compromised too often to win the 


—A.M.S. 


presidency. 





Another NEW Piggy-Back Product... 





Lithofold’s pre-punched and pre-numbered 
piggy-back Electronic Checks are quickly 
typed as part of your original form. They'll 
slash your costs by automatic reconcile- 
ment on tabulating equipment in a fraction 
of manual-reconcilement time! Works with 
any tab cards of your choice riding piggy- 
back on Lithofold Continuous Forms. Pre- 
pare on your present tabulators, typewrit- 
ers or teletypewriters. 


Consult us on your forms problems— 
no obligation! 


500 BITTNER ST. ST. LOUIS 15, MO. 








There’s No Weight Penalty 
with Magliner Magnesium 
Platform Trucks 


Push the load .. not the truck! You can’t 
make—or save—a penny pushing and handling 
deadweight! That’s why thousands of lightweight 
Magliner trucks are in daily use in large and 
small companies alike. 


Only “% the weight of steel-and-wood equip- 
ment, Magliners cut down on operator fatique 
increase work output save handling 
dollars! Easy to manuever and easy to operate, 
Magliner platform trucks move loads faster and 
cheaper ... keep your men in a working mood, 
too! 
Made from the world’s lightest structural metal, 
Magliner magnesium platform trucks are strong, 
tough—built for years of rugged, dependable 
service. Before you buy get the facts about 
Magliners! Write today for bulletin MPT-211 
and the name of your nearest Magliner repre- 
sentative. 
MAGLINE INC, 
P.O. Box 185 
Pinconning, Mich. 





In Canada 


Vagline of Canada, Ltd., Renfrew, Ontario 


Modern Industry 
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Out-of-town 


telephone calls 





help raise profits, 


lower costs 


One of the real tests of management is 
the ability to maintain or step up profits 
during changing times without resorting to 
false or even harmful economies. 

At such times, out-of-town telephone 
calls may be more valuable than ever. 
For example: 

—to keep salesmen. in frequent touch 

with customers, at low cost 

—to line up prospects and close sales fast 


—to obtain credit information quickly 


| YOU SAVE MONEY 
' WHEN YOU CALL STATION-TO-STATION 
, instead of Person-to-Person 


Day Rates (first 3 minutes) Each Added 


Add 10% Federal Excise Tax 


I 

| . 

For example: Person-to- Station-to- Minute (applies 
| Person Station to all calls ) 
| Buffalo to Cleveland $105 7T5¢ 20¢ 

. St. Paul to Chicago $1 45 $105 30¢ 

| Boston to Norfolk, Va. $170 $120 30¢ 

7 Milwaukee to Philadelphia $210 $150 40¢ 

: San Francisco to Detroit $330 $235 60¢ 

| 

| 

| 





—to speed up shipments and all other 

services for customers 

—to expedite all phases of administration 

Out-of-town telephone calls can produce 
profitable economies in almost every opera- 
tion of your business. 

Why not check to see if your people are 
making full, regular use of out-of-town tele- 
phone calls to increase profit ? 

More and more companies are discover- 


ing that it pays. 





| BELL TELEPHONE SYSTEM 
























In the past, production losses due to breakdown of dryer roll 
bearings were so small they could be made up. 
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Man Waitin 9 


3 unproductive hours 
for man and machine 
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Qutput-25 tons per hour 
orth $130 per ton 


| | 
PS 


Today shut down of high-speed machines puts production 
behind by hundreds of tons per hour—quickly piles up losses. 


Lubricating: plan cuts downtime 


—can save $10,000 in 3 hours 


Not so long ago, machines shut down 
by bearing failure could make up pro- 
duction losses. Today volume output 
and integrated production mean that 
production losses are losses in profit. 
These are the reasons behind manage- 
ment’s growing concern with lubrica- 
tion methods tn their plants. 

Take this example from the paper 
industry: they used to figure $500 for 
a bearing, $500 for labor (idle time 
and repair crew) and expected to make 
up losses on the two or three hours 
downtime. Today, high speed machines 
produce twenty-five tons of paper per 
hour worth $130 per ton. You can’t 
ignore $3,000 an hour in production 


losses. In this case, the cost of the 
bearing replacement could run as high 
as $10,000. 

Lubrication problems differ with spe- 
cific industries, but the basic principles 
are the same. Many companies are 
finding that the services of a plant lubri- 
cation engineer pay off. His services 
can extend part life, eliminate produc- 
tion losses, reduce rejects, simplify 
lubricant inventories and otherwise add 
to income. Some companies delegate 
lubrication responsibility to engineers 
or plant personnel who also perform 
other duties. 

In both cases, Texaco’s organization 
of Lubrication Engineers is function- 


ing in all 48 States, as consultants in 
outlining a practical approach to these 
problems. A more detailed discussion 
is available in an enlightening booklet: 
“Management Practices That Control 
Costs Via Organized Lubrication.” 
Write [The Texas Company, 135 E. 42nd 
St.,. New York 17, N. Y., Dept.D 11. 





IN COST CONTROL 


MAINTENANCE ) 


IS A MAJOR FACTOR 


PRODUCTION, DOWNTIME, 


LUBRICATION 
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